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U.S. Compacts Top 
mports in Sales 


for Year to Date 


3 New Entries Double 
Monthly Volume in 
Economy-Car Field 


By Robert M. Lienert 
Associate Editor 
§.-BUILT compact cars wil 

Ye overtake imported cars i 
-to-date sales today (Nov. 30) 
ording to estimates based o 

eld reports. 

| At most recently indicated saleq 
es, totals at the close of busi 
today will be 553,360 dome 
compacts and 552,500 impo 
ng a slim advantage of 
is to the U. S. breed. 

With the combined totals g 
more than 1.1 million compact- 
sales (not all imports are com- 
), the convenience-sized tos 

ve accounted for about 20 /per-|/ 
of all new-car sales so fag 
r. j 

any industry observers Aa A 

that the economy |! cats’ 
ep of the market will be/in- 

d in 1960, perhaps rising 
fove 25 percent of all new-car 


; 0 


* * * 
HE achievement of the domestic 
Pcompacts in overtaking im- 
ils was brought about by the Big 
s entry into the compact 


abler and Lark alone had 
unable to turn the trick. In 

I nee & Se yeas, 
Rambler Lark were 
only Saastees compacts 
lable, imports led in registra- 
by a count of 455,502 to 373,- 


hen came October, and with it 
@ arrival of Corvair, Falcon and, 
onth’s end, Valiant. The imme- 
and overwhelming public ac- 
nce of the Big Three’s offer- 
just about doubled the monthly 
volume of domestic compacts. 
: ead of trailing imports by 
000 to 20,000 units, as , they had 
some of the year’s earlier 
months, domestic compacts outsold 
imports by an estimated 35,000 
in October. 
7 + a 
[EIR margin over imports for 
November will be an estimated 
4,000 units—or nearly double the 
ports’ total. 
_ Had it not been for the steel 
p and the resultant curtail- 
ent of U. S. production, import- 
ed cars perhaps would have yield- 
ed their lead in the economy field 
even earlier. 
'Corvair suffered extensively from 
e steel shortage after getting off 
a particularly good start in the 
es derby. 
+ + * 
CCORDING to sales figures 
; claimed by the respective fac- 
bries, Corvair sales in October to- 
Balled 23,759, compared with 32,486 
for Rambler and 12,250 for Lark. 
(Continued on Page 4, Col, 3) 


‘ 


this 





Mississippi Dealers Elect— 


New cers elected by the Mississippi 


seated, 


Automobile Dealers Assn. are, from left, 


. E. Kossman, Cleveland, NADA director; H. J. Vickery, Huston, president; Jack 


E. Lees Forest, retiring president; standing, James Fowler, Jackson, central district vice- 
president; H. L. Roberts, Shelby, secretary-treasurer; Herb Mead, Natchez, southern 
— vice-president, and Homer Mcleod, Greenwood, northern district vice-president. 





Volume Shipments 
Due at Dealerships 
By Beginning of 60 


By Martin L. Whitmyer 
Staff Writer 
pte steel output coming back 
faster than expected, here’s the 
outlook for autos: 

General Motors will resume car 
production at five plants—Cadil- 
lac, Corvair at Willow Run, and 
Chevrolet “big car” plants in 
Flint, Norwood, O., and Janes- 
ville, Wis., next Monday (Dec. 7). 
These five plants will assemble 
cars four days the first week. 
All other GM car and truck divi- 

sions — Buick, Oldsmobile, Pontiac, 





_ Dealer Ads Stress Availability 


By John K, Teahen Jr. | 
Staff Writer 


| gegen is playing second fiddle 
to availability as the most pop- 
ular theme in dealer advertising 
this season. The dealer who has a 
supply of merchandise finds that 
“We Got ’Em” is a mighty effective 
traffic builder. 

Ford dealers are playing the 
- availability game to the hilt in 
their campaign to overtake car- 
less Chevrolet in the registration 
race, Rambler and Lark dealers 
also have cars and visions of 
moving up a notch or two in the 
sales standings. 

General Motors retailers are 
doing little advertising since many 
of them are nearing the bottom of 





the inventory barrel. Chrysler 
Corp. dealers also. are feeling the 
pinch, 


ob * + 

At? the situation will get worse 

before it begins to improve. All 
GM plants still are idled by the 
steel shortage, and only three of 
Chrysler’s eight assembly units 
worked last week. One of those 
three was expected ‘to shut down 
today (Nov. 30). 

But Ford dealers afe rolling mer- 
rily along. In most cases, they 
don’t have as many cars as they 
would like at this time of year and 
the selection is apt to be a bit 
spotty, but their plants are still 
producing and the haulaways are 
continuing to arrive, 

In San Antonio, Gillespie Ford 





Falcon, Rambler Adding 


To Production 


LANS to add production capa- 

city for Falcon and Rambler 
were announced by Ford and Amer- 
ican Motors. 

Ford said it will begin converting 
Mercury’s Metuchen (N. J.) plant 
to production of economy-size cars 
as soon as production boosts are 
in effect at Mercury plants in St. 
Louis and Wayne, Mich. 

The Metuchen plant will start 
production of Falcons in mid- 
February and subsequently will 
produce Ford’s new medium com- 
pact, the Comet, which will be 

introduced early next spring. 

American Motors said it will add 
a third final assembly line at 
Kenosha, costing between $5 million 
and $7 million. The new assembly 
line is part of a program to in- 
crease Rambler capacity by next 
fall to 600,000 a year. 

AMC Executive Vice-President 
Roy D. Chapin jr. told a group of 
security analysts that if the pres- 
sure for Ramblers gets too high, 





Inside Automotive News 


Sales Testing the Corvair, Page 6. 

Engineering highlights, Page 14: Alternators, 
electrostating, Rambler’s “squeeze play.” 
Mississippigns meet, Page 2. 








Tax talks lack solutions, Page 28. 





Capacity 


the company has a “safety valve” 
in its unused Toronto plant. This 
could be reopened to serve the 
Canadian market, which now is 
supplied out of Kenosha, Chapin 
said. 
+ Oe * 

JNCREASED Mercury schedules 

at Wayne and St. Louis, Ford 
said, will provide Mercury dealers 
by Jan. 1 with more units than 
have been available in any month 
since May, 1957. 

The Mercury step-up wag an- 
nounced three days after Ford 
formally jettisoned the Edsel 
which had been built at Louis- 
ville. 

Ford said the Mercury rate at 
St. Louis will be boosted 90 percent, 
while Wayne’s rate will advance 
40 percent. 

x om 
yer UCcumny will join Kansas 
City and Lorain, O., as Falcon 
producers, Cali assembly of 
the new compagt Planned at a 
later date. 

American Mj for 
the security e its ooled 
Mighty Mite designed 

fumered as 


for military 
a potential RF power plant. 
Chapin said 1 production 
should be able.¢e eGmti without 
a shutdown, pf that the steel 
strike does n@ im January 
and that AM@' do not run 
finds a 


out of steel. 
pand 


Fa 
es 


Cae 


He reitera 
more econo 
3 





advertised: “We've got plenty of 

1960 Fords. Loaded convoys ar- 

riving daily—243 new Fords avail- 

able.” Oakley Ford, Memphis, de- 
clared: “Our quota for November 

—255 new ’60 Fords; 144 ready for 

delivery.” 

Both ads appeared in mid-Nov- 
ember. About the same time a De- 
troit Chevrolet dealer said he had 
12 new models on hand. Another 
said he had 17 and added, “We're 
really rationing them.” 

ca a * 

JULL-DOBBS FORD, Knoxville, 

Tenn. mentioned a 150-unit 
quota for November and said Fal- 
cons, Fairlanes, Galaxies, Starlin- 
ers, Wagons and trucks were ready 
for delivery. “We will make our 
quota by volume prices,” the firm 
declared. 

The scarcity of Big Three com- 
pacts is a selling point for Stude- 
baker and American Motors deal- 
ers. 

Duncan Studebaker, Louisville, 
asked: “Why wait? You can 
have immediate delivery on 
brand-spanking new ’60 Larks at 
Duncan’s.” In South Bend, Stude- 
baker’s home town, a competitor 
declared: “No shortage of new 
cars at Yeager Rambler.” 

Hannah Rambler, Louisville, had 
enough compacts for a “two-day 
price-smashing sale.” Hannah said 
there were 97 cars to choose from 
and explained, “We have just re- 
ceived a big shipment ... and we 

(Continued on Page 4, Col. 5) 





Top Cars 


New-car registrations for nine 
months, plus four states for Oc- 
tober: 

1959 
Pos. 
1—1,147,490 
2—1,106,259 
3— 301,688 

4— 298,307 
5— 283,587 
6— 274,152 
i— 188,012 
8— 115,812 
9— 110,410 
10— 107,494 
ll— 99,462 
12— 48,110 
13— 34,429 
14— 33,854 
15— 20,501 
16— 12,677 Imperial 11,440—16 

459,834 Misc. 271,448 
Total All Makes 
4,642,678 3,478,267 
Purther details on Page 24. 


1958 

Pos. 
970,927— 1 
738,812— 2 
170,655— 
301,561— 
231,985— 
123,925— 
190,572— 
105,918— 8 
100,808— 9 
96,186—10 
30,408—13 
46,724—11 
37,424—12 
28,878—14 
20,601—15 


Make 
Chev. 
Ford 
Pontiac 
Plym, 
Olds, 
Rambler 
Buick 
Mercury 


6 
3 
4 
7 
5 


Dodge 
Cadillac 
Stude. 
Chrysler 
DeSoto 
Edsel 
Lincoln 








GMC, the six B-O-P field units and 
the balance of Chevrolet—will re- 
sume assembly operations Dec. 14 
on a five-day basis. 

Elsewhere, Ford Motor Co. 
American Motors and Studebaker- 
Packard Corp. expect to continue 
car production without interrup-. 


Car output last week. 45,924 
Car output previous week....68,476 


tion, but Chrysler Corp. will be 
forced to curtail all car assembly 
activities by Wednesday of this 
week. 


* K a” 

Alssovucs a sizable upswing in 

car production is envisioned 
with the return of GM to the out- 
put scene, it is doubtful that corpo- 
ration dealers will be receiving cars 
on a volume basis before the first 
of the year. 

GM is expected to begin ship- 
ment of cars to dealers during 
the week ending Dec. 12, but, as 
one corporation spokesman said, 
“We have to have all our plants 

(Continued on Page 37, Col, 3) 


Earn Public Faith, 
Dealers Urged by 
Galles, Ben Ford 


OT SPRINGS, Ark. — Dealer 

“foxes” must be stopped from 
ruining the ripe market vineyard 
that lies ahead in the 1960s, Benson 
Ford declared last week. 

Addressing the annual convention 
of the Arkansas Automobile Deal- 
ers Assn., the chairman of Ford's 
dealer policy board condemned 
those dealers “whose attitude to- 
ward the customer seems to be one 

of deep hostility.” 

“They lure the customer into 
the trap with false promises, 
bash him on the head, clean his 
pockets, pitch him into the alley 
and warn him not to come back,” 
Ford said. 

“When the poor customer comes 











Bénson Ford H. L. Galles Jr. 


to, he has a splitting headache, a 
bad taste in his mouth, and a sense 
of guilt and remorse about the 
whole business. 

“Instead of that warm glow of 
pride, he feels bilked, chéated and 
duped. Instead of proudly display- 
ing his car, he wants to hide it in 
the garage and forget about the 
whole thing.” 


H L. GALLES" IR. NADA pres- 
*ident, called on dealers and 
factories to earn public faith— 
something, he said, that can’t be 
bought. He appealed for ever in- 
creasing cooperation between the 
manufacturer and the dealer and 
between the industry and the auto 
owning public. 

As members of an industry which 
supplies Arkansas with 37.3 percent 

(Continued on Page 4, Col. 1) 
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Economists Look at 1960 . 





Greater Rise Seen in First Half 


By William Ullman 

Washington Bureau Chief 
ASHINGTON—wWhile 1960 
should be a prosperous year, 
the first half is likely to show a 
greater rise than the second half. 
This was the opinion expressed by 
Emerson P. Schmidt, research di- 
rector of the U. S. Chamber of 
Commerce, in a press room sum-up 
of the views of all participants in 
the chamber’s annual business out- 

look conference, 

Participating in the conference 


were: 

Robert G. Welch, American Steel 
Warehouse Assn.; James D r- 
shall, Associated General Contrac- 
tors of America; Paul E. Herzog, 
research director, NADA; Burton 
N. Behling, Assn. of American Rail- 
roads; Dr. Frank E. Morris, In- 
vestment Bankers Assn. of America. 

All of these speakers presented 
an analysis of the broad outlooks 
for their sectors of the economy 
except the railroad representative. 
He dealt with the labor outlook. 

* * 


T THE conclusion of the state- 


swer period, Dr. Schmidt presented 
a summary for the press. 

Schmidt broke down his forecast 
thus: Government spending at the 
state and local level will increase 
$2 to $3 billion. All construction will 
hold steady at about $55 billion be- 
cause housing will be 5 to 10 per- 
cent under this year’s 1.3 million 
starts. Exports will gain at a faster 
rate than imports. A slower rise in 





DeSoto to Continue, 
Chrysler Corp. Says 


DETROIT.—Chrysler Corp. has 
“no plans” to drop DeSoto, Byron 
J. Nichols, group sales vice-pres- 
ident, said after Ford Motor Co. 
announced it was abandoning 
Edsel. 

“Public reception of the 1960 
line has been exceptional,” Nich- 
ols said, “Future plans for De- 
Soto are continuing in line with 
our normal planning require- 
ments for all lines of our cars.” 





ments and a question and an- 








Galles Urges Drive to Bring 
Able People to Industry 


BILOXI, Miss—NADA President 
Herbert L. Galles jr. has called on 
dealers to join manufacturers and 
those in allied industries in a cam- 
paign to attract able and enthusi- 
astic young people to the industry. 

He issued the call in a talk at 

the annual convention of the Mis- 


Plymouth Charts 
Rise in Demand for 


Sixes Since 757 


DETROIT.—A five-year survey of 
optional equipment offered by 
Plymouth indicates that, while the 
public demand for convenience 
equipment continues to grow, re- 
newed interest has been demon- 
strated in the more economical] six- 
cylinder engine during the last two 
years. 


The six-cylinder engine, ordered 
in 55 percent of all Plymouths pro- 
duced in 1955, dropped to 25 per- 
cent in 1957, Plymouth said. Since 
then the six has gained new favor, 
rising to 31 percent in 1959, 

Manual transmissions dipped 
from 48 percent in 1955 to 20 per- 
cent in the ’57 model year, then 
climbed back to 25 percent on the 
59s, underlining the accent on 
economy. 

At the same time, Plymouth said, 
there has been a growing demand 
for power options and accessories 
in the last five years. Power steer- 
ing, which was ordered on only 
four percent of all Plymouths in 
1955, climbed to 40 percent in 1959. 

Top option is the heater, which is 
ordered on 93 percent of all Plym- 
ouths. Automatic transmissions, 
white sidewall tires, backup lights 
and power steering follow in that 
order, Plymouth said. The average 
increase for these five since 1955 is 
18 percent. 

Radio and tinted glass have been 
edged out of the top five since 
1955, Plymouth said, but they re- 
main in the top 10 along with wind- 
shield washers, variable speed elec- 
tric windshield wipers and power 
brakes. 


B-O-P Will Share 
Charlotte Offices 


CHARLOTTE, N. C.—Construc- 
tian has begun on a 16,000-square- 
foot office building to house the 
Charlotte offices of Buick, Oldsmo- 
bile and Pontiac divisions. 

The building, to be located at 1051 
E. Morehead, will be leased to the 
divisions. Completion is scheduled 
for April. 

Buick, Oldsmobile and Pontiac 








sissippi Automobile Dealers Assn. 

Galles also said the new sticker 
law has been a vital factor in re- 
storing public confidence in the 
automotive retailing industry. 

A plan for sons of American 
automobile dealers to spend time in 
foreign countries in exchange for 

sons’ of foreign automobile dealers 
coming to the U. S. was discussed 
by S, E. Kossman, Cleveland, Miss. 

Kossman’s 14-year-old son, 
Charles, told of a month’s stay in 
England, France and Italy last 
summer as a guest of an English 
automobile dealer’s family. 

Officers elected for the coming 
year included: 

Kossman, NADA director; H. J. 
Vickery, Huston, president; James 
Fowler, Jackson, vice-president, 
central district; Herb Mead, Natch- 
ez, vice-president, southern district; 
Homer McLeod, Greenwood, vice- 
president, northern district, and 
H. L. Roberts, Shelby, secretary- 
treasurer. 

MADA accepted the resignation 
of Carl G. Wallace as association 
manager, and will name his suc- 
cessor in the near future. Wallace 
resigned to devote his full time 
to the practice of law. 

Other speakers included James 
Gavagan, vehicle marketing man- 
ager of Saturday Evening Post, and 
James C. Moore, executive vice- 


consumer credit will hold down 
consumer buying of hard goods, but 
auto dealers—thanks to the new 
small models—will sell up to 700,000 
more cars, 

Consumers will get a break 
with lower food prices, Schmidt 
forecast, but farm income will 
drop another $1 billion from this 
year’s $11.2 billion. 

A renewed steel strike or a walk- 
out on the railroads, Schmidt said, 
would upset his predictions. 

* + 

) eg eotany: opinion varied on how 

long tight money and the inter- 
est rate rise will continue, The in- 
vestment banker spokesman, Mor- 
ris, predicted that money will get 
tighter and that a prime bank loan 
rate of at least 5% percent and a 
discount rate of at least 4% percent 
can be expected before mid-1960. 

Schmidt said gross national prod- 
uct, the value of all goods and 
services produced, now is at a rate 
of $485 to $490 billion a year and 
should average $505 to $510 billion 
for all of 1960. He forecast a $595 
billion rate by 1965 and $700 billion 
by 1970. 

He predicted living costs would 
not rise much in 1960 unless a 
steel settlement sets a pattern of 
higher wages in all industry. 
Farm prices will be lower, he 
said. 

Representatives of the auto, steel 
and construction industries were 
generally optimistic but based their 
predictions on a supposition there 
will be no resumption of the steel 
strike and that other possible labor 
disputes will be settled without 


tieups. 


* * 


Herzog Says NADA Sees 
6.7 Million Sales in ’60 


ASHINGTON.—NADA Re- 

search Director Paul E. Herzog 
told the conference that NADA ex- 
pects new-car sales in 1960 to total 
6.7 million units. 

The total is somewhat below in- 
dustry predictions made before the 
full impact of the steel strike was 
known. Earlier predictions had 
been 6.9 million new car sales next 
year or sales of “nearly 7 million 
cars.” 

Herzog broke down his sales esti- 
mate this way: Conventional cars 
(standard-sized American autos, 
apparently), 5.5 million; compact 
U. S. cars, 700,000, and imports 500,- 
000, down 100,000 from the antici- 
pated 1959 total. 

He said that 1960 will be “a good 
automobile year.” He termed the 
introduction of the Big Three com- 
pacts cars as “the most remarkable 
development to take place in the 
automobile industry in many a dec- 





president of NADA. 


ade.” 








now maintain separate office facili- | 
ties in Charlotte. | 








Business Baromet 
Automotive News Economic Index — 
108.2 Percent of Last Week 
99.0 Percent of Like Week Last Year 
Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ............... 68,476 106.6 49.4 
Truck Production .............. 10,749 90.7 43.3 
Auto Registrations—yYear to date.. 4,642,678 Pah 133.5 
Truck Registrations—yYear to date. 730,604 ae 134.4 
Steel Production—Tons ......... 2,233,000 173.0 111.7 
Lumber Production—Board feet... 242,481,000 98.2 98.6 
Paperboard Production—Tons.... 323,362 97.4 105.8 
Soft Coal Output—tons ........ 8,940,000 118.4 102.1 
Oil Refinery Output—Borreis .... 48,200,000 100.4 96.3 
Barometer Freight Car Loadings 349,222 106.5 94.0 
Department Store Sales Index .. 167 107.7 106.4 
Stock Market Price Index....... 414.2 100.2 106.8 
U.S. Government Spending 
—Fiscal year to date ..........+. $36,339,840,000 “0 102.8 
Commercial and Industrial Loans $29,727,000,000 100.1 Apenes 
Savings Deposits ................ $30,299,000,000 99.4 101.0 
Used-Car Prices—Average........ $939 99.6 106.8 
Business Failures ................ 287 100.7 110.4 
Common Common 
Stocks Nov. 24 Nov. 18 1959 Range Stocks Nov. 24 Nov. 18 1959 Range 
AMC....... 91%, 89% 96%-25\ Seine «+++ 49%_ 48%, 57%-39% 
Chrysler... 63 65, 725% -50% Mack...... 43Y_ 43%, 49%-324% 
ees... 78 78  85%4-50% OP... oe 26Y, 29%- 9% 
i 50% 51% 58%-45 ° 5.60% 62%-40%, 
(Nev, 



















Outdoor Auto Fashion Show— 


bile-fashion show “On the Mall" in 





More than 50,000 persons wit d an 


show in an atmosphere of palm trees and 
the Dodge dealers’ exhibit at one end of 


Riverside, Calif. Automobile dealers and merchants combined to present the two-day 


landscaped garden spots. Shown is part of 
the half-a-mile long mall. 





OKLAHOMA CITY.—Views of all 
Oklahoma new-car dealers on ter- 
ritory-security legislation are being 
sought by the Oklahoma Automo- 
bile Dealers Assn. at the suggestion 
of Senator A. S. Mike Monroney, 
Oklahoma Democrat. 

Monroney is the author of one 
security bill which has been re- 
ferred to the Senate Interstate 
and Foreign Commerce Commit- 
tee. A similar measure has been 
proposed by Senator Andrew F. 
Schoeppel, Kansas Republican. 

Frank Kitchens, OADA president, 
said copies of both bills would be 
included with a questionnaire 
which will be turned over to Mon- 
roney after their return from the 
dealers. 

He said the Schoeppel bill, in 
brief, would permit manufacturers 
to designate an area in which deal- 
ers could sell new cars. If they sell 
outside this area, the selling dealer 
would have to pay a monetary pen- 
alty to the dealer whose territory 
was invaded. 

Under the Monroney bill, the 
manufacturers would designate 
an area for the dealer and, for 
every new car sold in this area, 
the maker would pay a monetary 
bonus to the dealer as a reward 
for concentrating on his own ter- 
ritory. 

A dealer selling outside his area 
would not have to pay a penalty 
to the dealer whose territory he in- 
vaded, but he would not be eligible 
for a bonus from the factory. 
Kitchens emphasized that both 
proposals merely clear the way for 
territory security. 

“The manufacturers could insert 
it in the selling agreements with 
their dealers if they so desire, but 
they would not be required to do 
so,” he said. 

Dealers also were asked: “Do you 


L-M Briefs Aides 
On Dealer Support 


DEARBORN.—Three-day confer- 
ences on a newly expanded business 
management program for Lincoln- 
Mercury dealers will be outlined to 
district retail managers and busi- 
ness Management Managers at re- 
gional meetings in Chicago and 
Washington in December. 

George S. Coats, assistant gen- 
eral sales manager, and M, R. 
Fuller, division business manage- 
ment manager, will conduct confer- 
ences with 36 retail managers and 
21 business Management managers 
from each region on the program, 
which is aimed at building profits 
for the dealer in every phase of 
his operation. The retail managers 
will then offer the program to Lin- 
coln-Mercury dealers. 

Western managers will meet at 
the Conrad Hilton hotel in Chicago, | 
Nov, 30-Dec. 1-2, and the eastern 
group at the Park Sheraton hotel | 
in Washington, Dec. 7-8-9, 











Monroney Asks Okla. Poll 
On Territory-Security Views 


think the year-end buildout bonuses 
now paid by all manufacturers to 
their dealers are fair and equitable 
to all dealers?” 


GM Promotes 
Monaghan; Werner 


Named GMC Chief 


DETROIT.—Philip J. Monaghan 
has been appointed head of Gen- 
eral Motors’ process development 
staff, and Calvin J. Werner has 











R. M. Critchfield P. J. Monaghan 


been named to succeed him as gen- 
eral manager of GMC Truck & 
Coach division., Werner formerly 
was general manager of Moraine 
Products division, Dayton, O. 

Monaghan succeeds Robert M. 
Critchfield, 65, who is retiring. Mon- 
aghan and Critchfield are vice- 
presidents of the corporation, and 
Werner probably will be raised to 
that rank as head of a vehicle di- 
vision. 

Succeeding Werner at Moraine is 
Norman L. Gebhart, formerly man- 





C. J. Werner N. L. Gebhart 


ager of that division. All appoint- 
ments are effective tomorrow (Dec, § 
1). 

Monaghan, 45, has been a GM 
vice-president and GMC general 
manager since January, 1953. In hi# 
new post he will direct a staff of 
engineers and other specialists at 
the GM Technical Center, War* 
ren, Mich. 

Critchfield had headed the proct 
ess development staff since July 
1956. He was Pontiac general man* 
ager the previous four years. 

Werner and Gebhart are natives 
of Dayton and joined GM with 
Delco Products division there. We 
ner, 52, was with Delco from 1928 
until January, 1955, when he waf 
named head of Moraine. 

Gebhart joined Delco in 1925 
moved to Frigidaire in 1926 and t@ 
Moraine in 1940, He has been ma 
ufacturing manager there the last 
two years. ie 
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Dealer Forum 


f by Robert M. Finlay 
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AT is the distinguishing mark 

of the superior salesman? A 
group of dealers were discussing 
this, and it was agreed that the 
average salesman takes people as 
they appear and tries to work with 
them within that framework, while 
the superior salesman recognizes 
that people are constantly in the 
process of change, that they can 
absorb new ideas, and that, given 
time, they will come to look on the 
new ideas as their own. 

The application of this point to 
the auto business is forever new, 
yet the idea itself is ancient. Oscar 
Wilde said many years ago: 

“The systems that fail are those 
that rely on the permanence of 
human nature and not on its 
growth and development.” 

On a recent trip with U. S. Saab 
dealers touring Sweden, we brought 
this up in relation to selling the 
Saab, a car with many characteris- 
tics unfamiliar to American car 


buyers, Ce « 


OR instance, we asked, how 

would you sell an American 
housewife on the idea of buying 
a car which required her to tell 
the gas-station attendant to mix 
oil in with the gas? 

“The way you do it,” said Franny 
Fitz-Maurice, an accountant who 
went into the auto business after 
World War II, “is to challenge her 
imagination. You plant something 
in her mind and allow it to grow. 

“You wonder out loud if this 
might be too much car for her. 
Could she handle this wonderful 
machine from Sweden, the land 
of quality products.” 

(You might toss in a word or 
two about that marvelous Swedish 
glassware, a subject with which she 
is almost certain to be familiar, 
just for the sake of association of 
ideas.) 

“Then,” Fitz-Maurice continued, 
“you might say: ‘Let me show you 
what this car will do.’ 

“When she gasps as you go 





Woman Loses 
Injury Action 
Against Dealer 


HACKENSACK, N. J—A woman 
injured in a New York auto acci- 
dent has lost her suit against W. H. 
Peters, Inc., Hackensack auto 
dealer. She charged that faulty re- 
pairs to the car caused the acci- 
dent. 

Mary Kollydas, New York book- 
keeper, said she was hurt when the 
car of Dimantis Varias, New York, 
went out of control and jumped a 
curb, She claimed she _ suffered 
sprains, cuts and severe emotional 
upset. 


The car, she charged, was re- 
Paired by Peters two days before 
the accident. Her attorney con- 
tended that a defect in a tie rod 
was due to the quality of the repair 
work. 

Earlier this year Mrs. Kollydas 
Settled a claim against Varias for 
$1,750. The court instructed the 
jury to take this into consideration 
when considering its verdict. 
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around curves without reducing 
speed, you assure her that Saab is 
one of the safest cars in the world 
because of front-wheel drive. Then 
you go into its safety construction, 
brakes, etc. Get across the idea that 
this is the car she should drive for 
the sake of her family. 

“When you feel she really has the 
message, you send her home, sug- 
gesting that she think it over and 
discuss it with her family. You'll 
call her the next day at 10, you say, 
to get her decision. 

“You keep accenting the thought 
that it is her decision, and in many 
cases you'll find that she makes up 
her mind your way.” 

* * * 

IM WALSH, a dealer from Itha- 

ca, N. Y., tries to get his sales- 
men to see this point—the point 
that people can be changed, in fact 
are changing all the time. The most 
important thing is that they should 
not take walk-ins, or any prospect, 
for that matter, for granted. 

From time to time, Walsh gives 
a salesman a week off at full pay, 
a used car to drive, and expense 
money to take his wife on a trip to 
visit other showrooms, 

“Offer to trade in the car you 

are driving,” Walsh tells the 
salesman, “and observe the tech- 
nique of the other salesman.” 

Walsh says that invariably the 
salesman comes back, irate at 
salesmen “who didn’t even get off 

their duffs to greet a customer,” or 
who took him for granted. 

Walsh says the indignant sales- 
man comes back to work with a 
new appreciation for prospects, but 
that he must be reinspired from 
time to time lest he forget the 
lesson. 

* * * 
ITZ-MAURICE contends that 
the best salesman is the sym- 

pathetic individual who thinks in 
terms of the needs of his prospect 
and tries to perform a service for 
him, too. He sees a little farther 
down the road than the buck he 
will get out of the deal. 

He cited the case previously men- 
tioned here of selling a Saab to a 
70-year-old woman who had not yet 
learned to drive. 

“When my salesman saw her, 
he envisioned all the difficulties— 
first that she might never learn 
to drive, then that she probably 
would never pass the driving ex- 
amination and, third, that she 
probably wouldn’t buy a Saab 
anyway. 

“I got to talking with her and 
she told me how she could never 
go anywhere without the help of 
someone else to drive her, and 
pretty soon I was thinking of how 
nice it would be for her if she could 
drive in her own car. It was like 
winning a declaration of independ- 
ence for her. Now I owe countless 
sales to her friendship, even though 
I was pretty sure she wouldn’t 
make it either. She did, though.” 

* + * 


HERE are times when Fitz- 

Maurice wonders if he doesn’t 
carry selling too far. There was 
the time when he talked his neigh- 
boring DeSoto dealer, Norman 
Couch, of New Preston, into deal- 
ing in Saabs. Couch and Fitz- 
Maurice are still great friends, but 
Fitz loves to tell this story: 

“You know,” he said, “the other 
day I spent two hours selling a 
woman and her mother on a red 
Saab in my showroom, They were 
ready to buy when they left to 
think it over. 

“Not long after this, Norm 
dropped into my showroom and 
asked if I had a buyer for the 
red Saab, I told him I'd let him 
have it, but that I had a pretty 
sure sale on it, 

“*You don’t mean Miss 
do you,’” he asked, taking her 
order out of his pocket. ‘She’s really 
my customer.’ 

“So he walked off with my cus- 
tomer and my little red Saab, and 
he remarked as he left: 

“‘Nice visiting with you, Fran- 
ny.’ ” 
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Expose Brings Award— 


Joseph B. Paul, left, president, Automo- 
tive Trade Assn.—National Capital Area, 
presents the association's Certificate of Ap- 
proval to Miriam Ottenberg for her series 
of articles in the Washington Evening Star 


exposing unscrupulous practices among 
some used-car dealers in the Washington 
area. Dr. Carl C. Byers, right, guest speak- 
er sponsored by General Motors Corp., 
looks on. The award was made at a mem- 
ber meeting at ATANCA. 





Los Angeles Tops 200,000 . 





Bigger Show Crowds 
Reported This Year 


By John E. Walsh 
Staff Writer 


_— 37th Los Angeles Interna- 
tional Auto Show, the West’s 
largest such event, drew more than 
200,000 visitors for the first time 
in three years, according to Char- 
les H. Elmendorf, show manager. 

He said 212,026 persons viewed 
almost 400 vehicles in the biggest 

show ever staged by the Los 

Angeles Motor Car Dealers Assn. 
in the Pan-Pacific Auditorium, 

“The show was satisfactory in 
every way and participants were 
immensely pleased,” he said. 

Last year’s show drew 192,226 
visitors, which was an increase of 
about 20,000 over the previous year’s 
turnout. The 1956 exposition was 





NADA, NIADA Join Fight 
On ‘Deceptive’ 


WASHINGTON.—NADA and the 
National Independent Automobile 
Dealers Assn. are supporting ef- 
forts to eliminate “unscrupulous 
practices” by some used-car deal- 
ers in the Washington area. 

An investigation by the Federal 
Trade Commission was proposed 
after the Washington Evening 
Star reported the deceptive prac- 
tices in a series of seven articles. 

Speaking of developments follow- 
ing the disclosures, the NADA said 
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Gas-Tax Boost 
Opposed by Chief 
Of Texas Dealers 


AUSTIN, Tex.—Opposition to any 
increase in the present State tax 
of 5 cents per gallon on gasoline to 
retire a general fund deficit or to 
expand any nonhighway program 
has been expressed by C. B, Smith, 
president, Texas Automobile Deal- 
ers Assn. 

Smith said that in addition to 
speaking for the automobile retail- 
ers, he believes he is expressing 
the opinion of the overwhelming 
majority of motor-vehicle users 
who must absorb any increase in 
gasoline or other road-user taxes. 

Net State collections from gaso- 
line taxes in Texas for the fiscal 
year ended Aug. 31, 1959, were 
$169,640,025, by far the largest sin- 
gle item of income from within the 
state. The gasoline tax ostensibly 
was levied as a road-user tax to be 
paid in proportion to a person’s 
use of the highways, Smith said. 

Yet, he said, out of last year’s 
total gasoline tax collections, $42,- 
410,006 was diverted to the general 
fund for purposes not even remote- 
ly related to the building or main- 
tenance of highways. 

If additional revenue is needed 
for general government purposes, 
Smith said, it should be collected 
on an equitable basis. This does not 
result, he maintained, when a por- 
tion of a road-user tax is diverted 
from building highways to non- 
highway purposes, 


Dumas Elected 


In New Orleans 


NEW ORLEANS.—Bernie Dumas, 
Buick-Rambler dealer, was elected 
president of the dealer association 
of the New Orleans area. James 
Bryant (Chevrolet) was named 
vice-president and J. Arnold Riley 
(Ford), secretary-treasurer. 

Elected to the board of directors 
were Wiley L. Mossy jr., (Oldsmo- 
bile); McDonald Stephens (Chev- 
rolet); George Bohn jr., (Ford), 
and J. A. Paretti (Pontiac). 


45 Years a Ford Dealer 
FAIRFAX, Minn.—Dickmeyer 
Motor Co. (Ford), headed by Ken- 
neth Dickmeyer, has observed its 
45th year in business. 














Dealers 


they were “an outstanding example 
of cooperation between a news- 
paper, local government, the public 
and the local and national automo- 
bile dealers associations to clean up 
the unscrupulous actions of a small 
minority of dealers . . . that could 
give a black eye to the entire auto- 
motive industry.” 

Robert J. McKinsey, NIADA gen- 
eral counsel, said his group agreed 
with the FTC that “steps should be 
taken to eliminate and eradicate 
the use of ‘come-ons’ and ‘bait’ ad- 
vertising in the sale of used cars.” 

But he pointed out that no 
NIADA members were among the 
dealers accused by the Evening 
Star of deceptive practices. 

“As the national trade association 
representing the progressive inde- 

pendent (used) car dealers in the 
U. S., the NIADA has always in- 
sisted that the members employ 
truth and accuracy in their adver- 
tising and selling,” McKinsey said 
in a letter to Harry A. Babcock, 
FTC executive director. 

He said the expose and the pro- 
posed FTC investigation “empha- 
size again the need for a strong 
state and national association of 
independent automobile dealers to 
ensure that proper standards of 
business conduct are maintained, 
and that the dealers who adhere to 
such standards are identified to the 
public as such.” 

McKinsey also said NIADA as- 
sumed that any FTC investiga- 
tion would “include the sale of 
both used and new cars, whether 
sold by franchised or independ- 
ent dealers. 

“No one group of people are the 
sole cause of the problems being 
i aa by you,” he told Bab- 
cock. 





the last previous show to draw 
more than 200,000 guests. 
* ok oa 

N PHILADELPHIA, attendance 

was up almost 25,000 over last 
year’s disappointing turnout of 
62,000, This year’s exhibit, also the 
largest in the city’s history, drew 
86,214 persons, 

Charles A. Bott, president of 
the Philadelphia Automobile 
Trade Assn, and show chairman, 
called the exhibit “one of the 
greatest ever held in this part of 
the country. 

“This was the consensus of deal- 
ers, factory officials, spectators and 
allied exhibitors,” he added. “More 
autos were sold, more good will 
was generated and more prospects 
were obtained than ever before.” 

More than 200 cars were sold at 
the show, 40 by one line alone, 
Bott said. 

“Checker, Fiat, Porsche and Wil- 
lys cars were conspicuous by their 
absence,” he continued. “Every 
night of the show we had inquiries 
about these cars, especially the 
Fiat.” 

cad * oe 
ees will open today (Nov. 30) 
in Denver and Tampa, Fla. Ex- 
hibits in Spokane and Sioux Falls, 
S. D., closed yesterday, and the 
curtain will fall tonight on the 
Phoenix (Ariz.) show. 

Joe Marsh, general chairman 
of the Denver show (Nov, 30- 
Dec. 5) in the Coliseum, said 
attendance may exceed 75,000. 
Last year’s turnout was held to 
about 25,000 because of a week- 
long blizzard, The record attend- 
ance of about 100,000 was achiev- 
ed in 1952. 

Harry Williams, president of the 
Metropolitan Denver Area Auto 
Dealers Assn., said this year’s show 
has a $50,000 budget and that it will 
be “the biggest and finest we’ve had 
in 48 years.” 

*” + * 

HE Rockettes, precision dancers 

from Radio City Music Hall in 
New York, will be the headliners in 
a seven-act floor show scheduled 
each night. 

Marsh said the 58th annual 
show will have more foreign-car 
exhibits than ever, with displays 
planned for 20 makes, A total of 
125 cars will be exhibited during 
the six-day event, he added. 
Co-chairmen of six committees 

have been named for the Buffalo 
show Jan. 9-17 in the Masten Ave. 
Armory. 

They are Martin J. Echtenkamp 
and Robert F. Hunt, program; Ed- 
ward D, Aschbacher and Albert J. 
Delacy, decorations; Ervin J. Wolf 
and Henry W, Cohn, allied exhibits; 
Ward M. Klepfer and William A. 
Dietrich, promotion and advertis- 
ing; J. C. Stephens and Richard M. 
Hunt, admissions; Lester H, Weigel 
and Joseph C. Ploszczyca, special 
events. 





On the House... 
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makers fight to 





Wemhoff ation points out 


Cross blood drive . . 
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quite a scramble going on now for steel as auto 


First indication of rising dealer profits during new- 
car shortage: Chicago Ford association reports net 
profit averaged $82 per new vehicle in October, 
compared with $45 a year ago... 

George Romney apparently wins the title of 
“Award Man of 1959”; he’s received numerous 
awards this year from all sectors of the nation, 
capped by awarding of the 135th annual Franklin 
Institute’s Vermilye medal ... New Jersey assoct- 


year in dues to protect their jobs, asks dealers how much they 
are paying to protect their business . 

New Haven (Conn.) auto dealer employes have just held a Red 
. Ted Kluszewski and Sherm Lollar, who con- 
tributed homers to the White Sox losing cause during the 1959 World 
Series, were rewarded last week with new autos by Chicago’s Jim 
. . North Dakota association is striving for 400 members... 
South Dakota’s Rally for Profits program, originally scheduled for 
Sept. 2, will be held Tuesday (Dec. 1) in Pierre . .. New Mexico deal- 
ers recently staged dinner honoring state’s U. S. senators and rep- 


the early postwar years, there’s 


resume capacity production .. . 


that UAW members pay $60 per 


—Perte Wemuorr, Editor, 
Automotive News 
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Galles in Teamwork Plea . 


AUTOMOTIVE NEWS, NOVEMBER 30, 1959 





Ford Issues 


On ‘Hostile 


Warning 
’ Dealers 


(Continued from Page 1) 


of its revenue by virtue of taxes 
on motor vehicles, dealers have no 
reason to fear for the future, he 


going to have to intensify the in- 
troduction of new product ideas 
and of technological innovations. 


told the group. 
Galles cited the price labeling 
law as a vital factor in establish- 
ing public confidence in the re- 
tail end of the automobile indus- 
try. The nation’s quality 
are determined, he added, that 
there will be no sabotage of this 
Federal legislation or any other 
dealer accomplishment in the 
public interest. 

He recommended that dealers 
work hard to kindle enthusiasm for 
the industry's improved products 
and to build customer relations 
through efficient service. 

“Dealers can’t hide behind inade- 
quate performance,” he said. 

Galles urged franchised dealers to 
refrain from any business practices, 
such as “blitz’-merchandising, 
price-cutting, cross-selling, unethi- 
cal advertising and racing for lead- 
ership regardless of profit, which 
only serve to destroy customer con- 
fidence and eventually send the 
dealer down the “no-return” road 
to bankruptcy. 

. 


Plea to Factories 
THE other hand, Galles ap- 
pealed to the manufacturers to 
shoulder their share of the respon- 
sibilities through development of 
fair marketing practices, equitable 
distribution methods, quality con- 
trol of production, condemnation of 
“blitz” advertising and merchandis- 
ing and strict adherence to a true 
quality dealer program. 

Capable, satisfied permanent em- 
ployes, he stressed, are a dealer- 
ship’s most valued asset. 

“Our current position is solid,” he 
declared, “and we are determined 
to progress. We are in a great busi- 
ness, one worthy of our best efforts 
and every sacrifice, You can’t buy 
faith—you must earn it. 


“I am convinced that the fu- 
ture can be even brighter for the 
automobile industry through the 
competent, enthusiastic and ag- 
gressive leadership which is ours 
as a most important segment of 
the world’s greatest industry.” 

NADA, the national president 
concluded, “as national spokesman 
for quality franchised dealer body, 
will continue to work unceasingly 


for franchised dealers of the coun- 
try.” 
Gov. Orval E. Faubus delivered a 


“However, it seems likely that the 
great burden of making or break- 
ing the market of the 1960’s will 
fall upon the dealers. If during the 
1960’s automobile dealers concen- 
trate on building customer relations 
and goodwill, they will be follow- 
ing the surest path to a good and 
prosperous tomorrow.” 

* * * 


Ad Action Urged 
board of directors of the 

Arkansas association struck out 
at the one-cent Federal gasoline 
tax and misleading auto advertis- 

ing. 

A resolution was adopted oppos- 
ing renewal of the gas tax when it 
expires after 22 months. 

“We are going to ask the Nation- 
al Automobile Dealers Association 
in January to act on this resolu- 
tion, to the end that it will not be 
made permanent,” said George H. 
Benjamin, executive vice-president 
of AADA. 

The board called for legislative 
action against “misleading and 
deceptive advertising,” and a res- 
olution was adopted condemning 
such practices and directing 
AADA’s legislative committee to 
draw up recommendations for 
presentation to the next session 
of the Arkansas legislature. 

The board wants the legislature 
to provide penalties for violations, 
Benjamin said. 

“There is a minimum of untrue 
advertising in Arkansas,” he ex- 
plained. “The purpose of the res- 
olution is to keep it that way.” 

A third resolution called upon the 
Little Rock chamber of commerce 
to serve as a “pilot” in establishing 
a Better Business Bureau in Ar- 
kansas. 

* +” + 

ENDRIX LACKEY, of Moun- 

tain View was elected AADA 
president, succeeding C. R. Randall, 
Little Rock; Charles Wiygul, Osce- 
ola, was named first vice-president; 
Fred S. Balch jr., Little Rock, was 
reelected treasurer, and Benjamin 
was reelected executive vice-presi- 
dent. 

New regional vice-presidents 
are: Verl Hudspeth, ; W. 
R. Weaver, Jonesboro; Wayne 
Chitwood, Hot Springs, and Wal- 


short address of welcome to the 
delegates after the convention con- 
vened and presented Arkansas 
“Traveler” commissions to both 
Galles and Ford. 
* * * 
oeD predicted that general pros- 
perity should make possible a 
retail volume of about 7 million 
new cars and 1 million new truck 
sales in 1960. 

He added “that by 1970 the figure 
should reach about 8.5 million new 
car sales with a comparable in- 
crease in trucks.” 

“I am anticipating a very good 
year for automobiles in 1960—a 
total retail volume close to 1955 
(71,950,377) except that imports 
will account for a larger share of 
total new-car sales,” he said. 

Speaking of the sales market in 
1970, Ford declared: “Whether we 
achieve, surpass, or substantially 
undershoot the potential, I am ut- 
terly convinced, on how well this 
industry meets the demand of an 
increasingly critical and dis- 
cerning buying public—a_ public 
that will have no shortage of at- 
tractive things on which to spend 
its money.” 

“We should not permit any avoid- 
able risk of industry sales volume. 
Above all, we ought to avoid risk- 
ing any deterioration in the im- 
proved customer relations that 
have been built up so carefully dur- 
ing 1958 and 1959. 

“We are going to have to provide 
an increasing variety of types, 
shapes and sizes of cars to meet 


ter Jennings, Little Rock, 

New directors elected are: Robert 
Eden, West Memphis; A. H. Talk- 
ington, Russellville; Louis George, 
Osceola; Byron D. Brown, Sheri- 
dan; Merle Peterson, Dumas; Ken- 
dell Moore, Newport; George Beard, 
Augusta, and Bob Yarbrough, Pres- 
cott. 

The board voted to hold the next 
convention Oct. 22-24 next year ei- 
ther here or in Little Rock. The 
convention was the largest in the 
history of the association, with 
more than 400 in attendance. 
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Arkansas Dealers Elect— 


Aut hil 


The Ark 
vention in Hot Springs, Ark. From left, C. 





congratulates Hendrix Lackey, Mountain View, newly elected president; Charles Wiygul, 
Osceola, first vice-president, and Wayne Chitwood, Hot Springs, regional vice- 


president. 


Dealers Assn. elected new officers at its 25th annual con- 





B. Randall, Fort Smith, outgoing president, 





Five U.S. Compacts Top 
Imports in 1959 Sales 


(Continued from Page 1) 


Sales for Falcon were estimated at 
18,000 and Valiant, 1,300, in October. 

This gave Rambler and Lark— 
the veterans—a combined total of 
44,736 units in October, compared 
with 43,059 for the Big Three’s en- 
tries in their first month on the 
market (first two days, in the case 
of Valiant). 

Imports, in the same period, 


Curtiss-Wright, 
NSU Developin 

. P . 8 
Rotating Engine 

NEW YORK.—The joint develop- 
ment of a rotating combustion en- 
gine has been announced by 
Curtiss-Wright Corp. and NSU 
Werke of West Germany, producer 
of the NSU Prinz automobile. 

NSU is a pioneer of the rotating 
combustion engine, which was de- 
veloped at the research division of 
the company. 

Dr. G. S. Von Heydekampf, pres- 
ident of NSU Werke, said, “in the 
future most car builders in the 
world will use this kind of engine. 
NSU expects to be the first to come 
out with such an engine for its line 
of automobiles in a few short 
years.” 

Early in 1957, the first prototype 
model of the rotating combustion 
engine was in operation at NSU. 

Roy T. Hurley, president and 
chairman of Curtiss-Wright, said 
the engine has only two main mov- 
ing parts and can deliver two to 
four times the power of a piston 
engine of comparable weight partly 
because it provides three power im- 
pulses for each revolution, The en- 
gine also has a longer life, he 
added. 

The engine resembles a rotary 
pump with a flywheel on one side 
and the power shaft sticking out 
the other side. The gas-air mixture 
is compressed between the rotor 
and the shell of the motor. When 
it is ignited, it provides a push for 
the rotor. 














Saleswomen Pay Off for MacKaig— 


MacKaig & Son (Plymouth-DeSoto-Valiant), Los Angeles, has added a sisters-in-law 
team to its sales staff, The team, Louise and Lois Martin, shown attending classes at the 


| Chrysler Training Sales Clinic, sell cars “just for the plain fun of it." During their first 
the increasingly varied needs of| month with MacKaig they have each sold four new cars, and are looking forward to 
America at work and play. We are/| bigger months ahead. The girls average six hours floor time five to six days per week. 





accounted for an estimated 49,000 
sales. 

As a result, the end of October, 
the imports’ lead in sales had been 
whittled to fewer than 45,000 units. 

+. ” * 
— of all types of cars suf- 
fered in November because of 
a car shortage, because of dealers 
holding out for the long dollar on 
cars that have been available and 
because of the calendar, too. 

November, because of Thanks- 
giving Day and a quirk of the 
calendar endowing the month 
with five Sundays, can boast only 
24 selling days, compared with 27 
selling days for October. Even 
had the daily sales rate remained 
unchanged, November sales would 
have shown a decline of more 
than 10 percent. 

Falcon and Valiant, however, be- 
cause of later introduction dates in 
October, enjoyed more selling days 
in November. As a result, they were 
the only makes to show an increase 
in sales in November over the pre- 
vious month. 

Falcon moved into second place 
behind Rambler in compact-car 
sales in November, edging out Cor- 
vair. Corvair, of course, was ham- 
pered by production difficulties to a 
greater degree than were any of 
the other compacts. 

+ * * 

HE combined total of an esti- 

mated 52,000 units for Corvair, 
Falcon and Valiant in November 
surpassed the combined total of an 
estimated 40,000 units for Rambler 
and Lark. 

In their first full month in the 
market, the Big Three’s compacts 
are wresting dominance from the 
older entries. 

While imports have shown a con- 
tinuing decline in sales, the setback 
has not been so severe as has been 
reported in some quarters. 

The full-year total for imported 
makes should still exceed 600,000 
units by a comfortable margin. 


Kreisler to Launch 
Checker in East 
At Fete Dec. 3 


NEW YORK.—Recently appoint- 
ed Checker distributor for New 
York, New Jersey and Connecticut, 
Charles Kreisler, well known auto 
retailer here, is launching his dis- 
tribution program of the complete 
line of vehicles with a reception at 
the Park Lane Hotel Dec. 3, 

Dealers, fleet operators, bankers, 
finance company executives and 
the press are being welcomed to the 
reception. 

“This party is on me,” according 
to Kreisler. “I feel that I have an 
exceptionally interesting story. | 

“Dealers especially will enjoy| 
hearing that I haven't had to dis- 
count these cars at retail by a} 
Single dollar, and I'd like to share | 
this pleasant experience with good| 
dealers who can use some extra| 
profitable volume.” 

The Checker line, besides the! 
taxicab, includes an eight-passen- 
ger sedan and a station wagon. 








Auto Co, has observed its 50th an- 





Dealers Key Ads 
To Availability 
Of 60 Models 


(Continued from Page 1) 
are smashing prices to move them 
out fast.” 
* 7 + 

K4F" MOTORS (Dod ge-Plym. 

outh), Savannah, Ga., combined 
availability and price by advertis- 
ing: “Steel strike or no steel strike, 
Karp Motors has the cars and stil] 
sells at no price increase.” A ’§) 
Plymouth was listed at $2,195. 

In Jeffersonville, Ind., Bales Mo- 
tors offered “full-size 60 Plymouths 
for the same price as Valiant.” 
Bales said the offer was occasioned 
by the steel shortage and the short- 
age of Valiants. 

Dealers handling some of the 
top-selling imports also are 
stressing availability. “Just re- 
ceived—a boatload of Fiats,” said 
Baker Motors, Inc., Gulfport, 
Miss. 

Ken Garff Import Annex (Re- 
nault), Salt Lake City, announced, 
“No waiting—take delivery now,” 
and Dishman’s Tri-City Studebaker, 
Louisville, mentioned immediate de- 
livery on 20 newly arrived Re- 
naults. 

* ok * 
Anas Louisville dealer, 

Hull-Dobbs, reproduced a 1917 
newspaper ad which spoke of 
“Ford, the Universal Car” and 
noted that “a Ford car is a real 
necessity.” 

The company commented, “And 
today, Hull-Dobbs is selling the 
1960 version of that same popu- 
lar Ford described in that 42- 
year-old advertisement.” 

But Hull-Dobbs (and other Ford 
dealers) can’t sell them for the 
same prices, The 1917 ad mention- 
ed the following f.o.b, Detroit fig- 
ures: Runabout, $345; Touring Car, 
$360; Coupelet, $560; Town Car, 
$645, and Sedan, $695. 


Court Denies Plea 


Of Owens-Corning 


TOLEDO.—Federal Judge Frank 
L. Kloeb has refused to modify a 
10-year-old U. S. District Court 
order which forbids Owens-Corning 
Fiberglas Corp. from acquiring 
other firms that make glass fibers 
or glass fiber products. 

Owens-Corning had sought modi- 
fication of the decree to enable it 
to purchase Alsymite Corp., which 
uses glass fiber mats to produce 
plastic panels. Alsymite has plants 
in Seattle, San Diego, Paterson, 
N. J., and Portsmouth, O. 

Owens-Corning was a party to 4 
consent decree signed in 1949 after 
the U. S. Justice Department had 
filed an antitrust suit against 
Owens-Corning, Owens-Illinois 
Glass Co. and Corning Glass Works. 


Spaulding Ford Is 50 
ABERDEEN, S. D.— Spaulding 








niversary as a Ford dealership. The 
dealership was founded by the late 
George S. Spaulding. Richard Hodg- 
son, son-in-law of the late P. T. 
Spaulding, is general manager of 
the firm. 





An ‘Imperial’ Winner— 


Winner of a 1960 Imperial LeBaron at 
the recent Imperial-WAIF benefit for of- 
phan children was Mrs. Lee Hope, Encino, 
Calif. Shown, from left, are Al Fetta, Im- 
perial Western area manager; Ann Dovis; 


William Kough, Chrysler area sales man- 7 


ager, and Mrs. Hope. Mrs. Davis sold the 
winning ticket to Mrs. Hope. The royal 
guests of honor at the Ball were Princess 
Marie Cecilie of Prussia and her parents, 
Prince Lovis Ferdinand and Grand Duchess 
Kira. 
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Goodyear gets 
maximum mileage 


20 years of LIFE advertising 


helps Goodyear to say, “MORE PEOPLE 


RIDE ON GOODYEAR TIRES 
THAN ON ANY OTHER KIND.” 


Today’s Goodyear tires are ‘“‘turnpike proved.” To 
hammer home that theme to America’s car owners, 
Goodyear consistently advertises in LIFE. 


Says Goodyear’s Director of Advertising, K. C. 
Zonsius, ‘“The choice is a logical one. Goodyear ad- 
vertising is LIFE proved. 


“In the 20 years we’ve been advertising in LIFE, 
the magazine has consistently proved its ability to 
sell Goodyear tires. And like Goodyear tires, LIFE 
keeps getting better all the time. 


“For example, we find LIFE’s split run custom- 
made for our snow tire season in the North. And 
LIFE’s fast close lets us report on such events as car 
races a mere seven days after they take place. 

“In my opinion, LIFE is an important part of our 
advertising schedule, and that’s one of the reasons 
why we can say, ‘More people ride on Goodyear tires 
than on any other kind’.” 


LIFE really works—for Goodyear and Kroehler, 


RCA, Clairol, Polaroid and General Electric to name 
a few. Try it yourself. 





Automotive, Automotive Equipment & Accessories 


MAGAZINE ADV. INVESTMENT 
EES fcinis Wb'e'd 0 v's'n bardeceses $14,304,509 
Saturday Evening Post........... 12,259,902 
dias a bays eae he ek ECR RER OS 4,618,657 
I erdant diewe » U4-40 uuwes ba ORA 4,251,405 
Reader’s Digest................... 3,666,625 


Source: PIB (T-100) Jan.-Sept., 1959 
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The Man Behind the Wheel... 





Sales Testing the Corvair 700 


Eprror’s Note: This is another 
in @ series of articles which will 
report on selling features of 
American cars. 

* * * 

By Bill Carroll 

Staff Correspondent 
IRST-TIME Corvair viewers 
usually compare Chevrolet’s 
baby with their present transporta- 
tion, be it Cadillac or Ford. This 
sales tester, however, evaluated Cor- 
vair as an entirely new approach to 

transportation. 

To wit: “Economical city wheels 
with adequate passenger space for 
the average American family of 
some 4% persons.” On that basis, 
Corvair is an outstanding example 
of automotive engineering. 

As basic transportation, Corvair 
has a lot to offer. Compared with 
most imports, it is a highly de- 
sirable package and magnificent 
dollar value. In fact, it strikes me 
that the only basic Corvair fault 
is that it is a couple of years ahead 
of the times. This is the car, or 
something like it which most of 
us will want, buy and drive in a 
few years. 

Stylewise, it’s a question of you 
like it, or you don’t. Instruments 
are easy to eye and all knobs and 
buttons are clearly labelled, Bless 
someone’s heart, they put the 
starter and ignition lock next to 
the transmission indicator. You 
have only to look in one place to 
perform all starting operations. 

+ + * 


Plenty of Foot Room 


sige parking brake can be pulled 
several times to provide maxi- 
mum security. There’s plenty of 
foot room, and, best of all, for tall 
drivers, the windshield is high 
enough so no ducking is required. 
The Corvair had one of the finest 
radios we've tried. It could be 
played at full volume without dis- 
tortion. 

Starting Corvair calls for the 
transmission selector in “N” and 
turning the key to “Start.” Chok- 
ing is automatic, When the flat 
six sits overnight, hydraulic lift- 
ers leak down a bit. The resulting 
early-morning clatter is only 
momentary and does no harm. 
Otherwise, the engine is uncannily 
quiet. 

The transmission selector can be 
flipped up or down with the fist 
or finger. The sedan takes off 
quietly and doesn’t squat. And with 
low horsepower, there’s no chance 
of wasting rubber on spinning 
wheels. 

Once under way we found the 
Corvair a delight to drive, Brakes 
are solid and the car stops straight 


without swerving. There’s excellent 
vision all way around, better than 
in many large 1960 models. 

Most outstanding thing, while 
driving the Corvair, is a feeling 
of size. No sensation of driving a 
narrow-waisted car, Instead, there’s 
the feeling you’re driving a full-size 
auto that is just a little shorter 
than others. . 

* * 


It’s Quiet on Road 


ey out on the road you'll find 

the Corvair is still quiet; there 

is no engine vibration travelling up 

the steering wheel or echoing from 

the dash to create a feeling of 

noisiness as noticed in some small 
* oe * 








Car Tested: 
CHEVROLET 
CORVAIR 


Body type: Model 700, four- 
door sedan. 
Horizontally opposed 


Engine: 
O.H.V. Six. 
Carburetion: Two, single bar- 
rel, down draft. 
Displacement: 140 cubic inches, 
Bore & stroke: 3.375 by 2.60 
inches. 
Compression ratio: 8.0 to 1. 
Horsepower: 80 at 4.400 r.p.m. 
Horsepower per cubic inch: .57. 
Torque: 125-pound-feet at 2,400 
r.p.m, 
Running weight: 2,415 pounds, 


Power-weight ratio: 30.2 
pounds per horsepower. 
Brake-weight ratio: 19.9 


pounds per square inch of lining. 

Transmission: Three-speed 
floor shift or optional automatic 
two-speed. 

Clutch: Single dry-plate, 9%- 
inches diameter. 

Differential ratios: 3.55 to 1 
(3.89 optional for manual trans- 
mission only.) 

Steering: 4.7 turns lock-to- 
lock. 

Dimensions: Overall length, 180 
inches; width, 66.4; height, mes 
wheelbase, 108, and tread, 
inches. 

Suspension: Front and rear: 
Independent on coil springs. 

Tires: 6.50 by 13, four-ply, low 
profile. 

Gas mileage: 
21.6, 

Accessories: Whitewalls, trim 
options, heater, radio, folding 
seat, automatic transmission, 
padded instrument panel, two 
series of beauty options, other 
Chevrolet accessories, 


Test average, 














Magazine Finds Imports 
Lead in Buying Choices 


NEW YORK.—Although six out 
of 10 readers of Sports Cars IIlus- 
trated own domestic cars, imports 
rank higher in future buying pref- 
erences, according to a survey by 
the monthly Ziff-Davis publication. 

Fifty-seven percent of the sur- 
vey respondents said their house- 
holds would acquire new or used 
cars in the next year, and over two- 
thirds of these said they were con- 
sidering imported makes. 

Answering questionnaires be- 

fore the U. S. compacts made 

their public introductions, read- 





Sunday Closing Law 
Faces Test in Maine 


PORTLAND, Me.—A new State 
law which forbids Sunday sales of 
automobiles in Maine faces a 
court test. A warrant has been is- 
sued against one partner in a 
used-car firm on Forest Ave. It 
was sworn to by a representative 
of the Portland Automobile Deal- 
ers’ Assn. 

However, the warrant was to 
be destroyed, according to County 
Attorney Arthur Chapman jr., 
with a new one to be issued nam- 
ing both partners in the firm that 
allegedly sold a car to a woman 
on a Sunday. 








ers with auto purchasing plans 
gave the new smaller cars 19.4 
percent of their “consideration” 
votes. Imports were in the think- 
ing of 75.6 percent and standard 
sizes, 29 percent. 

Sixty-one percent said their pur- 
chase would be a new car and 73 
percent said it would be a replace- 
ment, rather than an additional 
car. 

Sports cars figured prominently 
in the choices being considered. 
Austin-Healey led the import selec- 
tions with 15.5 percent, while Cor- 
vette’s 6 percent ranked it third 
behind the standard Ford (10.4 per- 
cent) and the standard Chevrolet 
(10.2) percent. 

Among the compact makes, Ram- 
bler edged Corvair for fourth and 
fifth places, respectively. Stude- 
baker was sixth, followed by Plym- 
outh, Oldsmobile, Pontiac, Thunder- 
bird, Falcon, Valiant, Chrysler, 
Mercury, Buick, Cadillac, Lincoln, 
Dodge, DeSoto and Willys. 

Of domestic cars presently 
owned by readers of Sports Cars 
Illustrated, Chevrolet and Ford 
shared top honors with 12.6 per- 
cent apiece, while Plymouth was 
third, with 4.3 percent. Oldsmo- 
bile was next, followed by Buick, 
Pontiac, Studebaker, Cadillac, 

(Continued on Page 34, Col, 3) 





cars, At 50 miles an hour, with 
windows up, this is one of the 
quietest small cars I’ve ever driven. 

On open roads the Corvair is only 
slightly wind sensitive, At speeds 
in the 70 bracket, there’s good 
stability and no control problem. 
Brakes still are good, The auto- 
matic transmission kickdown 
functions below 40 miles an hour 
and upshifts to direct about 50 
at full throttle. 

In mountainous areas, a horse- 
power shortage makes it necessary 
to operate at full throttle or in 
the kickdown position to maintain 





Corvair Rated Tops in Sales Test— 


This is the Corvair which Bill Carroll, 
through a 300-mile sales test. 


Automotive News staff correspondent, put 
He rated the car tops for city and suburban users, 


rapid forward motion. On a typical and reported a gas mileage of a fraction over 21 miles per gallon. 


5 percent grade, there was enough | 
power left at 60 to just barely pass. | 

Passing is not unpleasant because | 
engine noise is so far behind that | 
full throttle makes no difference} 
inside. On the subject of noise and} 
vibration, it might be well worth 
noting that there are noise factors 
which could be controlled by under- 
coating and additional insulation. 

* + * 


Interior Is Simple 


NTERIOR of a Corvair is simple, 
with a minimum of chrome. 
Even windlace does double duty by 
acting as the capstrip for body 
seams. Seat upholstery matches in- 
set door panels installed somewhat 
like those in the old Willys Ameri- | 
car. Rubber floor mats have sound 
insulation underneath. 

Missing from Corvair are push- 
button door locks used on other 
GM cars. Tilting the inside door 
handles locks the door. About 
three cranks of a window lift runs 
the window up or down. Vent 
panes in front doors are held in 
place by friction hinges and lock 
by swinging the knobs. 

As an option, the rear seat can 
be ordered with hinges so it can 
fold down for added luggage space. 
Rear-seat passengers will appreci- 
ate the overhanging roof which 
prevents the sun from burning their 
necks, 

Riding quality is unusually good. 
The feel is one of solidity and glued- 
to-the-roadness, yet the car gives 
a soft ride that’s mighty stable, On 
rough roads it’s extremely com- 
fortable, and over pitching dirt we 
found the Corvair hard to beat. 
Should you run off pavement onto 
a soft shoulder, don’t worry. Our 
sedan tracked back onto the road 
with all ease of the best. 

* * a 


It Handles Well 


O MUCH has been written about 

special handling problems of the 
Corvair that we might as well add 
our impressions. Based on the prem- 
ise that this is a city car for lim- 
ited-distance driving, we believe it 
handles as well as anything on the 
road. If you try to corner too fast, 
or slide a turn while applying the 
brakes, like most any other car 
you'll find yourself in trouble. 

Fuel economy is about what 
could be expected from a modest 
car with a small engine. Under 
the average driving used for all 
sales tests, we found Corvair av- 
eraged 21.6 miles per gallon for 
the 300 miles of testing. 

The gas tank fills on the side of 
the left front fender. It holds 11 
gallons, which on long trips seems 
to empty rather rapidly. 

The famous flat-six engine in 
back has all components easy to 
reach, Distributor, generator, fuel 
pump and carburetors are on top 








(Continued on Page 33, Col, 1) 


California Out Front... 





NADA Registrations Up 


WASHINGTON.—Advance regis- 
trations for NADA’s 43rd annual 
convention, to be held here Jan. 30- 
Feb. 3, have increased materially in 
the last few weeks, Convention 
Chairman A. Leftwich Sinclair an- 
nounced. Eighty percent of the 
dealers registered will be accom- 
panied by their wives. 

Sinclair, NADA director for the 
District of Columbia, predicts 
that the Washington convention 
will have not only the largest 
dealer and industry participation 
on record, but also the largest at- 
tendance of ladies in NADA con- 
vention history. 

California still leads the nation 
in advance registrations with 76 
dealers signed up. Ohio runs a close 
second with 71 advance registra- 
tions, and Pennsylvania is third 
with 66 dealers registered to date. 

Illinois and Michigan are tied for 
fourth place with 59 registrants 
each, All states, including Alaska, 
are now represented on the ad- 
vance registration list. 

Meanwhile, five more speakers 
for the convention were announced. 

Three of the speakers are E. R. 
Taylor, executive vice-president, 
consumers products division, Motor- 
ola, Inc.; Armand J. Gariepy, 
director of Sales Training Inter- 
national, Barre, Mass. and Phil de 
Beaubien, publisher of the Detroit 
Times. 

Taylor will speak on “The 
Swinging Pendulum,” Gariepy on 
“Energizing Your Sales and Serv- 
ice Staffs,” and de Beaubien on 
“The Impact of Compact Cars on 
New and Used-Car Selling.” 
Among the features planned for 

women attending the convention 
are a tour of the White House, a 
fashion show and an address by 


Cleveland Assn. 


Names Houser 


CLEVELAND. — Clifford Houser, 
vice-president and general Manager 
of Birkett L. Williams Co, (Ford) 
has been nominated for the presi- 
dency of the Cleveland Automobile 
Dealers Assn. 

Nomination is tantamount to 
election. Houser would succeed C. 
T. Mack, an Oldsmobile dealer. 

Other officers nominated for 1960 
are: Clarence Fox (DeSoto-Plym- 
outh-Valiant), first vice-president; 
Hugh R. Gibson (Chevrolet), second 
vice-president, and Joseph A. Dever 
(Jaguar), treasurer. 








Late Report... 





The sales ratio was 66.2 percent, 
week. 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $4 to $939, according to Automotive News’ index. 

It was the first time since mid-July that the index failed to show 
a gain for at least one model, although 58s and ’56s did manage to 
hold even with week-earlier prices. 

Setbacks amounted to $1 on ’55s, $3 on ’53s, $4 on ’57s, $6 on ’52s, 
$8 on ’59s and $9 on ’54s. New lows were established for ’55s and 
’54s and the previous low for ’56s was matched. 

At a group of representative auctions last week, the average 
consignment was 225.1 units, compared with 238.9 a week earlier. 


Auction reports begin on Page 18. 


compared with 67.0 the previous 











Bennett Cerf, television panelist 
and president of Random House, 
Inc. 

A, Leftwich Sinclair jr., chairman 
of the convention committee, has 
announced the addition of five 
automotive industry leaders to his 
group. They are: 

Joseph B. Paul, president of the 
Automotive Trade Assn., National 
Capital Area; F. H. Onnen jr, 
president of the Automobile Trade 
Assn. of Maryland; J. C. Darrell, 
ATAM manager; Joe Hill, president 
of the Automotive Trade Assn. of 
Virginia, and Charles McFee, 
ATAV manager. 

Stanley Pressler, president of 
the Indiana Automobile Dealers 
Assn., will discuss “Planning for 
Profit.” He is also a professor of 
accounting at Indiana University. 
Donald F. Nelson, president of 

parts and engine companies in 
Washington, will speak on “Better 
Profit and the Parts Department.” 





Young Borgward | 
Sees U.S. Compacts 
As No Threat 


PENSACOLA, Fla. — The heir- 
apparent to the German Borgward 
automotive empire regards Ameri- 
ca’s compact cars as little competi- 
tion to Europe’s 
smaller autos, 

Peter Borg- 
ward, 21, son of 
the founder and 
president of the 
Borgward motor 
firm, stated here 
that the compact 
ear of Detroit 
will require at 
least five years 
for perfection. 

Even then, he 
said, the compact car will merely 
have served to stimulate sales of 
the compact foreign automotive 
makes. 

America’s compacts never will 
approach the economy of purchase 

or operation of European cars, said 
Borgward, whose company builds 4 
compact product. 

“As Americans find more advan- 
tages and likes in the compact cars, 
the next step will be into the Euro- 
pean car with its greater economy 
and quality,” he said. 

Borgward came here to visit the 
state’s largest importer of his 
family’s products — Foreign Car 
Sales, Inc, He previously had vis- 
ited auto plants in Detroit and 
Toledo. 





Peter Borgward 





Conn. Dealers Name 


Banker Vice-President 


HARTFORD, Conn.—The Con- 
necticut Automotive Trades Assn. 
has added a banker to its pane] of 
vice-presidents. He is Robert B. 
Doyle of Hartford National Bank. 

Other vice-presidents include Al- 
exander Previtali, Hartford, repre- 
senting repair shops; Robert Spi- 
vak, New Britain, parts wholesal- 
ers; Delbert Rau, New Britain, 
new-car dealers; Robert E. Wright, 
Hartford, finance companies; Floyd 
McGee, Waterbury, used-car deal- 
ers, and T. C. Mallon, Norwich, 
truck dealers. 
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Only Rambler Dealers Offer The Car 
That Made The Word “Compact” Famous 


..ehambler! 


PROVED AND IMPROVED OVER TEN YEARS 
AND TWENTY-FIVE BILLION OWNER-DRIVEN MILES 











* Only Rambler Dealers offer the Compact car that 


Only Rambler has ten years’ experience gives responsive performance balanced with 


. oie aa roved top economy. 
in building Compact* cars and ¥ , . 


twenty years’ experience in building * Only Rambler Dealers offer the Compact car that 
ives bi iness balanced with small 
cars with stronger, safer, aircraft- gives Dig car roominess balanced with small car 
handling ease. 


type Single Unit* Construction. z 
. an : * Only Rambler Dealers offer the Compact car that 
Rambler’s dependability and enduring ee i ell Vasinedl Wie, inde dale gue 


value have been proved by 25 billion all cost. 
o 5 1 ! 
owner-driven miles! * Only Rambler Dealers offer the lowest priced of 


all U.S.-built cars—the Rambler American. 


Rambler ’60 


From the world’s largest bualder of compact cars 
AMERICAN MOTORS CORPORATION 


14250 Plymouth Road, Detroit 32, Michigan 
Rambler Franchises Aveileble in Canada and in Important Export Markets. In Canada, Write te: American Metors (Canada) Lid., 2951 Danforth Ave., Teronte 


*Trademark American Motors 
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Feltmann Projects Gross Profits Rather Than Number of Units. . . 





Dealer Approach to Sales Quotas 


By L. H. Houck 
Travelling Correspondent 


WASHINGTON, Mo. — Modern 
Auto Co., established in 1919 by 
John H. Feltmann, president and 
general manager, will gross almost 
$50,000 this year from the sale of 
new cars—Chevrolet cars and 
trucks, Oldsmobile, Cadillac—due to 
Feltmann’s unique method of pro- 
jecting profit instead of car units 
at the beginning of each new year. 

In addition, this business has a 
service department that hovers 
around 100 percent absorption 
year in and year out (99.5). 

Readers need to be saturated 
with a few other facts in order to 
appreciate how this performance is 
repeated, year after year, in good 
times and bad, in the face of nat- 
ural difficulties, one of which is 
being so near to St. Louis (about 
50 miles) where many volume deal- 
ers operate. 

Of 21 employes, many of whom 
started in 1919, 1927, 1942 and 1945, 
only four were married when they 
joined Modern. Since then the rest 
have married and started raising 
families and all but two have built 
their own homes, Feltmann has a 
Policy of getting new employes out 
of high school and training them. 

Two employe gatherings held by 
the company—an outdoor picnic in 
summer and a Christmas party— 
look like a convention of the P-TA 
during school hours, there are now 
so many children. 

The methods of arriving at 
such comfortable and satisfying 
gross figures are original with 
Feltmann, who has improved and 
smoothed them out over the 


years. 

Feltmann takes his past five-year 
figures, and from these he sets up 
@ gross-profit projection for the 
ensuing year at new-model time. 

For instance, for the year just 
closed, the figure to shoot at was 
$4,000 gross profit per month new 
and used-car washout. And Felt- 
mann keeps quota figures which 
he says are realistic and cognizant 
of the necessity to remain competi- 
tive. 

Perhaps at this point it will 
help to understand the Feltmann 
plan if we insert his theories for 
hig three-man sales staff. He be- 
lieves each salesman should con- 
sider himself in an independent 
business in which he is capable 
of making or losing money. 

Each salesman is responsible for 
the gross profit on each new unit 
and on the tradein, and any subse- 
quent tradeins. In this manner a 
salesman can take a little less on 
a@ new unit to remain competitive 
with the hope he can make it up 
on the used unit or a succession of 
used units. This is up to the sales- 


man. 

Cost of all units are known to 
all salesmen. Each new unit is 
taken into stock at invoice plus 
$100. The salesman does not make 
any commission on the $100, which 
is to take care of incidentals and 
make-ready. 

There is a sales meeting each 
morning at which the previous 
day’s deals are discussed. 

The work of each salesman is 
known to all the rest. Salesmen 
are not pushed or given special 





Sales Records— 

John H. Feltmann, founder and presi- 
dent of Modern Auto Co., Washington, 
Mo., is shown with charts of sales records 
thet are used at sales meetings he holds 
daily with his staff. 


tasks, The incentive comes 
through comparison. 

“A man falling behind the rest 
doesn’t need to be told that he 
needs to whip up his work, make 
changes in his methods, or to do 
whatever is necessary to make him 
competitive in earning with the 
rest,” Feltmann told AUTOMOTIVE 
News. This is the only whip. 

The gross-profit and unit projec- 
tions are on charts which are used 
at every sales meeting. Feltmann, 
and everybody else, can tell at any 
hour of the day how far they are 
from their goal because the projec- 





Factories Report 
Continued Gains 


In °60-Car Sales 


Rambler 


—— deliveries during the 
first 10 days of November were 
62 percent above those of compar- 
able 1958 period, according to Roy 
Abernethy, American Motors auto- 
motive distribution and marketing 
vice-president. 

He said sales totalled 9,723 in the 
10-day period, compared with 6,006 
last year. So far this year Rambler 
dealers have sold 317,733 cars, com- 
pared with 156,197 a year ago, 
Abernethy said. 

Dodge 
pjeoes passenger-car sales in 
the second 10 days of Novem- 
ber were more than double those in 
the like period last year, according 
to M. C. Patterson, general man- 
ager. 

Patterson said sales from Nov. 
1-20 were 89 percent higher than 
sales in the corresponding period 
of 1958. 

Sales for the second 10 days of 
November were 7,996, compared 
with 3,912 last year, he added, a 
104 percent increase. Sales for the 
20-day period since Nov. 1 were 
14,330, compared with 7,580 in 1958, 
he said. 

Metropolitan 


Beer ar, sales of Metropolitan in 

the first 10 days of November 

climbed 59.8 percent over deliveries 
(Continued on Page 37, Col, 1) 


tion of gross profit igs broken down 
to months. Beside these monthly 
figures are the figures denoting the 
position of gross profits at that 
time, 

Sales are divided into three divi- 
sions by brand. Chevrolet cars and 
trucks form one division, Oldsmo- 
bile and Cadillac form two other 
divisions. 

Feltmann said: “You have to 
recognize that you must increase 
your gross profit each year but 
not above a normal growth. If the 
projection is arbitrarily placed 
above what is considered normal 
growth based on the previous five 
years of business, we may make 
it but we will be selling next 
year’s gross this year, which we 
don’t want to do.” 

Each salesman completes his own 
deal, makes the appraisal, and 

handles all the details unless he 
wishes advice from Feltmann. The 
deal stays with the salesman until 
the washout. 

For example, a salesman might 
make only $100 on the first deal, 
the sale of the new car, but as 
actual figures here show, he may 
and has made as much as $400 
gross on the washout with two or 
three deals involving subsequent 
tradeins. 

The gross-profit quota also is 
always before the salesman, For 
example, the gross-profit quota for 
a certain selling period might be 
$350 per new-car washout, and as 
quotas are exceeded or not made 
and the selling period of the year 
changes, it might be almost any 
figure. 

Feltmann’s system takes into 
consideration the importance of 
making the most sales in the first 
six months and also the different 
selling conditions during the 
cleanup portions of a model year. 

No cars are wholesaled except 
junkers. 

Here is how last year’s projection 
stacked up. Feltmann posted figures 
on his charts based on the previous 
five years, which showed that they 
needed 27 percent of the year’s 
gross-profit quota in the first three 
months of the year; 31 percent the 
next three months; 24 percent the 
next three months, and 18 percent 
in the last three months. Remem- 





(Continued on Page 35, Col, 1) 








Virginia Dealer Finds . . 





Community Service Pays 


NEWPORT NEWS.—Talk about 
doing a public relations job and 
winning goodwill for the dealer- 
Sa <.* 

What better public relations is 
there than representing the pub- 
lic in improving its government 
and health and welfare pro- 

s? 

This is what Newport News 
Chevrolet dealer Charles K. Hutch- 
ens sr. is doing, and he is gaining 
immense goodwill for his business. 

Hutchens, 63, has been elected to 
his twelfth consecutive term in the 
Virginia House of Delegates. He is 
also president of the Peninsula 

United Fund, Red Feather group 
for the cities of Newport News and 
Hampton, and president of River- 
side Hospital, main hospital here. 

The United Fund went over the 
top in its annual fund campaign 
and the hospital is nearing its $3- 
million building fund goal. 

Organization? Yes, this short, 
bald and affable gentleman has 
organization, A fellow Auto Old- 
timer of America, Sales Manager 
Mark J. Stockton, says of Hutch- 
ens: 

“The reason he was put up for 
office in the first place is the com- 
munity needed a good businessman 
to speak for it.” 

Of course, he has three good rea- 
sons for being able to devote the 
time necessary for legislative and 
committee meetings in Richmond 
and throughout the state. Stockton 
is one, and Hutchens’ two sons are 
the other reasons. 

Charles jr. and Walter Hutchens 
II have come into an advisory posi- 
tion with their father in policy 
making. 





Charles manages the new-car 


division and Walter (Bud) the 
used. Both are University of 
Notre Dame graduates. 

Although the Hutchens dealer- 
ship is named “Newport News Auto 
Exchange,” it handles both new and 
used cars. The name is a carryover 
from three decades ago when 
Hutchens, with John H. Watkins, 
started a used-car deal. 

When they started 38 years ago, 

(Continued on Page 33, Col, 2) 





Serving His Community— 


Cc. K. Hutchens, Chevrolet dealer in 
Newport News, Va., and president of the 
United Fund there, rejoices with Lloyd 
Noland, a plumbing parts distributor, as 
the UF's campaign goes over the top. 
Hutchens is active in a wide range of 
community activities and is serving his 
twelfth term in the Virginia House of 
Delegates. 


RCA, Chrysler Unveil Record Player— 

This attractive young lady is loading up an automatic record player which will 
provide her with up to two hours of continuous entertainment. Designed to play 14 
standard 45-r.p.m. records through the car speaker, the first RCA Victor Auto ‘‘Victrola” 
will be available as an accessory in the 1960 Plymouth and DeSoto models. The 
record player-changer is inverted and the balanced tone arm is located below the 
record, The changer unloads the records as they are played and stacks them inside 
the compact case which doubles as a storage compartment. The Auto “Victrola” is 
said to play over bumps, around curves, or when stopping or starting. 








By Frank Gawronski 
Staff Writer 

HE labor reform law passed by 

Congress this year is one of 
the most complicated pieces of leg- 
islation to come out of Washington 
in a long time. 

A major part of the law consists 
of amendments to the Taft-Hartley 
Act. The law is also 
the first new major 
labor legislation 
since the act was 
passed in 1947. 

These Taft-Hartley 
amendments and their effect on 
labor-management relations were 
explained by Stuart Rothman, gen- 
eral counsel of the National Labor 
Relations Board. 

According to Rothman, the big- 
gest change in the Federal law 
made by the T-H amendments is 
the limitation put on picketing or 
threats of picketing by a union 
seeking to organize employes or 
to force bargaining recognition by 
an employer. 

This provision grew out of the 
Administration’s efforts to curb 
“blackmail” picketing by unions 
which do not represent a majority 
of the employes, Rothman said. 

“It not only forbids such organ- 
izational or recognition picketing, 
but it also provides a special high- 
speed procedure for representation 
election in such cases, 

“In addition,” Rothman said, “it 
includes a safeguard against the 
provision being used to protect a 
‘sweetheart’ union, which an em- 
ployer has helped organize in order 
to prevent genuine union bargain- 
ing for employes. 

“Furthermore, it provides a spe- 
cial exception for ‘informational’ 
picketing or publicity which truth- 
fully informs the public that an 
employer does not employ union 
members or does not have a con- 
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applies only if the picketing does 
not stop deliveries or pickups,” he 
explained. . 

* 


Union Must File Petition 


yas type of picketing, according 
to Rothman, does not apply to 
a union which has a current certifi- 
cate from the NLRB, designating it 
as the bargaining agent of the em- 
ployes involved, 

The new provision deals with 
three specific situations. But the 
key one is that forbidding “such 
picketing . . . without a petition 
(for a representation election) ... 
being filed within a reasonable 
period of time not to exceed 30 
days” from the start of picketing, 
Rothman said. 

“If an election request is filed 
within the reasonable period, the 
law directs the board to hold an 
election ‘forthwith’—without having 





to follow usual procedures,” Roth- 


How Labor Reform Works 
Is Explained by NLRB 


man said. “These elections will be 
held without a preliminary hearing 
unless substantial questions on the 
voting unit or other important mat- 
ters make a hearing essential.” 

Rothman said the expedited elec- 
tions will not be held until the em- 
ployer or some other interested 
party has filed a written charge 
of illegal picketing or threats of 
picketing, 

“Even then, we can proceed only 
if our investigation confirms that 
the picketing involved or threat- 
ened is for the purpose of forcing 
an employer to bargain with an 
uncertified union or to compel em- 
Ployes to join the union,” he said. 

+ ” * 

N ADDITION to the usual NLRB 

proceeding in cases of this type 
of illegal picketing, the new law 
requires the board to seek a Fed- 
eral Court injunction to halt the 
picketing until the board can com- 
plete its action on the case. 

This injunction procedure, how- 
ever, is not available if a charge 
of illegal assistance to another 
union is filed against the em- 
ployer and investigation indicates 
the charge is true, Rothman ex- 
plained. 

According to Rothman, the other 
two situations in which this type 
of picketing is forbidden is (1) 
where the employer has lawfully 

(Continued on Page 36, Col. 1) 





tract with a union, This exemption| ° 
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Baseball Star Sells Cars— 


A success swinging against rival Nation- 
al League pitchers last season, Willie Mc- 
Covey, rookie first baseman of the San 
Francisco Giants, is making a hit as a cof 
salesman in the off-season. McCovey com- 
bines sales pitches with diamond talk and 
autographs baseballs for fans at Ellis 
Brooks Chevrolet in San Francisco, Mc 
Covey is shown here with Brooks, ready- 
ing a batch of signed baseballs. 




















The new ’60 Mercury features beautiful, long-wearing fabrics made with Du Pont Upholstery Nylon. 


Woman's point of view in an extra sales point... 


the luxury and practicality of fabrics 
of Du Pont Upholstery Nylon 


‘“‘How many miles to the gallon?” he asks. She’s much more likely to agree with you when 
you talk about the extra mileage of Du Pont Upholstery Nylon... its lasting luxury 


and rich, practical beauty. The same stay-fresh appeal she knows from her own home 


furnishings made with nylon. The same year-round comfort and fashion flair. 
Today, with 3 out of 4 new cars featuring upholstery of nylon, your task is easy. She 


listens, he learns, you’ve got yourself a big boost toward a sale! 


BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 


“The Du Pont Show With June Allyson.”” Mondays, 10:30 PM, E.S.T., CBS-TV. The only exclusive weekly TV show promot- 
ing soft goods. Total weekly selling impressions: 74,000,000. ... keeping Du Pont fibers miles ahead in consumer preference. REG. U.S, PAT. OFF 
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line and oil taxes, collected Be tates set Soden 
to the building and men + ope at 

of individual freedom, ich made the U. S. A. 
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& a Comment 


At all costs, dealers are going to hang onto their trained 
salesmen during the period of new-car shortages, an AUTO- 
MOTIVE NEws poll finds. 

As one dealer put it: “I don’t think any dealer in his 
right mind would cut his staff at this time.” 
- * * 

The best showing since 1955, the average pretax 
profit of the nation’s new-car dealers was 1.8 percent on 
sales during the first nine months of 1959, NADA 
reports. 

The number of dealers reporting a loss during the 
period dropped to a low of 11.7 percent. 

* & * 

After a turbulent two-year existence, the Edsel line of 

cars has been discontinued by Ford Motor Co. 
Let’s hope it’s just auf Wiedersehen. ~ 
aa * * 

Federal Judge Thurmond Clark of Los Angeles has ruled 
that import dealers may sue their distributors under the 
Good Faith Law, as though the distributor were in effect 
a factory. 

A day in court for import dealers. 
* * * 
Tennessee and Wisconsin have been raising a storm 
_ about the 1960 new cars exceeding the 80-inch width 
limit set for trucks. 
Appears someone goofed. 
* 


Directors of the New York State dealers association have 
called on NADA and other state associations to seek “build- 
out” bonus reforms from the manufacturers. 

The present type bonus aids the poor performer, penal- 
izes the good dealer, the resolution charges. 





Coming 
Events 


%& Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Dec, 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


City. 

Jan. 17-19—National Independent Auto- 
mobile Dealers Assn., 13th Annual 
Eden Roc’ Hotel, Miami 


ach, 
Jen. "0-Feb, 3—National Automobile Deal- 
rs Assn., Washington, D. C. 
Feb. 14-15—Louisiana Automobile Dealers 
sn., Roosevelt Hotel, New Orleans. 
Apr. 24-26—Automobile Dealers Assn. of 
eo Buena Vista Hotel, Biloxi, 
iss. 
Apr. 24-26—Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 
April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Leag ‘Island, 
May 1-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 


anton, 


ay 1-3— Georgia Automobile Dealers 
Assn., British lonial Hotel, Nassau. 
M joint Convention of Kansas 


jotor Car Dealers Assn, and Missouri 
Automobile Dealers — Hotel 
Muehlebach, Kansas City, M 
ay 6-7 — Arizona ‘Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Can on, Ariz. 
=. hag 8 regon Automobile Dealers 
Benson Hotel, Portland. 

May" {3-14 South. Carolina “Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

June 20-22—Pennsylvania Automotive Assn., 
Pweg t Hotel, Bedford, Pa. 

ichigan Automobile Dealers 
a Grand Hotel, Mackinac Island. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

2. os 


Auto Shows 


Nov. 27-Dec. 6—Dallas Auto Show, A. 
Harris Oak Cliff Center, Dallas  (in- 
cludes imports). 

Nov. 30-Dec. 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

30-Dec. 5—Tampa Auto Show, Fort 
Homer Hesterly Armory, Tampa, 

Jan. ~ oie’ eae Auto Show, Bir- 
mingham, Al 

Jen. v6 1etnd = iase Gee, State 

is. 

on " 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh. 

Jan. 9-17-cToledo Auto Auto Show, Sports Arena 
and Exhibition Hall Toledo, 

Jan. 9-17—Buffalo to Show, Maston 
Avenue Armory, Buffalo. 

Jan, 9-17— Upper Midwest Auto Show, 
Auditorium, Minneapolis (includes im- 


a 

Jan. 13-17— Auto Show of the National 
Capital Area, National Guard Armory, 
Washington, D, 

Jan. 15-25—i nternational Automobile 
Show, Mexico Ci 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 
cago (includes imports). 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan. 21-23—Greenville Auto Show, Green- 
ville Memorial Auditorium, Greenville, 


s. 
Jan. 23-30— Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. 
Jan, 24-28—International Foreign & Sports 
—{ Show, Dinner Key Auditorium, Mi- 


den, 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
Roctodes imports). 

Feb. 6-14—Detroit Auto De Artillery 
Armory (includes im 

Feb. 13-20—Syracuse a4 ow, Onon- 
daga County War Memorial Building, 
Syracuse, N. 
b. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 


Kansas City. 
ct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

General 


Jan, 24-27—19th Annual Truck Trailer Man- 
ufacturers Assn. Convention, Hotel del 
Coronado, Coronado, Calif. 

Jan. 25-28—33rd Annual National Auto- 
motive Accessories Manufacturers of 
America Exposition, Navy Pier, Chicago. 

Feb. 7-9—Automotive Affiliated ' Represen- 
aes meeting, Manhattan Hotel, New 


Feb. "10-13—Automotive Service Industries 
Assn, Show, Coliseum, New York, 

March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers’ Assn., Queen 
Elizabeth Hotel, Montreal, 
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“But you guys collect only on the ones YOU sell, 
so don't make yourselves too comfortable." 














Letterbox 


used if you so request. 





‘ten Denglieg ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assuran 

Address Editor, Automotive News, Detroit 7, Mich. 


ce that it will not be 














A Have-Not Speaks 

Your article in the Nov. 9 issue 
about the Valiant paints a very 
rosy picture for the dealers selling 
it, which unfortunately number 
only a few hundred of the more 
than 4,000 Plymouth dealers, each 
and every one of which should have 
an equal chance at this hot new 
car. 

From what we can learn, at the 
present time there are probably 
less than half of the Plymouth 
dealers that even know whether or 
not they will ever have the op- 
portunity to sell them. Your article 
of the 2nd told how quietly they 
were backed into the dealers show- 
rooms. 

We would gather from the way 
some of the words were phrased 
that you were rather poking fun 
at Chrysler Corp. methods. 
hiding of their cars from the 
public and also from a lot of 
dealers has not helped them in 
the past few years. 

Now that you have let the auto- 
mobile world know how well the 
Valiant was received, and how well 


the dealers that have it to sell are : 
doing with it, how about giving the| { 


world the other side of the story— 
the sad side of the thousands of 
dealers that do not have it, and do 
not even know if they will have it? 


Some of these dealers, like our-| | 


selves, have sold Plymouth continu- 
ously since the first one was intro- 
duced back in 1928, but they are 
left dangling like a little boy that 





has asked: his father for a quarter 











The Big Stories 


34 Years Ago 


All records for production of cars and trucks were broken during 
October, according to the Federal Bureau of Census. Production of 
cars in the U. S. and Canada totalled 452,000 units. 


20 Years Ago 


The top ten in registrations were Chevrolet, 465,951; Ford, 378,956; 
Plymouth, 310,323; Buick, 160,746; Dodge, 159,508; Pontiac, 119,310; 
Oldsmobile, 109,067; Studebaker, 65,643; Chrysler, 56,465, and Mercury, 


10 Years Ago 


Chevrolet announced that domestic sales in 1949 had reached the 
largest volume in the history of the company. Including October deliv- 
eries, Chevrolet dealers in the U. S. sold 1,208,646 cars and trucks. In 
the previous peak of 1936, a total of 1,168,863 units were sold at retail 

‘over the full 12 months. 


50,623. 


—From Automotive News Files 














on Monday to go to the matinee 
the following weekend and father 
will not give him an answer until 
the last minute, and maybe then 
in the negative. 

If you don’t think there is some- 
thing to this, just take a trip out 
among the small dealers who have 
been bypassed and we are sure you 
will have something to write about 
that will be just as sordid as the 
last one was bright. Thank you.— 
Eart TOWNSEND, Townsend Motor 
Sales (Chrysler-Plymouth), Watse- 
ka, Ill. 

o..8 * 
FBI Hunts Fugitive 

The FBI is seeking Carl Ma- 
thews, also known as Carl Mat- 
thews and Carl Mathew, on a rob- 
bery warrant issued in 1956 in the 
Federal District Court in Detroit. 
He is a fugitive from a Michigan 
prison. 

Mathews pepentetiy is an excel- 

. lent welder and is 
proficient at en- 
graving and ma- 
chinist work, He 
might possibly be 
working as an 
auto mechanic. 

Mathews has 
been known to 
carry firearms 
and should be 
considered armed 

; one extreme 
Carl Mathews dangerous. He 
is 48 years old, ; feet 9% inches 
tall,, weighs about 150 pounds, is of 
medium build and has brown hair, 
hazel eyes and medium complexion. 

Any person having information 
about him is requested to notify the 
FBI director, U. S. Department of 
Justice, Washington, D. C., or the 
special agent in charge of the near- 
est FBI office——FrperaL Bureau OF 
InvesticaTION, Washington, D. C. 

aS * * 
Quality 

I believe that under the present 
labor setup, if American manufac- 
turers tried to build a car of @ 
quality comparable to that of the 
British imports, such as the Rootes 
Group, they would price themselves 
right out of the market. 

I further believe that if quality 
doesn’t improve, we'll soon be see- 
ing imported trucks over here. 
Some dealers are asking for them 
right now.—Ruopge IstaNnp Reaper. 
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CyT sa.es TICKER 


Published monthly by Universal C.I.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 


C.1.1 HELPS SALESMEN 





CLOSE MORE SALES 


15,000th Showing 
of “Quality Sells” 


Backing up the all-out dealer and 
factory efforts to stimulate sales in this 
new-model market, Universal C.I.T. 
has redoubled in the past few weeks the 
auto sales promotion activities of its 
945-man field force. 

The full range of C.1I.T. sales train- 
ing programs is being put into action 
at local meetings in dealerships from 
coast-to-coast to develop salesmen’s 
know-how and inspiration. 

‘Three potent sales programs pro- 
duced by C.I.T. are being presented 
scores of times each week before audi- 
ences of automobile salesmen. These 
C.I.T. presentations become an impor- 
tant part of the dealers’ regular sales 
meeting schedules. 

One of the most popular of these pro- 
grams is a film titled, “Quality Sells.” 

In commenting on this film, Charles 
R. O’Donnell, recently appointed Vice 
President in Charge of Sales for Uni- 
versal C.I.T., said, “Last week we had the 
15,000th screening of ‘Quality Sells.’ 
This proves to me that this film pro- 
vides an answer to a selling problem 
that will always be with us in the auto- 
mobile industry —that is, How to Over- 
come Price Objections.” 


Developing Dealer Profits 


A second C.I.T.-produced sales pro- 
gram designed to develop dealer profits 
is “The Approach-Close Formula,” a 
no-frills film which shows the way hun- 
dreds of thousands of automobile sales 
have been closed by the correct use of 
the dealer’s finance plan as the key to 
the sale itself. 

A third C.I.T. promotion that has 
produced sales and profits for dealers 
for many years is known as the PFY 
program—Profits For You. This has 
been reprinted by popular demand. 


Valuable as Refresher 


At the same time, Universal C.I.T. 
men will be holding half-day Sales 
Conferences in community after com- 
munity, bringing together salesmen for 
thorough discussions and explanation 
of selling and financing procedures and 
the right ways to get the most out of 
the house plan for financing sales of 
cars. Designed primarily to help new 


salesmen, these conferences have been - 


found by dealers and salesmen alike to 
be highly valuable as refreshers for 
men who have participated in them 
before, perhaps as long as two or three 
years ago. 

Only a telephone call or request to a 








The 15,000th showing of the film “‘Quality Sells’’ occurred when car salesmen 
from three dealerships gathered to see this C.I.T. Creative Selling Presentation. 










LIGHTING FUSES 


wae In 1901, a correspondence 
school issued a series of in- 
struction booklets, each con- 
taining a business reply card 
urging the reader to send for 
information about a course 
in electric lighting. 

One set of booklets found 
its way into a Public Library 
on Long Island. Just recent- 
ly, a young man came across the card 
while reading the booklet. As he was 
interested in learning about electric 
lighting, he sent the card along to the 
correspondence school. The school’s 
local representative gave the matter 
his personal attention and signed up a 
new correspondence student—a case of 
sales promotion which paid off after 
its time fuse had ticked for more than 
a half century. 

An automobile salesman says that 
much of his work pays off the same 
way. He may make 20 telephone calls, 
or 10 house calls without one solitary 
immediate result. But then, afew weeks 
or months later, one of the people he 
called or a friend of that person will 
drop in and ask for the salesman—or 
will telephone him and express inter- 
est in buying a car. This fellow claims 





local Universal C.I.T. representative is 
needed to put any one of these pre- 
sentations to work. This is a cost-free 
proposition that will’ add spark and 
solid sales assistance to the selling 
drive of any dealership. 





-take a good, smil- 





that these delayed action reactions are 
the most important benefits of any 
kind of prospecting. He says he never 
gets discouraged if his prospecting 
doesn’t pay off immediately. He knows 
he has started a fuse burning in some 
people’s minds and that he can expect 
a percentage of sales opportunities 
when the fuse burns down. He also 
says that he contacts people more than 
once because he may speed up the 
burning with another call. 

Keep at it—it won’t take half a 
century. 


$50 WINNER 


BUILDS HOT PROSPECTS 


An ingenious sales campaign which 
put personality into a direct mail pro- 
gram sends this month’s $50 Sales 
Ticker award to Jack Brewer of B & B 
Buick-Rambler, Inc., Waynesboro, Va. 

His first step 
was to have a 
photographer 





ing portrait. 
Brewer wrote, “I 
took this to a 
local printer and 
ordered a quanti- 
ty of stickers.” 
(Reproduced at 











right.) 2 , 
“Then, I ob- A. “‘Jack"’ Brewer 

tained a supply of s im Hoy teg 

factory post cards Telephone WH 2-8303 





Serie 


showing the 1960 
Ambassador cus- 
tom hardtop sedan in full color. For 
prospect names, I used the license list 





DEALERS PROFIT 
FROM S.L.C. LEASES 


Serving Wide Range 
of Businesses 


In the last several months, Service 
Leasing Corporation has approved 
numerous leasing transactions that 
were created by dealers throughout the 
country. These dealers, who represent 
all franchises, are taking advantage of 
the Service Leasing plan which offers 
plus business and plus profits at no risk. 

In discussing the wide variety of 
businesses that have leased cars and 
trucks, George Culp, Vice President of 
Service Leasing Corporation, said, “The 
trend toward using leased vehicles has 
spread rapidly to national and regional 
companies as well as local businesses.” 

“To cite just a few of the opportuni- 
ties for dealers to cash in on fleet leas- 
ing,”’ Culp said, “we have approved 
recently, hundreds of deals for such 
varied businesses as: a drug manu- 
facturer, a wholesaler, an insurance 
company, a heating contractor, achemi- 
cal manufacturer, a hatchery, a steel 
distributor, a local bank, an electrical 
contractor, a publisher, a wholesale 
grocer, a brewer, a frozen food distribu- 
tor, a livestock commissioner, a dairy, 
a local telephone company, a lumber 
yard, an industrial distributor, a tile 
contractor, a farm equipment distribu- 
tor, a film producer and a chain of seat 
cover stores. The number of cars and 
trucks in these fleets ranges from five to 
several hundred units.” 

As more and more companies turn 
to leasing, every dealer must be ready 
to offer his leasing prospects a deal that 
provides fleet operating economies— 
and provides him with a risk-free profit 
on every car delivered. S.L.C. is organ- 
ized to help you sell fleet vehicles. For 
details, contact your local Universal 
C.I.T. representative or write to Serv- 
ice Leasing Corporation, 650 Madison 
Avenue, New York 22, N.Y. 





published by the Division of Motor 
Vehicles. 

“On the back of each post card, I put 
one of my stickers and reproduced the 
following message: He is an ugly mutt 
—but he can really save you money on a 
new Buick or Rambler. SEE HIM 
TODAY. 

“This really brings them into the 
dealership and they know who to look 
for. Of course, it’s up to us to sell them 
when they come in. But, personalized 
direct mail is paying off for me in 
many extra sales.” 








You may win $50 by 
sending a unique sales idea to: 
Sales Ticker Editor, 

650 Madison Ave., 

New York 22, New York 
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Compare fine-grained GLX-W with the steel you use 


For proof on how GLX-W can cut your production 
costs, write, wire or phone Great Lakes Steel Corporation, 


Product Development D 
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Great Lakes adds a prec 





good-quality carbon steel 
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X-W compares with mild 


GLX-W steel. Here’s how GL 


carbon steels... 


e GLX-W is 50-100% stronger 
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e Has greater notch toughness 
e Has excellent weldability 


Detroit 29, Michigan 
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e Is as ductile as other carbon steels 
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e Permits designers to reduce weight up to 35%. 
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Valiant Triggers a Trend in Electronics... 








Swing to Alternators Is korecast 


By Joseph M. Callahan 
Engineering Editor 


N ELECTRONIC break- 
through that will prob- 


ably revolutionize the elec- 
trical systems of all American cars 
has been triggered by the intro- 
duction of an alternator on Chrys- 
ler Corp.’s new Valiant. 

Basically the alternator takes 
over the generator’s function of 
producing a car’s electricity. But 
it does this in a far better manner 
because it charges the battery while 
the engine is idling. In contrast, 
a generator-equipped car must go 
15 to 20 miles an hour before the 
battery receives a charge. 

Consequently, the occasions 
when the battery of an alter- 
nator-equipped car will run down 
are few and far between. This 
characteristic is of great impor- 
tance in the South and Southwest 
where air conditioning is a seri- 
ous drain on the batteries. 

The alternator also will be of 
immeasurable value in all parts of 
the country for city driving because 
traffic congestion often does not 
permit enough steady driving to 
keep the battery adequately 
charged, In addition, the alternator 
has a number of other distinct 
advantages. ar 


HE alternator, which comes as 

standard equipment on all mod- 
els of the Valiant, represents a 
manufacturing breakthrough and 
not an engineering breakthrough, 
since alternators have been around 
since World War II. 

Leece-Neville Co. of Cleveland 
has introduced a rather costly 
sillenium-type alternator in 1946 
which is now used on many com- 
mercial vehicles and is available 
at extra cost for most cars, Gen- 
eral Motors’ Delco-Remy division 
also announced an alternator last 


year. 

There’s never been any question 
about the desirability of alternators 
for production cars, but electrical 
engineers, including those at Leece- 
Neville and Delco-Remy, have con- 
ceded that alternators have been 
just too expensive for production 
cars at present. 

However, Chrysler Corp. which 
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has a long history of automotive 
pioneering collaborated with 
Motorola, Inc., in breaking this cost 
barrier and the result hag been 
the most significant new feature 
offered on any 1960 U. S. car. 

> * + 


Key Achievement 


7 key achievement has been 
Motorola’s ability and willing- 
ness to produce a silicon rectifier 
that would permit the production 
of an alternator and a rectifier (for 
converting the alternating current 
to direct current) that was no more 
expensive than the generator. 

Sillenium and germanium recti- 
fiers, although cheaper, do not give 
the performance that a silicon rec- 

tifier does. 

Motorola has got the cost out 
of the rectifier by setting up an 
entirely new semiautomated pro- 
duction line for building the Vali 
ant’s rectifier and probably by 
sacrificing some initial profit on 
the premise that, once this break- 
through is made, a market for 
millions more silicon rectifiers 
will open. 

About two years ago, Chrysler 
engineers were told by the elec- 





tronic industry that sufficiently 
cheap silcon diode rectifiers would 


not be available for three or four 
years, but Motorola accomplished 
this job one-to-two years ahead of 
time. 

Dr. C. Lester Hogan, director of 
Motorola’s semiconductor division, 
told Automotive News that his divi- 
sion had just completed an addition 





How They Compare— 


Tom Gleason, chief electrical engineer 
for Chrysler Corp.'s Engineering division, 
holds up for comparison a normal gener- 
ator, right, and the alternator being used 
on the Valiant. 








4 * + 
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Great Potential Seen . . 





Painting by Electricity 


etMorncerars painting, a 
process in which paint is ap- 
plied electrically to body panels and 
stampings, offers the greatest po- 
tential for improving the painting 
of car bodies. 

This well-supported observation 
was made by Melvin C. Halstead, 
an official in the paint standards 
activity of GM’s Fisher Body divi- 
sion, at the American Society 
of Body Engineers’ convention in 
October. 

At present, electrostatic painting 
is used by most auto makers in a 
very limited way—mostly for chas- 
sis components and small stamp- 
ings. 

However, Fisher Body is now ex- 
perimentally applying primer to 
completed bodies at its plant in 
Janesville, Wis., and Ford Motor 
Co. has an electrostatic painting de- 








Electrostatic Paint Spraying— 
A Fisher Body drawing showing how primer 
car body. The main advantage of this process is that about 95 percent of paint is 
applied to the work, compared to 55 percent with conventional spraying. 


can be electrostatically sprayed on a 





partment that is doing a good deal 
of developmental work in this field. 
» +. * 


Greater Efficiency 
err sALAZE, this process con- 

sists of giving each atom of 
paint a small electrical charge, 
while grounding the object to be 
painted. When the atom of paint 
is placed in the vicinity of the 
object, the paint atom flies mag- 
netically to the object and spreads 
over the surface. 

Besides permitting a maximum 
of automation, this process is at- 
tractive to the body builders be- 
cause it permits the application 
of up to 95 percent of the sprayed 
paint, compared with about 55 
percent with conventional air 
spraying. 

Explaining the difference in the 
efficiencies between the two sys- 
tems, Halstead said, “In electro- 
static spraying the particle is ac- 
celerated from zero velocity at the 
gun to maximum velocity when it 
strikes the work. This is because 
the force that is pulling the paint 
to the work varies inversely as the 
square of the distance from the 
particle to the ground. 

* * * 

N OTHER words the closer we 

get to the ground, the more 

force we have pulling the paint 
toward it,” Halstead explained. “In 
conventional spraying the reverse 
is true. The particle leaves the 
paint gun at its maximum velocity 
and gradually decelerates until it 
strikes the work at its minimum 
velocity.” 

As a result of this velocity 
difference, he said that in air 
spraying (1) a lot of particles 
will hit and not stick, (2) air cur- 
rents will blow some atoms off 
the beam, and (3) some particles 
will hit glancing blows and be 
deflected away. In electrostatic 
painting, the paint particle always 
strikes the work perpendicular to 
the surface. 
Thus far, 

(Continued on Page 26, Col, 


no auto maker has 
4) 





to its Phoenix plant, providing 
209,000 square feet of space. 
xa * * 


HE SAID the plant’s capacity has 
doubled every month recently 
and that it now can produce 500,000 
pieces a month and it’s still grow- 
ing. 

The plant has just reached the 
point where it is producing enough 
rectifiers to satisfy the Valiant’s 
requirements and it will soon be 
able to produce many more. 

Motorola and the other elec- 
tronic companies are now betting 
heavily that the auto industry will 
swing to almost 100-percent use 
of alternators within the next two 
years, 

There’s a strong possibility that 
Ford will make this first move, 
partly because it has had consider- 
able experience with alternators. 
Several lines of its Super Service 
trucks are now offering alternating 
systems as standard equipment. 

+ + * 


GM Ready to Move 


(ea MOTORS is in good 
condition to make this move 
also because of the preliminary 
work its Delco-Remy division has 
done and it’s a good bet that steps 
in this direction are now being 


_| taken at Anderson (Ind.), home of 


Delco-Remy. 

Of course, the work of Chrysler 
Corp.’s Engineering division on this 
project should not be minimized. 
Tom Gleason, the division’s chief 
electrical engineer, Ray W. Eddy, 
assistant chief engineer for the en- 
gine electrical system, and their 
staff have done an outstanding job 
of adapting the alternator to the 

(Continued on Page 26, Col, 1) 













by Joseph M. Callahan 








New Chrysler Setup 
Influences 60s First 


Fig te 18 months ago 
Chrysler Corp. reorgan- 
ized its divisional engineering 
setup. Now that the ’60 models are 
out—the first cars to feel the im- 
pact of this reorganization — it 
might be a good time to examine 
how it works. 

Although the new setup had an 
important effect on the 1960 cars, 
the influence will increase on next 
year’s ’61 models and the full im- 
pact will not be felt until the ’62s 
are introduced. 

The reorganization largely con- 
cerns which functions are per- 
formed by the divisions and 
which are performed by Chrysler 
Corp.’s 6,000-man Central En- 
gineering division. 

Robert M. Rodger, chief engineer 
for Chrysler-Imperial division and 
the Chrysler chief engineer since 
1951, explained to AuTomoTive News 
that the functioning of his depart- 

(Continued on Page 22, Col, 1) 





Squeezing Here and There 
Increases AMC’s Output 


kK Boasts, Wis.—The ghosts of 
Thomas B. Jeffery, Charles W. 
Nash and George Mason (former 
bosses of Rambler and Nash) must 
be somewhat aghast at the “push- 
ing, squeezing and crowding” that’s 
going on at the American Motors 
Corp. plant here. 

The pushing, squeezing and 
crowding has been necessary be- 
cause AMC’s current president, 
George Romney, has requested 11 
production increases in the last 
year alone. 

Since 1954, output has risen from 
300 cars a day to about 1,700 a day. 
And it’s anticipated that by next 
summer the output may be well 
over 2,000 a day. This plant already 
produces more cars per week than 
any other single U. S. plant. 

The pushing and squeezing will 
be reduced to some extent next 
summer when AMC begins produc- 
ing cars in the two-million-square- 
foot Simmons furniture plant in 
Kenosha. AMC leased the plant 
earlier this month and soon will 
begin spending $14.5 million to con- 
vert it. 


* * * 
N TOURING Rambler’s Kenosha 
factory, an amazing hodge- 
podge of a plant, one can’t help but 
be reminded of the old Rambler 
executives. 

A large section of the plant 
was built at the turn of the cen- 
tury by Jeffery, who made the 
first Rambler in 1902. Another 
rambling complex of buildings 
was added by Nash after he pur- 
chased the Jeffery firm in 1916 
and began building the Nash. 
Other additions and changes are 


visible. They were made under the 
direction of Mason before and after 
the mergers with Kelvinator and 
Hudson. 

The tour also posed this ques- 
tion: “How has AMC’s present 
management increased auto pro- 
duction almost six-fold with basic- 
ally the same facilities?” 

When this question was put to 

(Continued on Page 17, Col, 1) 








Engineers’ 


Showcase 


@ A Detroit firm is in the proc- 
ess of developing an air-con- 
ditioning system that requires 
no compressor. Key compo- 
nent of this system is a com- 
bination muffler and heat ex- 
changer. 

There’s much interest in a tire 
carcass with a removable 
tread which can be replaced 
easily. The carcass, says 
Italy’s Pirelli Co., will last 
through three sets of treads. 
Barr Marine Products Co., 
Philadelphia, has a kit for 
converting six-cylinder Chrys- 
ler engines to marine use. 
Reduction of tire drag on 
small economy cars by as 
much as 20 percent, says 4 
Dunlop chemist, results in a 
5 percent fuel saving. About 
25 percent of the fuel used by 
small cars is consumed by 
tire drag. 
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iF 
FINANCING 
Is 
PART 
OF 
YOUR 
PROFIT, 
PROTECT 


IT 





The customer who walks into your place of business with cash 
offers only one source of profit-instead of two. Chances are, 
you'll see more of these cash deals as time goes on. An increas- 
ing number of lenders are going after the car purchaser direct, 
and there will be no let-up while times are good. So if you value 
the financing part of your profit, we urge you to keep a tight 
rein on your showroom operations and support your finance com- 
pany in every way you can. Associates can offer you a full pack- 
age of financial services, including floor planning and non-recourse 
contracts. We’ve been ready with the money for dealers for 41 
years, in good times and bad, and our service fully reflects these 


years of experience. Why not sell your next contract to Associates? 








Associates Investment Company 
South Bend, Indiana 

Associates Discount Corp. 
Associates Discount (Canada) Ltd. 
Emmco Insurance Company 


SSOCIATES 


& INVESTMENT COMPANY 
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8-Foot Shape Cutting Unit 
Announced by Air Reduction 


An eight-foot cutting machine of panto- 
graph design, said to be the first of its 
kind, has been announced by Air Reduction 
Sales Co., 150 E. Forty-second St., New 
York 17, N. Y. The machine is called the 
Linagraph. 

Designed for medium duty shape cutting 
on eight-foot size steel plates, the Lina- 
graph is equipped to carry a maximum of 
four motorized torches for use with acety- 
lene, propane or natural gas. It is capable 
of shape cutting and straight line cutting 
anywhere within a rectangle bounded by 
a 96-inch width and an indefinite length 
determined by the number of rails and 
tracks used, it is said. The tracing area is 
provided with a movable template-top 


eight feet by four feet. 
+ * * 





Exhaust Hose Line Offered 
By Cooper Tire & Rubber 


The industrial rubber division of Cooper 
Tire & Rubber Co., Lima and Western 
Aves., Findlay, O., has announced the 
production of a plete line of flexible 
rubber exhaust hose. 

Available in 2-inch, 24-inch, and 3- 
inch sizes, the hose features a new snap- 
lock end coupler. Each 10-foot section of 
hose has male and female end fittings for 
easier hand coupling. One of the features 
of the coupler is that the inside diameter 
of the hose is not reduced when one 
length is attached to another, the com- 
pany said. 








Torque Booster Developed 
For Use on Drills 

A drill attachment, called the Torc 
Booster, has been announced by Grip- 
Tore Tools, 17480 Shelburne Way, Los 
Gatos, Calif. 

Attached to a quvarter-inch drill, the 
fool is said to provide approximately five 
times the normal torque of the drill, giv- 
ing it almost the capacity of a half-inch 
drill. The tool is said to allow complete 
control over jamming and chatter. The 
tool is said to begin operation when the 
user grips its body. When he releases it, 
the tool stops instantly but the power unit 


may be kept on constantly. 
eee Shae 


Detroit Broach Offers 
Line of Precision Presses 


A new line of precision industrial 
presses built to machine tool standards 
for improved production, quality and ef- 
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ficiency has been introduced by Detroit 
Broach & Machine Co., Rochester, Mich. 
The presses can perform simple or com- 
plex broaching and assembly or straight- 
ening operations. Variable press speeds 
and controlled fluid power provide sensi- 
tive finger-top operator control of ram 
speed, force, travel and direction of 
movement through each phase of press 
operation. Fully automatic and semi-auto- 
matic electrical controls also are available. 
ok, 


Novel Abrasive Wheels 
Made of Non-Woven Nylon 


A different form of abrasives—wheels 
and rolls of non-woven nylon fiber with 
abrasive grain dispersed throughout — 
have been developed by Behr-Manning 
Co., Troy, N. Y., a division of Norton 
Company. 

They seem best suited for such opera- 
tions as cleaning, the develépment of 
decorative straight-line or swirl patterns, 
and the imposition of matte finishes where 
high reflectance is undesirable, it is said. 
They are not designed for stock removal 
or even for normal grinding or deburring, 
although their action may be varied by 
changing the type and size of grit, modi- 
fying the resins used, altering the density 
of the wheel itself, varying the rate and 
extent of oscillation or changing pressures 
and speeds. They are made in all normal 
diameters, in face widths up to 60 in. 








P&H Diesel Announces 
3 Automotive Engines 


Three automotive diesel engines have 
been announced by P&H Diesel Division, 
Harnischfeger Corp., Crystal Lake, Ill. The 
model ‘‘H" series engines feature alumi- 
num construction, rapid acceleration and 
response, fuel economy, simplicity and 
ease of maintenance, it is said. 

Crankcase, pan, housings, covers, bear- 
ings and pushrods are made of aluminum 
alloy. The four-cylinder model weighs 
1,500 pounds dry producing 6.82 pounds/ 
BHP ratio. The P&H method of turboblow- 
ing is said to give maximum horsepower 
with a minimum ot space. . 


Parting Powder 


Micro-Part, a nonsilica parting powder 
for the foundry casting process, is offered 
by Frederic B. Stevens, Inc., 1800 Eight- 
eenth St., Detroit, Mich. The company said 
it weighs nearly 60 percent less than 
similar products and is purchased by the 


pound. 
ae 


* : 
Kaydon Needle Bearings 


Are Offered in 14 Sizes 


An expanded line of Kaydon Thin-Shell 
needle bearings is available from Kaydon 
Engineering Corp., Muskegon, Mich. The 
line includes 14 sizes of ‘‘off-the-shelf” 
needle bearings from %-inch to 1% 
inches in bore. 

Key feature of the bearings is the use 





and in a grit range from 100 to 600. 


of spherical-end needle rollers, billions 








Engineering Briefs 








PITTSBURGH.—The Instrument 
Society of America hag been 
awarded a grant by the National 
Science Foundation to continue the 
translation and publication of the 
1959 issues of English editions of 
four leading Russian technical 
journals. 

The English titles of the Soviet 
journals are Measurement Tech- 
niques, Instruments and Experi- 
mental Techniques, Automation 
and Remote Control and Industrial 
Laboratory. Both 1958 and 1959 is- 
sues are available at rates ranging 
from $20 to $35 per annual sub- 
scription. For additional informa- 
tion write Instrument Society of 
America, 313 Sixth Ave., Pittsburgh 
22, Pa. 

* * 
ele 
Military Study 
Air-Cushion Vehicles 
Eyed by Army 

NEWPORT BEACH, Calif.—The 
Army Transportation Research 
and Engineering Command, Fort 
Eustis, Va., has awarded a contract 
to Aeronutronic, a division of Ford 
Motor Co., to investigate the feas- 
ibility of air-cushion vehicles for 
Army applications, according to 
Gerald J. Lynch, general manager 
of Aeronutronic. 

The vehicle derives its support 
from a cushion of air between the 
base of the vehicle and the ground, 
Lynch explained. He said the Aero- 
nutronic investigation will include 
delineation of the stability and con- 
trol aspects and the performance 
characteristics when such vehicles 
are operated over unimproved ter- 
rain and water. 

He said the Aeronutronic study 





has no relation to the Levacar be- 





ing developed by Ford’s engineer- 
ing and research staff in Dearborn. 
The Levacar, a wheelless vehicle 
that travels on a thin film of air, 
would require the use of rails for 
guidance at speeds of 200 to 500 
miles an hour. 
os * * 
Bendix Acquires License 


For Magnesium Alloys 

TETERBORO, N. J.—Bendix 
Aviation Corp. has acquired a mag- 
nesium alloys patents license from 
Magnesium Elektron, Ltd., Man- 
chester, England. 

The license grants Bendix the 
right to manufacture, use and sell 
in the U. S. castings produced by 
Magnesium Elektron’s techniques. 

The metal alloys are used in such 
applications as castings for jet en- 
gine compressors, jet-engine expan- 
sion chambers and gear boxes and 
high-pressure hydraulic equipment 
for missiles and other high-per- 
formance aircraft. 

* a * 
Chrysler Acquires Space 
For Engineering Division 

DETROIT. — Chrysler Corp. has 
leased the 48,000-square-foot Para- 
mount Engineering building at 
32200 Stephenson Highway, Madi- 
son Heights, Mich., to house a 
number of its engineering division 
activities. 

Ernest P. Lamb, executive engi- 
neer-administration, said that a 
major portion of the electrical de- 
sign section, part of the body de- 
sign and interior styling groups 
will be located at the new address. 
Paramount has transferred its op- 
erations to a new building just 

(Continued on Page 30, Col, 4) 


of which have been used for automotive 
transmissions and universal joints, the 
company said. 


* * 





Electric Autolite Offers 
Positive Shift Starter Motor 


A new concept in positive shift starter 
motor design has been developed by Elec- 
tric Autolite Co., Toledo 1, O. It combines 
simplicity of the inertial drive appearance 
with the performance advantages of the 
“piggy-back" positive-shift starter, the 
company said. 

The motor achieves its advantages by 
locating the shifting solenoid within the 
pinion housing co-axially with, and direct- 
ly activating, the overrunning clutch — 
without the need for linkage, Autolite 
said. 





No Lubrication Required 
On Unit-Bearing Motor 


Howard Industries, Inc., 1760 State St., 
Racine, Wic., has developed a sealed-in- 
lubrication unit-bearing fractional horse- 
power electric motor called the Howard 
$/L-1085. 

Made to run continuously for years with- 
out attention, the motor has been designed 
for a wide range of industrial and domestic 
uses. The motor can be wound for 110 or 
220 50/60 cycle voltage. The unit-bearing 
roter turns on a stationary shaft at 3,400 
r.p.m. without a load, 2,600 fo 3,200 r.p.m. 
with recommended loads, horsepower rat- 
ings 1/750 to 1/85. It is built to operate 
in a wide range of temperatures from 
minus 10 to plus 250 degrees Fahrenheit. 
It is available as a skeleton motor or in a 
trim housing with verious mounting plates. 








Air Moving Unit Marketed 
By American-Standard 


A compact American Blower centrifugal 
air moving unit for electronic equipment 
cooling is now available from American- 


Standard Industrial Division, Detroit 32, 
Mich, 
Designated air unit No. -89C21, the 


blower is designed for commercial: appli- 
cations. It is especially well-suited for 
cooling electronic tubes, ventilating small 
electronic equip t cabinets and cooling 
hot spots. It is recommended for applica- 
tions where nominal ambient temperature 





Perkin-Elmer Develops 
Hydrocarbon Detector 


A self-contained portable hydrocarbon 
detector, affording rapid analysis of total 
organically bonded carbons in atmosphere 
or gases, has been developed by Perkin. 
Elmer Corp., Norwalk, Conn. 

Characteristics of the instrument make 
it suitable for use as an atmospheric moni- 
tor of air pollution or lower explosive lim- 
its. The unit, which has been designated 
the P-E model 213, will also serve as a leak 
or impurity detector in lab, field and proc- 
essing systems. Sensitivity of the instrument 
is said to be better than 0.1 parts per mil- 
lion for such organic carbon compounds as 
hydrocarbons, aldehydes, ketones, alcohols, 
amines, etc. 





Machine Features 


Broaching 
Builtin Programming 


A vertical broaching machine featuring 

turret application and dead center pull 
on the broach has been developed by 
Lapointe Machine Too! Co., Hudson, Mich. 
The latter feature is said to be respon- 
sible for the smooth pulling power of the 
broach, and accounts for the fine finish 
that can be obtained on the work. 
The machine is described as a 60-ton, 
78-inch stroke large pull-down broaching 
machine. It is 36-feet in overall height, 
hydraulic type, having a _ considerable 
portion of the machine below floor level. 
It is said to have a 60-ton normal pull, 
and intermittent peak pull of 85-ton; com- 
plete coolant system and motorized cool- 
ant pump; auxiliary hydraulic system for 
fixture operation; automatic pressure lu- 
bricating system, and pushbutton controls. 
= 





Depth, Diameter Measured 
By Starrett Micrometer 


A line of micrometer calipers with blade- 
type anvils and spindles has been announc- 
ed by L, S. Starrett Co., Athol, Mass. These 
micrometers (Starrett No. 486 Series) are 
designed to facilitate measuring depths of 
narrow grooves, slots, keyways or recesses 
or for ing di ters between lands, 
fins or ridges such as on circular forming 
tools, it is said. 

The blade type anvil and spindle is .030 
inches thick and will measure depths up 
to 5/16 inch. The spindle is non-rotating 
and will not turn in a slot or roll off @ 
narrow shoulder. Micrometers are available 
in five size ranges: 0-1 inch, 1-2 inches, 
1-2 inches, 2%-3%, inches and 3'4- 
4 inches. All are. graduated to read in 
thousandths of an inch with every thou- 
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A Little Goes a Long Way 


Squeezing In New Facilities Enables AMC 
To Boost Output 11 Times in Year 


(Continued from Page 14) 


Lawrence Olle, an assistant plant 
engineer and one of those: whose 
responsibility it has been to get 
the extra capacity, he smiled and 
said: 

“We just squeezed.” 

a * * 

F COURSE, when the Kenosha 

plant was making 1,500 cars a 
week in 1954 it was operating at far 
below capacity. The bulk of the 
capacity was there, just waiting for 
the amazing comeback that Ameri- 
can Motors has had. 

Another big factor, and one 
that didn’t require changes in 
facilities, was the switch to two 
and three shifts at the Kenosha 
and Milwaukee plants. 

During all of 1959 most machin- 
ing operations have been on three 
shifts and most body and assembly 
work has been on two shifts. Some 
production hikes also have been 
accomplished by operating six days 
a week and with nine and 10-hour 
shifts. 

All body building, except for the 
American series, is done at Milwau- 
kee. Most of the other work, 
including all final assembly, Ameri- 
ean body building and most manu- 
facturing and machining, is done 
at the Kenosha plant. 

Employing 12,700 persons, the 
Kenosha facility stands on a 138- 
acre plot. About 68 acres are under 
roof. The Milwaukee plant is 
spread over about 28 acres and 
now employs about 9,400 workers. 

* * * 

— some time, the machining 

operations for engines and axles 
have been the big bottleneck in 
AMC’s operations. They’ll continue 
to be bottlenecks until the current 
modernization program is com- 
pleted. 

This modernization consists 
principally of a new building on 
the site of the 57-year-old Jeff- 
rey-built press shop. It will house 
machining and heat-treat opera- 
tions. 

Press operations are being moved 
to the “big press building” which 
was built in ’54 and is the newest 
completed building at the plant. 
This building, which has a ceiling 
over 40 feet high and 20-foot base- 
ments, will accommodate some new 
presses due this spring. 

Another portion of this expansion 
consists of merely putting a roof 
over an open area for housing a 
new cylinder block machining line 
for the overhead-valve engine. This 
operation is now on a three-shift 
basis, but this line will do the job 
with one shift. 

* * * 


How ‘Squeeze’ Operates 


5 deescemgy relatively little expand- 
ing has been done, manufac- 
turing and assembly space has been 
added in the following ways: 

1. By putting machines closer to- 
gether. 

2. By making “all-time service 
runs” for smaller parts. Instead 
of maintaining vast areas for the 
production of replacement parts, 
an extra supply is built during 
the normal production year. 
When these parts are needed in 
future years, they are merely re- 
trieved from storage bins. 

3. By eliminating large storage 
banks of parts and stampings. 

4. By keeping “in process” stor- 
age to a minimum. This refers to 
material that is stored between 
machines. Manufacturing officials 
like to keep a considerable supply 
of material available in case one 
machine breaks down, but this is 
avoided now at Kenosha. 

5. By eliminating obsolete or un- 
needed equipment. 

6. By purchasing more compo- 
nents from outside sources. 

x ok 
AN OUTSIDER gets the feeling 
that everything is being done 
as economically as possible, There’s 
no hint of the attitude that says: 
“Now that we've hit the jackpot, 
let’s splurge.” 

An important operation these 
days is the cost-reduction pro- 
gram which reportedly is work- 
ing very successfully. It’s based 
largely on suggestions made by 
supervision, 

One result of this program has 





been to reduce much unnecessary 
transportation of parts from Mil- 
waukee to Kenosha and. back. In 
some cases in the past, a part was 
manufactured in Kenosha, trucked 
to Milwaukee for installation on a 
body and then returned on the 
body for final assembly at Ken- 
osha. Now, most parts are manu- 
factured in the plants where they’re 
used. 

Behind most of these changes is 
the Kenosha plant’s engineering 
department, which is headed by 
C. E. Pflug and hig two assistants, 
Lawrence Olle and Rudolph Krue- 
ger. Olle is responsible for machine 
and press-shop operations and 
Krueger does the plant engineer- 
ing for the assembly and body- 
shop operations. 

* * * 
1 department which has 30 
people including eight engi- 
neers, is responsible for plant main- 





tenance and the design and con- 
struction of new buildings. But its 
major job is plant layout, includ- 
ing the installation of machine 
tools. 

At present the plant engineer- 
ing department is hard at work 
on the building layout for the 
1961 program, which will require 
many more changes than did the 
1960 program. 

To be prepared for future expan- 
sions if the demand for Ramblers 
continues to increase, AMC recent- 
ly purchased a nearby 28-acre 
temporary housing development 
and the adjacent Full Fashion 
hosiery plant. The housing project 
will be vacated and ready for 
wrecking by July. The hosiery 
plant will be partly torn down, 
also. 

In the meantime, the plant engi- 
neers will be bringing in the new 
machining lines which will pro- 
vide all the machined parts that 
the assembly lines can handle. 

However, they’re hoping that the 
new body-producing facilities in the 
leased furniture plant will produce 
new shortages of machined parts 
which they’ll have to eliminate with 
some more squeezing. 

—JosepH M. CALLAHAN 





Explaining AMC's Kenosha Layout— 
at the Rambler plant, describes the 
tive News engineering editor. 


istant plant engi 
’ Aut 





Lawrence Olle, left, 
plant layout to Joseph M. Callah 
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Prices of ’58s added and '50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 
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Figures alongside bars represent dollars. 
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(Copyright, 1959, by Automotive News) 








Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


* * * 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of 
Nov. 16. The car market showed a brisk 
demand for nice clean cars regardiess of 
year. But weakened on all cars that show- 
ed wear or had been in trouble, Sold 118 
cars from 155 consignments. 
BUICK—’57 Special 4-dr., $1,060*. 

*56 Special Estate Wagon, $950*; 

Riviera, * (ps); 4-dr., $900°. 

‘55 Century 2-dr, Riviera, $630*; Special 

2-dr., $410°*, 

*54 RM 2-dr., $300* (ps). 

"653 Special 4-dr., $260. 


4-dr. 


CADILLAC—'57 (60) Special 4-dr., $2,- 
575* (ps). 
*56 (62) 2-dr. hardtop, $1,575* (ps). 


"55 (62) Coupe de Ville, 
(60) Special 4-dr., $1,025*. 
Special 4-dr., $950* (ps); (62) 
2-dr., $950* (ps). 
ILET—'59 Brookwood (8) 4-dr., | 
$2,200*; Brookwood (6) 2-dr., $1,800. 


$1,210* (ps); 
. 





‘58 Biscayne (8) 4-dr., $1,450*. 

‘57 Bel Air (8) 4-dr., $1,375* (ps); 
Two-ten (8) station wagon, $1,300* 
(ps), $1,200*; 4-dr, hardtop, $1,150*; 
4-dr., $950*; Two-ten (6) station 
wagon, $1,000. 


56 Bel Air (8) 2-dr., $990*; Two-ten 
(6) 2-dr,. hardtop, $750*; 4-dr., $400. 
'655 Two-ten (8) Delray, $650*; Two-ten 


(6) 2-dr., $650, at $450; 4-dr., 
$650; Delray, $400; Bel Air (6) 4-dr., 
460 


$460. 
'54 Two-ten 4-dr., $290; 2-dr., $260; Bel 
Air 4-dr., $270*. 
’52 Deluxe Bel Air, $250. 
CHRYSLER — '56 Windsor 


4-dr., $990° 


(ps). 
'55 Windsor Town & Country, $740* 


(ps). 
’53 Windsor 4-dr., $110*. 
DeSOTO—' 54 Firedome 4-dr., $260*. 


DODGE — '57 Sierra (8) 4-dr., $1,175* 
(ps). 
’56 Coronet (8) 2-dr., $720*. 
’54 Royal (8) 4-dr., $290*; Coronet (6) 
4-dr., $140*. 
FORD—’58 Fairlane 500 (8) 2-dr. Victor- 
ia, $1,500* (ps); Fairlane (8) 4-dr. 


Victoria, $1,300* (ps). 
’57T Thunderbird (8) conv., $2,114* (ps); 
Country Sedan (8) 4-dr., $1,300*, $1,- 





$1,040* (ps), $1,000*; conv., $780* 
(ps). 

‘56 Fairlane (8) conv., $860* (ps); 
Country Sedan (8) 4-dr., 3 at $800*. 
‘55 Fairlane (8) 2-dr. Victoria, $700° 


(ps); 2-dr., $510*, $300*; Country Se- 
dan (6) 4-dr., $600; Custom (6) 4-dr., 
$500; Custom (8) 4-dr., $325*; Ranch 
Wagon (8) 2-dr., $400*%; Main (6) 2- 
dr., $350 


'54 Country Sedan (6) 4-dr., $335, $280; 
Custom (6) 2-dr., $310; Crest (6) 
4-dr., $260. 

‘53 Custom (8) 2-dr., $230; Main (6) 


2-dr., $130, $110; 4-dr., $110. 
LINCOLN—’58 Capri 4-dr., $2,350* (ps). 
‘55 Capri conv., $760* (ps). 
MERCURY—’58 Colony Park 4-dr., $1,720* 


(ps). 
‘57 Monterey 2-dr., $870*. 
’56 Monterey 2-dr., $635°*. 


’65 Montclair 2-dr. hardtop, $620* (ps); 
Monterey 4-dr., $500*, 80*. 
OLDSMOBILE — "58 (88) conv., $1,690* 


(ps). 
'56 (88) Super 2-dr. Holiday, $910*; (88) 
2-dr. Holiday, $790* (ps). 
‘55 (88) 4-dr., $540*. 
*53 (98) 4-dr., $140*. 
PACKARD—'56 (5680) 4-dr., $630*. 
PLYMOUTH—’'56 Suburban (8) Custom 4- 
dr., $920°. , 
’55 Belvedere (6) $480°; 


2-dr., 4-dr., 


$430*, $420, $400*, $300*; Savoy (6) 
4-dr., $290. 
"53 Cambridge Suburban 2-dr., $260; 
2-dr., $185, $120*; 4-dr., $150. 
PONTIAC—’'59 Catalina sport coupe, $1,- 
900° 


’57 Star Chief 4-dr, Catalina, $1,250*. 
*56 Chieftain 4-dr., $680*. 
"55 Star Chief 2-dr. Catalina, $700*. 
’54 Chieftain 4-dr., $250. 
RAMBLER—’59 American (6) Super 4-dr., 
$930 


930. 
‘63 Custom station wagon, $300*. 
MISCELLANEOUS—’57 Ford %-ton pick- 
up, $825. 
’56 Willys %-ton pickup, $1,210; Ford 
%-ton pickup wrecker, $625. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 18, Even 
though inventories are supposed to be 
high the consignment of cars was low. The 
prices were exceptionally good. Sold 101 
cars from 181 consignments. 
BUICK—’'60 Invicta 4-dr., $3,325* (ps), 

$3,300* (ps); LeSabre 4-dr, hardtop, 
,250° 


‘59 Electra 4-dr. hardtop, $2,670* (ps), 
$2,410* (ps); 2-dr. hardtop, $2,600* 
(ps); LeSabre conv., $2,260*. 

"58 Special 2-dr., $1,775*; Super 2-dr. 








Riviera, $1,750* (ps). 

’57 Special Estate Wagon 4-dr., $1,500 
(ps); 4-dr. Riviera, $1,275* (ps); 4 
a $1,025*; 2-dr. Riviera, $1, 139° 

) 


ps). 

"56 Century Estate Wagon 4-dr., $300* 
(ps); 2-dr. Riviera, $735*; Super 4-dr, 
Riviera, $845* (ps). 

‘55 Super 2-dr., $660* Century 
4-dr, Riviera, $530; Special 4-dr. 
$525, $355*; 2-dr, Riviera, $440*. ” 

’54 Century 4-dr., 
Riviera, $310*; 4-dr., js 

’53 Super 2-dr., $335*; Special 2-dr. Ri. 
viera, $255. 

'52 Special 4-dr. Riviera, $140. 

CADILLAC—’57 (60) Special 4-dr., $2,350* 
(ps); (62) 4-dr., $2,100* (ps), 

CHEVROLET—’59 Impala (8) 4-dr., $2,- 
a Bel Air (6) 2-dr., $1,650*, $1,- 


"58 Impala (8) 2-dr., $1,730* (ps); 
conv., $1,675* (ps); Bel Air (8) 2-dr. 
$1,460*; Biscayne (8) 4-dr., $1,335,” 

"57 Two-ten (8) station wagon 4-dr, 

; Bel Air (8) 4-dr, hardtop, 

; One-fifty (6) 2-dr., $675. 

Air (8) 2-dr, hardtop, $889* 
(ps); Two-ten (8) station wagon 4-dr. 
$870*, $800*, $555; Delray, $635*. ” 

"55 Bel Air (8) station wagon 4-dr. 
$645* (ps); Two-ten (6) Delray, $550. 
$490; 4-dr., $445*; One-fifty (6) sta. 
tion wagon 2-dr., b 

"54 Two-ten (6) station wagon 4-dr., 
oese*; 2-dr., $170; One-fifty (6) 2-dr., 


53 Two-ten 2-dr., $370*; station wagon 
4-dr., $205; 4-dr., $165; One-fifty 4-dr., 


$180. 
_———- NY 2-dr. hardtop, $1, 


DODGE—’57 Sierra (8) 4-dr. (9 pass.), 
$1,180*. 

’54 Coronet (8) 2-dr. hardtop, $235. 
EDSEL—’58 Pacer 2-dr., $1,025. 
FORD—'60 Falcon (6) 2-dr., $2,070. 

*59 Thunderbird (8) conv., $3,125* (ps), 

58 Fairlane (8) 2-dr. Victoria, $1,500*; 

Country Sedan (8) 4-dr. (9 Pass.), 
$a.090; Ranch Wagon (8) 2-dr., §$1,- 

’57 Fairlane 500 (8) conv., $1,100* (ps); 

Custom (8) 2-dr., $740*. 

’56 Fairlane (8) 4-dr., $690*. 

"55 Custom (8) 4-dr., $590; 2-dr. 

toria, ; 2-dr., $580*. 

"54 Main (6) 4-dr., $210. 
HUDSON—’37 Terraplane Brougham, $210, 


Vie- 


MERCURY—’59 Montclair 4-dr. hardtop, 
$2,195* (ps). 

"54 Monterey 4-dr., $340*. 
‘52 2-dr. hardtop, $170*. 

OLDSMOBILE — '57 (88) 2-dr. Holiday, 
$1,255* (ps). 

PLYMOUTH — '57 Belvedere (8) conv., 
$750*; Plaza (8) 4-dr., $655; Plaza 
(6) 2-dr., $645. 

’56 Belvedere (8) 4-dr., $510. 
"55 Belvedere (8) 2-dr. hardtop, $500, 
$405; Plaza (6) 4-dr., $150. 

PONTIAC—’59 Catalina 4-dr. Vista, $2,- 
420* (ps); conv., $2,090, $2,030 (ps); 
Star Chief 4-dr., $2,405* 


'57 Chieftain 2-dr., $1,050*; 4-dr, Cata- 
(Continued on Page 19, Col. 1) 








COLORADO 


MICHIGAN 


NEW JERSEY 


NEW YORK 


TENNESSEE 








Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Excha in 12th 
of pA mene a operetien. scith 
Sale every Wednesday <- 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 




















FLORIDA 
DAYTONA BEACH — Florida Auto 
Auction.‘ City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 
INDIANA 
INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 
MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 
Flint Auto Auction, Inc. 


FLINT, MICHIGAN 
Exclusively for Dealers 
© ph ota RING" 2 lines running simultane- 
y. 


© Conveniently located in the heart of the 
automobile world. 
® Ten acres of completely fenced parking 


area, 
©@ Always a fine selection of sharp cars. 
©@ Friendly relations prevail at all times, 


























12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Menegs: 
3711 Western Road Phone CEdar 2-318! 





Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 





19241 Dix—Toledo Highway—Route 25 
Just 4 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 
Send for free copy of next 
week's Aptco Auction Report 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 
NORB RUGH 
Twin Ring Selling 














EVERY WEE K — Automotive News’ 


facilities are offered? LOOK IN 
LUCAD. 

















Minutes from New York City 


St, 


° 
an 
AUTO AUCTION 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane ieed Ancionsets 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 





OVER 500 CARS EVERY WEEK 
NO HOUSE CARS! 
N-A-D-E 


Every WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check an 
Title Protection. (Wed.). 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 











JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 




















RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





PENNSYLVANIA 








. £8. 2. O23: 8 8 8 


TOP DOLLAR FOR 
LEFT-OVER '59s 


And Hard-to-Sell Used Cars 


More Bidders © Higher Prices 
at the world's only 
3-LANE auction 


MANHEIM AUTO AUCTION 
ROUTE 72, MANHEIM, PA. 
Phone MOhawk 5-2401 








CORRY AUTO AUCTION 
Revte 6, Corry, Pa. 
EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 








Albany 5, N. Y. 
Every Monday — |! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed TEXAS 
NORTH CAROLINA AMARILLO AUTO 


AUCTION, INC. 
10TH Phone: DR 2-9503 


WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 
Auction Checks Issued—— 
SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


3202 E. 

















WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattie 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnson Bob McConkey 














North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 
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7” Star Chiet afar. Catalina, $1,750* 4-dr., $1,035* (ps). 
| ps); per ef 4-dr. Catalina, $1,- *56 Royal (8) 2-dr. — $650*; Cor- 
° ° 450°. Model Breakdown onet (8) 4-dr., 
se is ar u ion rice Ss 57 Super Chief oS, Cuan. $1,300° 55 Royal (8) 2-dr. pacaten, $500°. 
(ps), $1,265, $1,140*; Chieftain 2-ar..| Of Auction Averages 58 Coronet (8) Sierra, a. 
$885. A ‘oronet ) 4-dr., 00. 
’56 Safari 2-dr., *; Chieftain 4-dr. Nov., Oct., Sept., > 
Catalina, 9005?. $860°; 4-dr-)  srodel 1959 1959 1959 | FORD—'60 Falcon (6) 2-dr., $2,100. 
55 Chieftain 2-dr, Catalina, $680*. oes Ss ee ee 
(Continued from Page 18) ‘54 Chieftain 4-dr., $325°, $a10°, .. $2,574 $2,536 $2,511 Galaxie 2-dr. Victoria, $2,100°; 4-dr. 
on Se 1,588 1,641 1,756 Victoria, $1,900*, $1,790 
lina, $825*. 54 Monterey 2-dr, hardtop, $455°*. Se 59 Lark (8) 4-dr., $1,- 1,153 1171 1.250 68 Fairlane 500 (8) Skyliner, $1,800* 
'55 Star Chief 2-dr. Catalina, $600* (ps);| °53 Monterey 4-dr., $300*. 700 7190 816 $3: bi i (Ps); conv., $1,700* — 
Chieftain 2-dr., $180 N op 865 dr ictoria, $1,500° (ps); 2-dr., 
RAMBLER—'57 Custom “(8) Cross Country, ame canes eae pe ‘ies age Ae DETROIT 584 600 653 $1,400*; Ranch Wagon (8) 4-dr., $1,- 
$1,170*; Super (8) 4-dr., $805. 725* 88 Tawente, $3.-| Motor City Auto Auction, Sale eve 373 393 412 om 
156 Custom 4-dr., (ps); (88) Super 4-dr. Holiday, Ty 57 Fairlane 500 (8) 2-dr. Victoria, $1,- 
, $3,550° (ps). Monday. Prices are for sale of Nov. 16. 254 260 277 * * *. 5 
STUDEBAKER — 57 President (8) 4-dr.,| 97/58) PG: potiday, $2,905° (ps);| BUICK—'S8 Super 2-dr. Riviera, $1,700 194 $1,105" (ps). $i,025°;' 4dr Victoria, 
Ry wnt jonal %- (88) Super 4-dr. Holiday, $2,600* (ps), (ps); Special 2-dr. Riviera, $1,700* 218 197 see: ‘eed 5 “SS seers Gane 
MISCELLANEOUS 9 International % $2,560* (ps); 4-dr., §$2,565* (ps). (ps); 4-dr. Riviera, $1,575* (ps); 4- owes 4-dr., $1,050*, $1,000*; ; 
P 9 ' - ’ , , ” s . 
os "58 (98) 4-dr. Holiday, $2,100* " (ps),| _F, $1,480; Century’ 2-ar. Riviera, $1,-| Average $ 939 $ 954 $ 990 ae we ee 
Go $2,050* (ps); (88) 4-dr. Holiday, $1,- ° ; 56 Count Sed 8) 4-d $900°; 
CHICA ; 855* (ps), $1,825* (ps), $1,680* (ps). 57 Special 4-dr, Riviera, $1,300*; Super 5 Country a. Victoria’ $780°, 
Arena Auto Auction. Sale every Tuesday. 57 (88) Super 4-dr. Holiday, $1,555* on an Riviera, $1,120* (ps). * wagon, $1,170; 4-dr., $1,100*, $1,030 $675*; Custom (8) 4-dr., $705, $635*; 
Prices are for sale of Nov, 17, Zero weath- (ps); (88) 4-dr. Holiday, $1,295* (ps). Coury SS. Riviess, S000" (S).| wes an Air’ (8) 4d kardtee. 0600": 2-dr., $570, $545, $530*; Ranch Wagon 
er, All sharp cars were sold and brought] °56 (88) 4-dr., $1,035* (ps), $835*; 4- $735° (ps), $700* (ps); Special 4-dr. 4ds., Gee", thee; San, Bee a (8) 2-dr., $600 
BBs rtraeatinnest anes: Nepeallsnaas me. $750" (ps); RM 4dr. $600" (syn Air (6) 2-dr., $735*; One-fifty (8) sta-| "55 Fairlane (8) conv., $625*; 2-dr. Vie- 
signments, , = Morphy i he $555; -dr. > 
seTUK 59 LeSabre 4-dr. hardtop, §2,-| | °S5 (88) 4-dr. Holiday, $680° (ps); 2-dr. © yl” - genetic liana ae $505, $495, Main (8) ear. 
475* (ps), $2,290* (ps). Holiday, $500*. F era, ‘ y =" . a 
'58 Century Estate Wagon, $2,055* (ps),| "54 (98) 2-dr. Holiday, $325* (ps). on Sk, Ieee ee Ncedtep” Gener: Fontes’ igen “Ranch Wagon (8) 2-dr., $430°, $420; 
$1,925* (ps); Super 4-dr, Riviera, $1,-| '53 (88) 4-dr., $375*. ne r. Riviera, $260°; 2-dr., $575°; 3-dr., $560*, $475*, $350*: Two. Crest (8) 2-dr, Victoria, $425; Cus- 
790* (ps); Special 4-dr. Riviera, $1,-| pLYMOUTH—’59 Fury (8) 4-dr. hardtop, , ten (6) 4-dr., $575, $525. tom (8) 2-dr., $350, $315*, $235; 4-dr., 
725* (ps). : $1,845* (ps). CADILLAC—’58 (62) Coupe de Ville, $3,-| +54 Two-ten 4-dr., $355"; 2-dr., $350; $305°. 
‘57 Super 4-dr. Riviera, $1,330* (ps),| 58 ‘Belvedere (8) 4-dr. hardtop, $1,-| , 000% (ps). Bel Air 4-dr., $330*; One-fifty 2-dr.,| ‘53 Custom (8) 4-dr., $375*; 2-dr., 
$1,290* (ps); RM 4-dr, Riviera, $1,- 515* (ps); Suburban (8) Sport 4-dr., 56 (62) Coupe de Ville, $1,465* (ps); $325, $300 , nis $375, $355, $310*; Main (8) 2-dr., 
295% (ps); Special 4-dr., $1,110* (ps), $1,130; Deluxe 4-dr., $1,130. 2-dr. hardtop, $1,335° (ps). '53 Two-ten 4-dr., $275*; Bel Air 2-dr. $125. 
$1,025* (ps); conv., $1,000° (ps). ’57 Suburban (8) Custom 4-dr., $1,140*; | CHEVROLET—'59 Impala (8) conv., $2,- $255; 2-dr. hardtop, $130. ’ | HUDSON—’57 Hornet 4-dr., $850°. 
"56 Super 2-dr. Riviera, $810° (ps), Savoy (8) 4-dr., $700*, $645; Savoy 400* (ps); 2-dr. hardtop, $2,280*; 4-dr.| CHRYSLER—’58 Windsor 4-dr., $1,685*| _’56 Hornet 4-dr., $460*. 
$660° ; Special 4-dr, Riviera, $750 (8) 4-dr., $675*; 2-dr., $610*; Plaza hardtop, $2,260*; Bel Air (8) 4-dr. (ps). MERCURY—’ 57 Commuter 4-dr., $1,200*; 
(ps), $655° (ps); Century 4-dr. Rivi- (6) 4-dr., $685. hardtop, $2,020*; 2-dr., $1,945* (ps); | DeSOTO—'58 Fireflite 2-dr., $1,600* (ps). Monterey 2-dr. hardtop, 
era, $705*, (ps). = «,| "56 Savoy (6) 2-dr., $550°; Plaza (6) 4-dr., $1,860*; Biscayne (8) 2-dr.,| °57 Fireflite 4-dr. hardtop, $1,100* (ps);| °56 Montclair 2-dr, hardtop, 3900° (ps). 
55 Special *4-dr., $600*; 2-dr., $495*; 4-dr., $415, $1,750, $1,610°. Firedome 2-dr, hardtop, $1,065*; 4-dr be Montclair 2-dr. hardtop, $555*, $550° 
2-dr, Riviera, $495*; RM 4-dr., 75570 55 Savoy (8) 4-dr., $500*, $430*, 58 Impala (8) conv., $1,650 $930°*. 7 ha - nes ps), $430* (ps). 
eae ones PONTIAC—’60 Bonneville 4-dr. Vista, $3,-| °57 Bel Air (8) conv., $1, 375°; 4-dr. | DODGE—’57 Coronet (8) 4-dr., $1,060* +50 4-0r., $187. 
54 Special 2-dr., . 350* (ps). hardtop, $1,365*; Two-ten (8) station (ps); 2-dr., $890*; Custom Royal (8) (Continued on Page 24, Col. 1) 





CADILLAC—’60 (62) 4-dr., $5,230* (ps). 
'59 de Ville 4-dr, hardtop, $4,500* (ps), 
$4,405* (ps); 2-dr. hardtop, $4,340* 
(ps), $4,335* (ps), $4,280* (ps); 4- 
dr., $4,100* (ps), $3,995* (ps). 

"58 (60) Special 4-dr., $3,410* (ps); 
(62) 4-dr., $3,350* (ps); Coupe de 
Ville, $3,275* (ps); Sedan de Ville, 


. 
$3,100* (ps). 
"57 (60) Special — » $2, egg a Sm ’ 
245* (ps), $2,220* (ps); (62) Coupe BUSIN 
na vue 83.386" tp means ! 
"56 (62) 2-dr., $1, 480* (ps); Sedan de 
Ville, $1,030* (ps). 
55 Eldorado conv., $1,305* (ps); (60) in 
Special 4-dr., $1,280* (ps); (62) 2-dr., 
$1,050* (ps); Coupe de Ville, $905* mn 
(ps), $800* (ps), ~< 
*54 (60) Special 4-dr., $700* (ps). wan 
"51 (60) Special 4- -dr., $400* (ps). 
CHEVROLET—’60 Impala (8) conv., §2,- in a i # 


950* (ps). wee 
59 Nomad (8) 4-dr., $2,385* (ps), $2,- has poate 


350* (ps); Impala (8) 4-dr. hardtop, . 

$2,375* (ps), $2,280* (ps); conv., $2,- - : | 

350* (ps); Parkwood (8) 4-dr., $2,- ef Wy 

230° (ps); Bel Air (8) 4-dr, hardtop, 

$1,980*; 2-dr., $1,775*; Bel Air (6) 5 

2-dr., $1,800*; Biscayne (6) 2-dr., $1,- & 

710°, ho 

58 Impala (8) conv., $2,050* (ps), $1,- 
585* (ps); 2-dr, hardtop, $1,695*; No- 
mad (8) 4-dr., $1,700* (ps), $1,530*; 
Bel Air (8) 4-dr. hardtop, $1,525*; 4- 
dr., $1,360*, $1,260*; Brookwood (8) ; 
4-dr., $1,500°; Biscayne (8) 4-dr., $1,- ; Pet 
365* (ps), $1,340*, $1,210*; 2-dr., $1,- > os } 
235; Biscayne (6) 4-dr., $1,265; Delray = 

US| BR 





x 











(8) 4-dr., $1,325, $1,070; 2-dr., $1,- 








080. 
57 Bel Air (8) 4-dr,. hardtop, $1,375*, Ke, s 
$1,330* (ps); 4-dr., $1,300*, $1,230*; ~ : 

conv., $1,300* (ps), $1,250°; station —— . 

wagon, $1,270*, $1,245*; Two-ten (8) ¥ 

4-dr. hardtop, $1,200*; 4-dr., $1,025*, z 
$1,000*; Two-ten (6) 4-dr. hardtop, — é 
$1,095*; 2-dr., $965*. x 
56 Bel Air (8) station wagon ,$1,245*; 
4-dr. hardtop, $1,225*, $1,100* (ps), 
$1,090*, $1,005*; conv., $935*; Two- 
ten (8) Delray, $980*; 4-dr., $725*; 
2-dr., $695*; Two-ten (6) 4-dr., $935, 
$885°, $780*, $745*; station wagon, 


$800 

"5S Dei Air (8) 2-dr, hardtop, $705*; 
4-dr., $655*; Two-ten (8) 4-dr., $555*; 
One-fifty (6) 2-dr., $435. 

"54 Bel Air 4-dr., $530; Two-ten 2-dr., 


E 
i 


$500. 

CHRYSLER—’59 NY 4-dr., $2,700* (ps). 

"58 Windsor 4-dr., $1,460* (ps). 

be fay | 4-dr., $1,025 *(ps); Windsor 4- 

$950* (ps). 

55 NY 4nd. 9600° (ps). 

54 Windsor 2-dr., $465* (ps), 

"53 NY 4-dr., $350° (ps). 

DeSOTO—’57 Firesweep 4-dr. hardtop, $1,- | 
300* (ps), $1,J00* (ps); Firedome 4- 
= hardtop, $1,275*, $860* (ps); 2- 

, $1,200*, 

56 "piredome 5-dr., $675*, $515* (ps). 
55 Fireflite 4-dr., $720* (ps), $665* 
(ps); Firedome 4-dr., $475* (ps). 

"53 Power Master 4-dr., $315*. 

DODGE—’58 Custom Royal (8) conv., $1,- 
450* (ps); 4-dr., $1,400* (ps). 

"57 Coronet (8) 4-dr., $880* (ps); 2-dr. 
hardtop, $810*; Coronet (6) 4-dr., 
$770" 

"55 Coronet (8) 2-dr. hardtop, $525*, 

480 


AL) 


RFRA FHV Vsl= 
N/sF/ 38/8) 8/= 


$4 
EDSEL. 59 Corsair 4-dr. hardtop, $1,- 


925. 

"58 Pacer 4-dr, hardtop, $1,270* (ps), 
$1,240* (ps); Citation 2-dr. hardtop, 
$1,255* (ps); Villager 4-dr., $1,205*. 

FORD—'60 Thunderbird (8), $3,800* (ps), 


$3,795* (ps); Galaxie (8) starliner, Flat Face Cowl Wheel- 
$3,795* (ps), $2,740* (ps); 4-dr. Vic- Chassis Base 
toria, $2,750* (ps). vired Ra L 
h «59 Galaxie (8) 4-dr, Victoria, $2,070*, Req inge wil 

$2,015* (ps); Custom 300 (8) 2-dr., 
$1,630, $1,600; 4-dr., $1,595*. wr 115" 

’58 Thunderbird (8) 2-dr. hardtop, $2,- % to % ton 1e8”-115 si 
775* (ps); Country Sedan (8) 4-dr., 
$1,550*, $1,285*; Country Squire (8) % to 1 ton 116”-1234%4 90 
4-dr., $1,500* (ps); Fairlane 500 (8) 


4-dr. Victoria, $1,345* (ps); Custom 

300 (8) 2-dr., $1,020%, $960. 415 | % to 1% ton 116”-135" | 104 
"57 Fairlane 500 (8) 4-dr. Victoria, $1,- 
175* (ps), $1,155", $1,100*; Fairlane 420 ltol 7.135" 
500 (6) conv., $930* (ps); Custom 300 % ton 126°-135 us 
(8) 2-dr., $860*, $815* (ps), $785*; 
Custom (8) 2-dr., $755*, $725*. 


“Tune “s) 2dr, Victoria, $880*; Pairiane Montpelier designs bodies expressly for the 
2 ee: Se job—and mounts them on any standard 
eo | appaapranpiny chassis. Put more PROFIT on your books. 
LINCOLN—'S8, Continental Mark TIT ¢- Montpelier ‘“‘STAY-SOLD’”’ bodies mean 


$2,975*: conv., $2,950* (ps 
‘ se "Seenmene 2-dr. hardtop, $1,250* (ps), 
poy all (ps), $1,190* (ps); 4-dr., $1,- 

* (ps). 
MERCURY _’58 Monterey 4-dr. hardtop, 
$i. “ae (ps) ; 4-dr., $1,510* (ps); 2- 
1,24 

‘ot iuonierey 2-dr., $1,045°; 4-dr., $1,- 


"56 Monterey 4-dr., $700* (ps). 


repeat business. 




















FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 163 OF A SERIES 


SEARCHLIGHT 
ON THE WORLD 
OF TOMORROW... 


Ford Motor Company's Scientific Laboratory — 
where continuous research produces new 
knowledge of man, matter and machines 


Fantastic land craft and rocketing space ships seem merely a step beyond today to 
those who have visited the Scientific Laboratory in the heart of Science City — 
Ford Motor Company’s great Research and Engineering Center. Here, in a 
fascinating world of electronic microscopes, spectrometers, high speed computers 
and vacuum furnaces, many of the nation’s foremost scientists are engaged in 
research that is constantly increasing our knowledge of man, matter and machines. 


Physicists, chemists, metallurgists, electronic specialists and technicians of 

every description—these are the men responsible for the development of many 
of Ford Motor Company’s most impressive technological advances, including new 
forms of glass, improved metal finishes and some of the world’s finest alloys. 


Typical of the Laboratory’s activities is continuing research in the field of 
advanced car planning. Intense scientific investigation by top teams of specialists 
will one day provide answers to such perplexing questions as how to lubricate 
wheels that revolve at 100,000 revolutions per minute, and the development of 
materials to replace nickel, chromium and other scarce strategic metals. 


The Scientific Laboratory is one more example of Ford Motor Company’s 
dedication to progress and the continuing production of the world’s finest products 
for the American Road. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 





TV'S “FINEST HOURS” FOR DECEMBER 


Ford Motor Company's Startime—(Every Tuesday, NBC, at 9:30 p.m., New York Time) 

Dec. 1 —“‘Something Special” starring Red Buttons, Jack Carson and Jean Carson. 

Dec. 8 —‘'My Three Angels” starring Walter Slezak and Barry Sullivan. 

Dec. 15—‘‘Cindy’s Fella” starring James Stewart and George Gobel. 

Dec. 22—‘‘Christmas Show” starring Leonard Bernstein and the New York Philharmonic Orchestra, 
Marion Anderson, St. Paul’s Boys’ Choir and many others. 

Dec. 29—‘‘Meet Cyd Charisse” starring Cyd Charisse 

“Wagon Train”—Aliernate Wednesdays, “The Ford Show" — Every Thursday, 

NBC, 7:30 to 8:30 p.m., New York Time. NBC, 9:30 to 10:00 p.m., New York Time. 











FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 

FORD ¢ FALCON * THUNDERBIRD ¢ MERCURY ® LINCOLN e Cow 

LINCOLN CONTINENTAL ¢ ENGLISH FORD LINE e THE AMERICAN ROAD 
TAUNUS ¢ FORD TRUCKS # INDUSTRIAL ENGINES DEARBORN, MICHIGAN 
FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS e 

AERONUTRONIC—PRODUCTS FOR THE SPACE AGE e MOTOR COMPANY 

FORD MOTOR CREDIT COMPANY 
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Turnings . . . . . By Joe Callahan 








(Continued from Page 14) 


ment is changed in these respects: 

1. There are closer ties between 
the engineering and sales depart- 
ments. Consequently, the customer 
and the salesman now have some- 
thing that’s been needed—more in- 
fluence on product design. 

a ca oe 


OMMENTING on the question- 

ing of salesmen in regard to 
what they like and want to sell, 
Rodger said, “Believe me this has 
to be dragged out of them—they’re 
generally only interested in the 
next day’s sales quota. 

“This organization now gives us 
entree (with the salesman’s think- 
ing) to the heart of the organiza- 
tion and permits us to make sure 
that this influence is felt in the 
right places.” 

2. Division engineers are large- 
ly relieved of the responsibility of 
manufacturing engineering. This 
was a natural result of transfer- 
ring the manufacturing responsi- 





bility from the division to the 
corporation, 

“However,” Rodger said, “Our 
people do work with the manufac- 
turing people to some extent. It’s 
important that the manufacturing 
people feel some of the reaction 
from the field. We ride production 
cars every night and hold regular 
quality meetings with the produc- 
tion people.” 

a * a 


Future Planning 


3 MORE emphasis is placed on 
* product planning and cars of 
the more distant future. Now, for 
instance, Rodger’s people are de- 
voting 65 percent of their time to 
the ’62 and ’63 models. Under the 
old setup, only about 25 percent of 
their current time would have been 
spent on those models. 

He said that formerly 75 percent 
of his department’s activity from 
February to production start-up 
would be concerned with making 





sure that the division got a good 
start-up and that early problems 
were avoided. 

4. The current engineering de- 
partment is smaller—43 people 
compared to as many as 75 under 
some of the previous setups. 
Rodger’s department is now 
made up of three sections, engi- 
neering (28 people), product 
planning (eight) and product 
cost analysis (six). 

5. The division engineering de- 
partment serves more in an advis- 
ory capacity now, since the final 
decisions on ail cars and their 
basic characteristics are now made 
by the corporation’s Administrative 
committee. 

Said Rodger, “The divisions for- 
merly had the right of veto. But 
they didn’t have the organization 
to put together a product plan that 
would give Engineering and Styling 
the right direction.” 

* * ea 


THE division is more concerned 


in the Chrysler-Imperial division 
now exclusively working on styl- 
ing. Rodger himself follows styling 
very closely, although he readily 
admits he is not a stylist. 





2 ‘ Chrysler-Imperial 
f © with 5> doa . than it W&S| the hood of a new Chrysler before driving 
ormerly. However, there is no one! it home to test the manufacturing quality. 





Making Sure— 


Robert M. Rodger, chief engineer of 
division, checks 


* * *x 


partment now works with three 
other major groups—Central En- 
gineering, the corporate planning 
7. The division engineering de-! group and the manufacturing engi- 











$1,080. 


7 EAST 


P.O.E. * 
EAST COAST 
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VESPA 


Just as the Vespa Motor Scooter has been accepted in the three short years it’s been in the United 
States, so has the newly introduced Vespa “400” automobile. On the American market for just a few 
months, the response to this sleek rear engine beauty has been overwhelming. Americans have been 
quick to recognize the advanced engineering design, that goes into every Vespa product. 


Vespa’s economical air cooled engine squeezes 60 miles out of every gallon of gasoline—goes up to 
60 miles per hour. Its independent four wheel shock and spring suspension makes for smooth riding 
on any road surface. Heater, defroster, and electric windshield wipers all come as standard equipment. 


MEW YORE 22, 


*Slightly higher in the West 





Find out today how the Vespa line can increase your yearly profits. We'll be glad to send you the 
complete franchised Vespa dealer story. Just write to: 


VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS. CORPORATION 
STREET, 


. Pe 











neering group. Formerly Rodger’s 
staff coordinated largely with Cen- 
tral Engineering only. 

8 The type of engineer now 
used by the division has changed. 
Most desired is a “generalist” 
compared to the “specialist” that 
was formerly employed. For in- 
stance, one man now concen- 
trates on the entire accessory 
electrical system of the ’61, ‘62 
and ’63 Chrysler and Imperials. 
Generally, he wouldn’t be involv- 
ed in the development of these 
systems, limiting himself to the 
role of troubleshooter in making 
sure that the specialist engineers 
at Central Engineering were 
developing what the division 
wanted. 

Asked what kind of engineers he 
preferred, Rodger said, “We need 
a self-starter. By the nature of the 
situation, he won’t get much super- 
vision and our men have to antici- 
pate what’s coming. 

“If he just smells trouble, he’s 
going to have to dig in and clean 
it up. He covers such a wide area, 
only he can know what’s going on 
in that area. Our people are large- 
ly recruited from Central Engineer- 
ing and we try to rotate them 
somewhat.” 

+ + + 


Model Lead Time 


How then does the present divi- 
sion engineering department 
operate? 

To begin with, Rodger’s depart- 
ment has about 1% years or 78 
weeks to work on each model, usu- 
ally beginning 2% years before in- 
troduction and ending one year be- 
fore introduction, 

Practically the entire work of 
the divisional engineers is funnel- 
ed from the division to the cor- 
poration through a series of let- 
ters and presentations from Clare 
Briggs, Chrysler-Imperial general 
manager, after considerable 
thrashing out and investigation. 

In the course of the 78 weeks, 
about a dozen letters on each model 
are sent to the corporate product 
planning group. Each of the letters 
which are due about six weeks 
apart, cover some important phase 
of the car, such as styling, interior 
trim or engine. 

Prior to the presentation of this 
letter, the division people meet with 
sales people at all levels to make 
sure the engineers understand what 
the sales people need in future 
years so they can do their job suc- 
cessfully. 

+ + oe 

ROM this investigation, the 

engineers determine what is 

needed in regard to package size, 
performance, options and number 
of lines desired. They also deter- 
mine what competitor they want 
to compete with, whether they 
want to be similar to, above or 
below the competition. 

“We also determine what the 
image of this product needs to be,” 
he continued. 

Along with determining exactly 
what the division would like in the 
way of car features, the division 
engineering department must de- 
termine the cost targets for these 
features. 

Rodger said, “We’re shooting 
at a certain competitor, so we 
must have certain cost targets 
and certain price targets. This 
is also put in a letter, telling 
what we want to spend as design 
costs for each of the various 
items. (Design costs generally 
cover only the cost of making or 
buying and installing a compo- 
nent. No tooling or engineering 
costs are included.) 

“For example, we may want to 
spend another $10 to $25 on the in- 
terior. Or we may want to take 
out $50 in costs next year—we 
might want a smaller engine.” 

+ a * 

| ig ADDITION to determining 

what features are desired, what 
their cost will be, Rodger’s depart- 
ment must also estimate one other 
factor—the anticipated volume. 
And this must be detailed, in re- 
gard to each accessory, body style, 
and so forth. 

“Of course,” he explained, “these 
Plans must be flexible. Sometimes, 
somebody on the Administrative 
committee doesn’t like a rear end 
and we have to make changes. 

Rodger said the new setup frees 
his engineers of “nuts and bolts,” 
engineering, giving them more time 
to learn what the salesmen and the 
customers want and to exert their 
influence on product design. 
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é¢Harry? Just reading an ad here that says 

the New York News has 2,200,000 exclusive adult 
readers—don’t read any other New York newspaper. 
And 65% of ’em are in better income families. 
Check on it, will you, and let me know?99? 
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$1,150*; sport coupe, $1,205*, $880*; (ps); conv., $675*; Plaza (8) 4-dr, 
4-dr., $785*; Two-ten (8) Delray, $1,- $635; Plaza (6) 4-dr., $615*. 
* ie 100*, $945*; One-fifty (6) utility se- "55 aoe 3 2-dr. hardtop, $7(5% 
c . ct dan, $710. conv., 10* ; aza (6) 4-dr., $590*, 
Used- or Au ion Prices ’55 Bel Air (8) sport coupe, $795*; Two- "53 Cranbrook conv., $550; Belvedere, 
ten (8) station wagon, $755*; One- $265; 2-dr., $195. 
fifty (8) utility sedan, $650; One-fifty PONTIAC—’59 Bonneville 2-dr., $2,095 
(6) 4-dr., $420; Two-ten (6) 2-dr., (ps); Star Chief 4-dr, Vista, $2,495 
$550. (ps); Catalina 2-dr., $2,695* (ps). 
(Continued from Page 19) ’54 Two-ten 2-dr., $580*; Bel Air 4-dr., *56 Safari 4-dr., $1,175* (ps); Chieftain 
$485*; One-fifty utility sedan, $355. 2-dr, Catalina, $850*; 2-dr., $6000"; 
OLDSMOBILE — '59 (98) 4-dr. Holiday, 2-dr., $325. ’53 Two-ten station Sour $445", $440*; Star Chief conv., $800* (ps), 

$2, a. an waar 2-dr, Scenic, $1,- "53 Special 4-dr., $285. Bel Air conv., $325 ’55 Star Chief 2-dr. Catalina, $695* (ps); 

800° , $1,300 (ps). CADILLAC—'59 (60) Special 4-dr., $5,250* ’52 Deluxe 4-dr., $215*, $110*; conv., Chieftain 2-dr, Catalina, $595*; 2- dr,, 

"ST (sa) Sa. Holiday. $1,110* (ps). (ps); de Ville 4-dr, hardtop, $5,200° $165". $525°. 

*55 (98) 2-dr. Holiday, $725* (ps); 4-dr. (ps), $4,990* (ps), $4,895* (ps); 2-dr. ’51 Deluxe 4-dr., $185*, $165*; 2-dr., '54 Chieftain 2-dr, Catalina, $315". 
Holiday, $695* (ps); (88) 4-dr., $675* hardtop, $5,000* (ps), $4,970" (ps), $180*. '53 Chieftain 2-dr, Catalina, $240* (ps); 
(ps), $385*; conv., $650°; 2-dr., $500*, $4,925* (ps), $4,800* (ps); (62) conv., '49 Deluxe 2-dr., $200. 4-dr., $235*. 
$450*; (88) Super 4-dr., $635* (ps). $4,960* (ps), $4,950* (ps); 2-dr., $4,-| CHRYSLER—'57 Saratoga 2-dr. hardtop, RAMBLER—'59 Custom (6) Cross Coun. 

‘54 (88) 2-dr. Holiday, $480* (ps). 650* (ps), $4,500* (ps), $4,300* (ps); $1,785* (ps); 4-dr. hardtop, $1,690* try, $1,980. 

PACKARD — '55 Clipper 2-dr. hardtop, 4-dr., $4,650* (ps), $4,300* (ps). (ps). "57 Custom (8) 4-dr., $1,025*. 

$350* (ps). ’58 (62) Coupe de Ville, $3,600* (ps); | DODGE—’57 Custom Royal (8) 4-dr., $1,- STUDEBAKER—'56 Commander (8) 2-dr, 
PLYMOUTH—’57 Belvedere (8) 4-dr. hard- conv., $3,390* (ps); Sedan de Ville, 405* (ps). $640°. ’ 

top, $925*; Savoy’ (8) 4-dr., $745*; $3,340* (ps). '53 Coronet (8) 4-dr., $195. ‘55 Commander (8) 2-dr., $635; 4-dr, 

2-dr., $725*. '57 (60) Special 4-dr., $2,850* (ps); (62)| +51 Coronet (6) 2-dr, hardtop, $115, $105. $425°. 

°5@ Savoy (8) 4-dr., $545*. Sedan de Ville, $2,395* (ps); 4-dr., '49 Wayfarer 2-dr., $115. Milea e Winner— MISCELLANEOUS—’'59 Ford (8) Raneh- 

65 Plaza (6) 4-dr., $350*. $2,325* (ps). 40 business coupe, $115. g ero, $2,185*; Sarees (8) El Camino, 

‘h4 Belvedere 2-dr. hardtop, $375, $375*. 56 (62) Coupe de Ville, $2,020* (ps); | FORD—’'59 Thunderbird (8) 2-dr. hard- Dashing across finish line of the 1959 $2,135* (ps), $2,115 

PONTIAC — '59 Bonneville conv., $2,950* Sedan de Ville, $1,910* (ps). top, $3,825* (ps), $3,650" (ps), $3,- ‘ . " ‘ - 58 Chevrolet (8) %-ton LWB Pickup, 

(ps); Star Chief 4-dr., $2,450* (ps). ’55 (62) Coupe de Ville, $1,825* (ps), 510* (ps), $3,500* (ps), $3,480* (ps); Mobil Mileage Rally is overall winner, Jim $1,575. > 
’58 Chieftain 4-dr., $1,480*. : Saget (ps); (60) Special 4-dr., $1,- conv., $3,650* (ps); Galaxie o Es: Parkinson, in his Austin-Healey Sprite, en- ae, Pee a — A ae pickup, $1, 
‘67 Star Chief 4-dr., $1,300°; 4-dr. ps). Victoria, $2,330* (ps); conv., : or ) F-100 %-ton pickup, 

— $1,175* (ps); conv., $1,150* ’54 (62) 2-dr., $1,305* (ps), $1,090* Country Sedan (8) 4-dr., $2, 280°; Fair- tered by the Burbank (Calif.) Sports Cor $845; International (6) %-ton picken 

(ps (ps); 4-dr., $1,060* (ps), $1,055* (ps). lane 500 (8) 4-dr, Victoria, $2,135* | Center. The roadster averaged 56.50 miles $600. 

56 Chieftain 4-dr, esa ; B 4 ‘ene oa. (ps). (ps). $3,150° per gallon over the 345.6 mile course = A Le he — pickup, $500, 

° Star Chief 4-dr., $615; r, Cata- ’ ) 4-dr., ‘ '58 Thunderbird (8) conv., (ps), : ° evrole ) -ton pickup, $7 

Cuan, e008". ‘51 (62) 4-dr., $180* (ps). $3,130 (pe); Fairlane 600 (8) Sky: from Los Angeles to Santa Monica, Calif. $375; (8) %-ton pickup, $650°: Lhe 
53 Chieftain 4-dr., $170*. "50 (61) 4-dr., $175*. liner, $2,025* (ps); conv., $1,600*; (6) F-100 pickup, $465. 

*62 Chieftain 4-dr., $100*. 48 (60) Special 4-dr., $100*. Country Sedan (8) 4-dr., $1.615*: $525: 2-dr., $475. *50 Chevrolet %-ton panel, $155. 

RAMBLER —°59 Ambassador (8) 4-dr., | CHEVROLET—’59 Impala (8) sport coupe, Fairlane (8) 2-dr, Victoria, $1,480*. 54 Crest (8) conv., $535; Ranch Wagon 49 Chevrolet %-ton stake, $275. 
$1,650. $2,740* (ps), $2,650* (ps), $2,595" ’57 Thunderbird (8) conv., $2,675* (ps), (8) 2-dr., $375*%; Custom (8) 2-dr., 

58 Custom (8) Cross Country, $1,535*, (ps), $2,575; conv., $2,490* (ps); sport $2,520* (ps); Country Squire (8) 4-dr. $350*, $345*. WEST PALM BEACH 
$1,4 sedan, $2,490%, $2,375* (ps); 4-dr., (9 pass.), $1,405* (ps), $1,400° (PS),| +59 Crest (8) 2-dr. Victoria, $315*, $280 

*56 Custom Cross Country, $675. $2,335* (ps), $2,300* (ps), $2,230* $1,305*; Fairlane 500 (8) 2-dr. Vic- $250*; Custom (6) 2-dr., $180; Ranch West Palm Beach Auto Auction. Sale 

"54 Super 4-dr., $280°. (ps); Bel Air (8) 4-dr., $1,650*. toria, $1,435*, $1,230*; 4-dr, Victoria, Wagon (8) 2-dr., $175: Custom (8)|¢YeTY Thursday. Prices are for sale of 

STUDEBAKER—’59 Commander (8) sta-| ‘5g Impala (8) 2-dr, hardtop, $2,250° $1,425* (ps), $1,400" (ps), $1,095* 2-dr., $150. ; ‘ Nov. 19. Many new dealers were consign- 
tion wagon, $1,800*. (ps), $2,140* (ps), $1,980*%; conv., (ps); Custom 300 (8) 4-dr., $1,050°. 51 Deluxe (8) 2-dr., $175 ing and selling their cars this week. Strong 

"53 Commander (8) 2-dr. hardtop, $200. $1,785*, 2 at $1,750* (ps); Bel Air| ‘56 Thunderbird (8) conv., $2,150* (PS).| wUDSON—'54 Hornet 4-dr., $220*, giso*, | “¢mand for clean units, market good on 

MISC US —'56 Chevrolet (3200) (8) sport coupe, $1,805* (ps); 4-dr., $1,650*; Country Sedan (8) 4-dr. (9/ pepeRIAL — '57 Imperial ade. $1 935° ‘58, "59 models, too. Average units sold, 
pickup, ‘$570. $1,600* (ps); Bel Air (6) sport sedan, pass.), $1,100* (ps), $800* (ps); Fair- (ps). ” ’ but at strictly average price. 
$1,550*; Brookwood (6) 4-dr., $1,420; lane (8) 2-dr, Victoria, $1,000°; 4-dr..| pINcOLN — ‘58 Premiere 4-dr. $2,535* BUIC K—’59 LeSabre conv., $2,190. 
WAREHOUSE POINT, CONN Delray (6) 4-dr., $1,280°*. $800* (ps); conv., $800* (ps); Country (ps). . . 57 Century conv., $1,310* (ps); RM 
? < ’57 Bel Air (6) sport sedan, $1,500* Sedan (8) 4-dr, (9 pass.), $1,100° | weRouURY—'s5s Voyager 4-dr, (9 pass.) 4-dr. Riviera, $1,290* (ps); Super 2- 
Southern Auto Sales, Inc, Sale every (ps); Bel Air (8) sport coupe, $1,475*, (ps), $800* (ps); Custom (8) 2-dr., $1,950* (ps). . o— ,_ ff. Riviera, $1,285* (ps). 
Wednesday. Prices are for sale of Nov. 18. $1,475, $1,440*°; 4-dr., $1,225*; Two- $850°*. 57 Colony Park 4-dr, (9 pass.), $1,600* 56 Century conv., $905* (ps); RM 4-dr, 
BUICK—'57 Super 2-dr. Riviera, $1,170* ten (8) 2-dr., * aes ei $1,185*; 4-dr., 55 Thunderbird (8) conv., $1,680* (ps); (ps). ptipg: Riviera, $825* (ps); Special 4-dr. 

(ps). $1,185*, $1,180 Fairlane (8) 2-dr. Victoria, $810, 2 at! +56 Montelair 2-dr., sees. (pe), $930° Riviera, $800° (ps); 2-dr.,_ 9606°. 
°56 Super 4-dr., $910* (ps). 56 Bel Air (8) sport sedan, $1,250*, $710*; 4-dr., $575*; Custom (8) 4-dr., (ps); Medalist 2-dr.. $63 ° ’55 Super 2-dr. Riviera, $705* (ps); 
’55 Special Estate Wagon 4-dr., $900*; ‘55 Monterey 4-dr., $700°*, —— 2-dr Special 2-dr. Riviera, $640*; Century 

2-dr., $365*. $490* (ps); Custom 2-dr., $460°. | ,,2-dr. Riviera, $585°; 2-dr., $480° (ps), 

’54 Special 2-dr. Riviera, $510*, $275* "54 Monterey station wagon, $550*; 2-dr., '53 RM conv., $275* (ps). 

(ps), $250°; 4-dr., 3260". r $500", $450* (ps), $445°*. 52 Special 2-dr. Riviera, $175°*. 

"53 Super 4-dr., $195 ee Ss Oo ecove ’53 Monterey conv., $375*; 2-dr., $355* ‘51 Special 4-dr., $160. 

OCADILLAC—'54' (60) Special 4-dr., $815* '52 Monterey 2-dr., $215*. < "| CADILLAC—'59 (62) 4-dr., $4,300* (ps), 
ae one. : NASH—'55 Ambassador (8) Custom 4-dr., a = we wat eie "Sar = 

*53 (75) 4-dr., $385". ' ; -dr., , H -dr., 

CHEVROLET—'60 Corvair (6) 4-dr., $2,- 99 C. om S. €. D al 54 8 -dr. . $1,295. 

000. ars r ™ 7 e er OLDSMOBILE "59 (88) adr.” Hollday "55 (60) Special 4-dr., $1,355* (ps) ; (62) 
’59 Impala (8) conv., $2,220* (ps). $2,440*. : . —_ hardtop, $1,325* (ps), $1,215* 
a Impala (6) 2-dr. hardtop, $1,720*; ma 58 - P ps). 

a ‘ a 4-dr. areenn. si.580°| SPARTANBURG, S. C.—Commer tanburg. The legal papers on which oe fs) {5 Maer. ee ons "54 (62) conv., $900* (ps); 4-dr., §875° 
(ps), $1,570* (ps), $1,560* (ps); Bel|cial Credit Corp has begun _legal| Wright acted stated: ‘57 (88) Super 2-dr. Holiday, $1.675*| ,_.(P8), $800*, $710* (ps). 

Air (6) 4-dr., $1, = ae (6)| action in Spartanburg and Chero-| “Conditions of said chattel mort- (ps); 4-dr. Holiday, $1,590* (ps). = (62) 4-dr., a, oe. _— 

4-dr., $1,310; 2-dr., $1,275. ’ -dr. Ps conv., Pps); mou- 

57 Bei ye (6) 4-dr. hardtop, $1,255*| Kee Counties to take 99 cars from| gages and conditional sale — y KO oe. gene 9a) ), 3-4. Metiaay. Gas, 9200"; (00) Geer Gar, S14n 
(ps); Two-ten (8) station wagon 4-dr., | Bailey-Powell Motor Co., Inc., Spar-| having been broken by default in| ,.% 0. (Pe. Holiday, $775*: 2-dr, Holi- | CHEVROLET — ‘59 Parkwood (8) 4-dr., 
$1,100*; Two-ten (6) 2-dr., $1,085;|tanburg, and a Cherokee County/| the payment of installments and in- day, $625*; (98) 2-dr. Holiday, $710° $2,200* (ps), $1,985. 

Two-ten (8) 2-dr., $800. terest due thereon and by the (ps) : ‘58 Impala (8) 2-dr. hardtop, $1,610*; 
56 Two-ten (6) 2-dr., $850*; Two-ten| M&@n. fendants h se-| "54 (98) conv., $665* (ps); 2-dr. Holiday, Brookwood (8) 4-dr.. $1,485°; Bei A 

(8) 4-dr., $655* (ps). Commercial Credit contends in | fact that the defendan ave $415* (ps); (88) Super 2-dr. Holiday, (8) 4-dr., $1,450; Biscayne (8) 4-dr., 
’55 Bel Air (6) 2-dr. hardtop, $850*; i the | creted said property taking the $625* (ps), $600* (ps): 4-dr., $615*. $1,205*. 

Two-ten (8) Delray, $750. Se es Se same from the place of business of| ‘53 (98) 4-dr. $365* (ps); (88) 4-dr.,| "57 Bel Air (8) conv., $1,355*; 4-dr., 
‘54 Two-ten station wagon 4-dr., $440*;| 99 cars, which its counsel valued $315* (ps), §285° , . $1,240*; Bel Air (6) conv., $1,320*; 

2-dr., $420, $3 One-fifty 2-dr.,| at $120,000, the defendant . . . and secreting) ,.7"(o3) ‘bar. Holiday, $150° (ps). Two-ten (8) 2-dr. hardtop, $1,325*; 

$275, $200; Bel Air 2-dr., $270*. the same in another county for the! «5; (gs) Super 2-dr., $165* station wagon 4-dr., $1,225* (ps), $1,- 

53 Two-ten 4-dr., $240. Show-cause and restraining or- t f deri , . — z 050*; Two-ten (6) station wagon 4-dr., 

; purpose and intent of ren ering 49 (88) 2-dr., $170*. 
OHRYSLER—'57 Windsor 2-dr. hardtop,|ders were handed down by Circuit PACKARD—’'55 Clipper 4-dr., $585* (ps). $1,035; 2-dr., $800. 

$1,260" (ps). : plaintiff’s security insecure , ; , 56 Bel Air (8) conv., $825%; Two-ten 
‘ Court Judge C. Bruce Littlejohn of C i ki PLYMOUTH—'58 Fury (8) 2-dr. hardtop, pee! igs, of. 

54 NY 2-dr. ieoahin, $205* (ps). Commercial Credit is asking a $1,725" (ps); Savoy (8) 2-dr. hardtop (8) 2-dr., $760*, $580; Two-ten (6) 

"53 NY 4-dr., $120° (ps). Spartanburg in other legal actions! j,qement against Bailey-Powell for 1/300". 2-dr., $675, $630. 

DeSOTO—'57 Firedome 4- dr. hardtop, $1,-| against Bailey-Powell. They were ig| ‘57 Fury (8) 2-dr. hardtop, $1,225*| "55 Bel Air (6) 2-dr. hardtop, $700; Bel 

180* (ps), $915* (ps). “ a total of $120,000, Bailey-Powell at Air (8) 4-dr., $635*; Two-ten (6) 

directed “to the defendant and all h a (ps); Suburban (6) 2-dr., $1,080; mS 4) 

54 Firedome 4-dr., $340*. Bail summoned to answer the com Savoy (8) 4-dr., $885°. station wagon 2-dr., $600; 2-dr., $580*; 

‘53 _Firedome 4-dr., $190°, $185°. other claimants against ailey- plaints. ‘56 Belvedere (8) 2-dr. hardtop, $675* (Continued on Page 27, Col, 1) 

“any - aad — > <= ~dr., $880° (ps). Powell Motor Co., Inc. 
55 + ame ‘3 4- i ‘ee _— One order required defendants to 
"54 Royal 4-dr., $105*. show cause “why a receiver should bd © e 
FORD — "55 Fairlane (8) | f-ar--_$1:460"| not be appointed to take over the ew UOmmercial-Uar egis rations, 

2-dr., $1,285. F administration of the assets of 

bas Mt Fairlane (8) conv, $1,300* (ps);| Bailey-Powell Motor Co., Inc.” A 8 ~ 
ne agon (8) 2-dr., $1,000*; Cus- tat t 

tom 300 (8) 2-dr., $830*; Custom 300 nv nang Bots: rs held shortly before es or Sc Oo er 9 = 
(6) 4-dr., $700. udge ejohn. 

"56 Ranch Wagon (8) 2-dr., $900*; tha’ 

Fairlane (8) 2-dr. Victoria, §715*;| « The judge also directed t Truck ations by states are 
4-dr., $690* (ps). until further order of the court,|} released weekly, as compiled Brock-| Chev. | Dia 6. | Inter- nes 10. 

55 Fairlane (8) 2-dr. Victoria, $615*;|the creditors of Bailey-Powell|| by R. L. Polk representatives in way | rolet a as Dodge| Ford . or mt Mack | baker | White | Willys | Misc. | TAL 
seer.» or, uae (8) 4-dr., $470*; | Motor Co., Inc. are enjoined and|]| state capitals. . 

‘54 Custom (8) 2-dr., $415, $400; 4-ar., | TeStrained from instituting or pros-| “64, state Previously ‘59, 1} So 1454) oo 7 I Ta an. 

3275"; Main (8) 4-dr., $190. ecuting any action or any Claims! Reported for October ‘58 | | 45| 4) 33! 13| 35 3} 2 1} 25| - 13) 17% 

= sSustom (8) 4-dr., $315; 2-dr., $150, | or attempting to enforce any claim | Dejaware 59| ] | 1| 11 65) 34 36 16| 2/ 5| 9 10) 252 

MERCURY—'57 Monterey 4-dr. hardtop,| PY Sale or otherwise against the '58| I 70 3} 17 55| 18 38 33) | 3} 3 12} 24 
,060. company except in this action.” District of Columbia '59| HH 3} 86 13 38 2) | | 6| 28; 206 

55 Montclair 2-dr. hardtop, $590*; Mon- : 58] 7 6| 45 23 28 2) 5) 2| 19; 168 

cc Seay. ‘hards Bailey-Powell also was enjoin- 1 " ——— 1 os 

omeerey r. op, $450. Idaho 59| 130) 3} 69; «170 43 133 2 13) " 40 It} 65 

Ee teastoray A-6r., Stee oe ed — } pany —— —_ = ‘58 | | inal i} 34)_—sit9| 60} 1} 10 39 | = 

, om 2-dr, hardtop, . pen g ur er order o © | Virain: 59 eye } _— —es|.~CO 

alk a ginia | | | 204 29) 16 17} 58 

ge kee? Oe. Melidar) ‘gous, ‘58 | | 31 sl mM | i92|__ tia] al #8] 50 Ne 

’57 (98) 4-dr. Holiday, $1,425* (ps). West Virginia ‘59! | ise; 6| 249) 212 38 72| T 2| 8| Fe] 26; 962 

is 00) duper tcdt, Woteay, S205" toes |e, en right onid be ‘58 | | 20 aa 40|__206| 72) 108|_—stz)_—a|_—t0, asta] 

‘55 (88) 2-dr., $370; 2-dr. Holiday, $335*. seized 14 cars in Cherokee County! — : , — 444, —an — Ee 

a “, y, Wisconsin 59) | bye 333 90) ~~ 267| ann ee eer | 65 74 1318 

eR) conv., $110* on two complaints naming Bailey- ‘58 | Tn ee 35| 241 75|__202| 12| é 42| 35 68} 1040 
_——! *; —— —— — s_—_—___— 

Piaen ie) Ps Savoy (8) 4-dr., $1,270*; | Powell and Tone Herman as de-| Wyoming 59) . 4 i Maal 37 a ee oe 3) 8) | 
‘ST Suburban (8) 2-dr., $950*; Plaza fendants. ‘58| 77 I 14] 90 46) 40} 1 40 8} 317 

(6) 2-dr., $800; Plaza (8) 4-dr., $715.| Seventeen cars were listed in the} Eight States Reported "59| 2} (1316) 17; 524) b-| 351/837 86 47 73 355} 265| 5393 
"56 Belvedere (8) conv., $720* (ps);| complaints, but Wright said he|_ To Date for October 58} 2| 1208) 32 200; 108! 404! va 114| 25 8 277 214) 4395 

o—_ (8) 2-dr., $495*; Suburban (6)| found only 14 under a cattle shed| Year ‘59| -86i| 251589/ 2154) 41311 55455| 79783) 10550| 4897| 11733| | 20697| | 31493| 730604 
" -d $460 H , H. ed To Date 58| 648| 190356; 2195) 28062 aad 41344) 15902 — 3302 8892! 14638) 23774| 543480 
55 Belvedere (8) 2-dr., $580*; Plaza (6)|0n Herman’s property, He add S 

4-dr., $400. that authorities had seized 82 cars| ,_.'¢ tarvemenen Se Po oo seh Seen comers Sa Steam peers gt eg Oy gy FS 
* a . accuracy e ent of registrations received a e@ time the report Is pw cannot assume any liabili y 
oe eee es S8I8". at the Bailey-Powell outlet in Spar-| reason of inaccuracies or omissions."—R. L. Polk & Co. oj iv 


"$205, 2 at $155. 
Catalina, 


"53 Cranbrook 4-dr., 
PONTIAC — ‘56 Chieftain 4-dr. 
. 


$895* (ps). 
"55 Star Chief 2-dr. Catalina, $600*. 
*53 Chieftain 2-dr. Catalina, $115*. 
*52 Chieftain 4-dr., $140, $130*. 
STUDEBAKER—’'57 Scotsman (6) 


$525. 
MISCELLANEOUS — ’56 Ford (6) 
pickup, $700. 
"50 GMC (6) %-ton pickup, $115. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are 


BUICK—'59 LeSabre 2-dr. hardtop, $2, 600* 
(ps), a 625° (ps); 2-dr., $2,295 
‘58 Limited 4-dr. Riviera, "$2,465° (@s); 
RM conv., $2,025* (ps). 
’57T Special 2-dr, Riviera, $1,460* (ps), 
$1,305*; RM 2-dr. $1,450*° 


4-dr., 
F-100 


(ps); Century conv., 
'56 Century 4-dr, -Riviera, $885* 


$515*. 

"55 Super 2-dr. ~—— $820° (ps), $585* 
(ps); Special Riviera, $725*, 
$610*, $550° (ps 

"54 Super car. Riviera, $700* (ps); 

conv., $300* (ps); Special 4-dr., $455°; 








New Passenger-Car Registrations, 4 States for October, 1959-1958 







































































































































































Car registrations by AMC Ich | D | HRY Mer- | FORD Cadil-| Ch S-P |Miscel- 
states as compiled Ram- aoe) ae e- | Dod yy | LER | Ford | Edsel |Lincol + Buick | “70! ev- | Olds. | Pon. ‘ “ 
by R. L. Polk & Co bier ler rial | Soto 9! outh TA r sel i! "| cury |TOTAL| Sulc lac rolet |mobile| tiac TOTAL See b- a TOTAL 
District of Columbia ‘59 106 26 ? 10 58 149) 252 437 12 13 68 ! 9 77| 460 159 182 969 47 322| 22% 
‘58 58 35 5 9 74 212| 337 268 2 13 st 319) | 31] 274 a re 499 13 259 1485 
Idaho 59 %| ~*20 a 
‘58 108 15 3 13 54 104 189 221 il 9 49 290 71 30 234 51) 69 455 16 156 1214 
New Hampshire ‘59 118 17 3 é 26 7 149 229 i 2 40 282 42 23 409 68 89 633 4 1465 
‘58 113 4 | 5 41 89 145 159 2 5 23 189 53 12 264 41) 33 403 14 in 1045 
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Technical PERSONNEL CHANGES 








M. M. Anderson has been ap- 
pointed engineering vice-president 
of Stran-Steel Corp. with headquar- 
ters in Stran-Steel’s recently com- 
pleted engineering center in Terre 
Haute, Ind. 

He will have responsibility for 
product development and all other 
engineering functions, 

+ * + 


Gorman Promoted in L. A. 
Ralph S. Gorman has been nam- 
ed assistant technical director of 
the Los Angeles technical service 
department of Sherwin-Williams 
Co, He succeeds Hugh Williams, 
who has been transferred to Brazil 
as technical director of the com- 
pany’s Sao Paulo plant. 
* 


Packard Electric Promotes 


Chestnut and Cashman 


The promotions of George W. 
Chestnut to production control and 
purchasing director and Robert M. 
Cashman to methods engineering 
and work standards director, suc- 
ceeding Chestnut, have been an- 





. «- 
G. W. Chestnut 


nounced by Packard Electric di- 
vision, General Motors Corp., War- 
ren, O. 

Chestnut succeeds Albert A, Rud- 
kin who, for the past year, has 
been on special assignment report- 
ing to the general manager and 
who becomes divisional comptroller 
at Delco products division of Gen- 
eral Motors in Dayton, O. 

* + * 


R. M. Cashman 


Buick Appoints Johnson 


Plant Layout Director 


Appointment of Donald H. John- 
son to the newly 
established post 
methods and 
plant layout en- 
gineering director 
has been an- 
nounced by Buick, 

With General 
Motors since 1936, 
Johnson will 
serve as coordi- 
nator of forward 
planning and 
manpowerand 


D. H. Johnson 
the design and control of the phys- 
ical arrangement of the Buick 
plants. 


* * * 


AC Names MacArthur, 


Batz to Executive Posts 


Two executive appointments in 
the engineering and equipment 
sales departments have been an- 
nounced by AC Spark Plug. They 
are: 

John E, MacArthur jr., director 
of new idea, new devices and pat- 
ent activities in engineering, and 
Leonard E. A. Batz, sales engineer 
in the equipment-sales department. 

+ x + 


AMP Appoints Crowe 


Gordon A, Crowe has been ap- 
pointed chief process engineer for 
the engineering science division of 
American Metal Products Co., De- 
troit. 

* * 


* 
Packard Electric Shifts 3 
Realignments of responsibilities 
in the product engineering depart- 
ment of Packard Electric division, 
General Motors, have been an- 
nounced, L, E. Pogue has been 
named director of quality control; 
C. E. Weitz, staff engineer—motors, 
and Frank E. Dresner, becomes 
staff engineer—cable. 
. * + 


Rimmler Elected President 


Of Pressed Metal Institute 


F, F. Rimmler, Volkert Stamp- 
ings, Inc., Queens Village, N. Y., 
has been elected president of the 
Pressed Metal Institute. 

Other officers are M. A. Sher- 
wood, Grand Haven Stamped Prod- 


ucts Co., Grand Haven, Mich., vice- 
president; W. J. Rimrose jr., Dick- 
ey-Grabler Co., Cleveland, vice- 
president; Melvin Lorentz, HPL 
Mfg. Co., Cleveland, secretary- 
treasurer, and W. Bryant Gemmill, 
American Stamping Co., Cleveland, 
honorary secretary-treasurer, 
* *” + 


Lane Gets Nod 


Carra L. Lane has been appoint- 
ed manager of plant operations for 
Chicago Pneumatic Tool Co. All 
manufacturing and engineering op- 
erations in the company’s domestic 
plants will be under his jurisdic- 
tion. He will also coordinate oper- 
ations at the company’s wholly 
owned subsidiaries. 

Bd * * 


Bundy Promotes Bernthal 


Arthur F. Bernthal has been ap- 
pointed managing director of 
Bundy Tubing Co.’s Research and 
Development Laboratories. He suc- 
ceeds Dr. R. H. Hobrock and G. S. 
Wiley, who have retired. Bernthal 
had been advertising and sales de- 
velopment manager. 

a * * 


Cross Buys Malaker Firm 


DETROIT.—Acquisition of 
Stephen F, Malaker Associates, 
consultants in nuclear and _ elec- 
tronics fields, has been announced 


Cross Co., 
machinery and equipment. 
subsidiary has been renamed 
Cross-Malaker Laboratories, Inc., 
and new research laboratories and 
administrative facilities have been 
established in Mountainside, N. J. 
* + * 


Sydor Named Chief Engineer 
Edward J. Sydor has been named 
chief engineer for the Cycleweld 
Chemical Products division, Chrys- 
ler Corp. He had been senior re- 
search scientist. 
a + + 


3 Promoted by Bendix 


M. J. Kennedy has been named 
general manager of the Bendix fil- 
ter division at Royal Oak, Mich., 
and Harry Stolar has been appoint- 
ed general manager of the Bendix 
Marshall-Eclipse division at Troy, 
N. Y. Frederick C, Weyburne, for- 
merly general manager of both 
divisions, has been named an as- 
sistant group executive of the cor- 
poration with headquarters in 
South Bend. 


* * * 


Dr. Brooks Retires 

Dr. Arthur E. Brooks, assistant 
director of research and develop- 
ment for United States Rubber Co., 
has retired after 30 years with the 
company. 

* + 

Burnett, Wiese, Gumbleton 


Receive SAE Citations 

Three Detroit area engineers 
have received citations from the 
Society of Automotive Engineers. 
They are: 

William E. Burnett, manager of 








President's Award— 


by Milton O, Cross jr., president of | © 
builder of automation | ; 
The " 











Former President Harry S. Truman, cen- 
|ter, presents the Automotive Warehouse | 
Distributor Assn. president's award to| 
| Victor L. Toft, Sidles Co., Omaha. To the! 
left is Thomas S. Perry, AWDA president. 
Toft was named “automotive man of the) 





year" and received the award during the | 


12th national AWDA convention. | 


Lincoln and Mercury engine engi- 
neering; Warren M. Wiese, re- 
searcher with the General Motors 
Research Laboratories’ fuels and 
lubricants department, and James 
B. Gumbleton, project engineer 
with the GM engineering staff’s 
power-development group. 
* * + 


Chrysler Ups Bonnington 
James R. Bonnington has been 
named manager of byproducts for 
Chrysler Corp.’s purchasing depart- 
ment. He had been in the byprod- 
ucts department of the company’s 
stamping division. 
* * * 


Hugger Wins Promotion 


Richard H. Hugger has been | 
named senior department manager | 
at United States Rubber Co.’s re-| 
search center in Wayne, N. J. He} 
had been manager of the mechani- 
cal engineering research depart- 
ment. 





* * 


U. S. Rubber Ups Lynch 


John W. Lynch has been appoint- 
ed manager of U. S. passenger tires 
for the tire division of United 
States Rubber Co. He formerly was 
manager of U. S. tread rubber and 


repair materials. 
a * * 


Bendix Promotes Schock 


To Executive Engineer 


Walter E. Schock has been ap- 
pointed executive engineer in the 
automotive engineering section of 
Bendix Products 
division, Bendix 
Aviation Corp, at} 
South Bend. 

Schock became} 
a Bendix labora-| 
tory technician| 
specializing in| 
vacuum power| 
braking equip-| 
ment in 1940, He| 
was appointed de- 
velopment engi-| 

W. E. Schock neer in 1955, and | 
became an executive sales engineer | 
in 1956. 


* * * 





Potts New President 
Of Bonney Forge 
J. M. Potts has been elected 
president of Bonney Forge and 
Tool Works,| 
Allentown, Pa.,| 
and Alliance, O. 
Potts had 
served as vice- 
president and di- 
vision Manager 
of the Allentown 
Bonney plant. 
W. M. Jackson 
and C. A. Boz 
will continue as 
assistant man- 
gers in Allentown 


J. M. Potts 
and Alliance, respectively. 
. + ca 


Watson Joins Bendix Unit 


Edwin B. Watson has been 
named chief engineer of the diesel 
department at the Scintilla divi- 
sion, Bendix Aviation Corp. Associ- 
ate professor of mechanical en- 
gineering at Cornell University 
since 1947, he succeeds Louis J. 
Garday, who has retired. 

* * ” 


AC Appoints Blasingame 
Milwaukee Engineering Chief 
Dr. Benjamin P. Blasingame, for- 
mer head of the astronautics de- 
partment at the U. S. Air Force 
Academy, has been appointed di- 
rector of engineering for AC Spark 

Plug’s Milwaukee operations, 
Blasingame, among the original 
group chosen to establish the Air 
Force ballistic missile division, for- 
merly was director of the Titan in- 
tercontinental ballistic-missile pro- 

gram. 
*~ os + 

Singer Joins Moline 
Robert B. Singer, former re- 
search and development engineer 
for Dana Corp., has been named 
manager, experimental department, 
engineering division of Minneapo- 
lis-Moline Co, 
* * * 


Powder Metallurgy Group 


Elects Demrick President 


Carl J. Demrick, president of the 
Amplex division of Chrysler Corp., 
has been elected president of the 
Powder Metallurgy Parts Manufac- 
turers Assn. He succeeds K. M. 
Gieszer, president of Dixon Sinta- 
loy, Inc., Stamford, Conn. 

Smith Bolton, general manager 





(Continued on Page 26, Col, 2) 





Stainless steel provides greater corrosion-resistance than 
any other trim metal. The reason, of course, is that stain- 
less steel is solid. It has no applied surface, coating, or 
coloring to crack, chip, peel, or fade away. Stainless de- 
pends on nothing but its own toughness and inherent 
strength. 

You can assure your customers that their new car will 
retain its sparkling beauty wherever stainless is used— 
not only this winter but also for years beyond. Tell them 
to wash the stainless trim along with the rest of the car. 
No waxes or chemicals needed to restore its original 
luster. No lacquers required to protect it afterward. 

And don’t forget, when the car comes back to you in 
trade, stainless steel will make it easier to recohdition 
and re-sell. 

Know the stainless steel trim on your product. Then 
sell the corrosion-resistance that only stainless steel can 


REPUBLIC 
STEEL 


GENERAL OFFICES « CLEVELAND 1, OHIO 
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Valiant Triggers a Trend in Electronics .. . 





Swing to Alternators Is Forecast 


(Continued from Page 14) 


Valiant and of selling it to the 
Chrysler management and to Mo- 
torola. 

Gleason said, “We told them we 
wanted to go into this alternator 
project and we convinced them 
we were serious. But the whole 
thing ded on the commer- 
cialization of the diode.” 

By “commercialization” he meant 
getting the cost low enough. Al- 
though Gleason did not say this, 
the obvious implication to Motor- 
ola is that all Chrysler Corp. cars 
will bring out alternators in the 


near future. : 
. * a 


geromewn TARZIAN CO., a smaller 
electronic firm, also supplies a 

m of the rectifiers for the 
Valiant alternator. 

There are two reasons why Chrys- 
ler decided to introduce the alterna- 
tor on the Valiant. First, the alter- 
nator weighs only 12 pounds, com- 
Pared with about 21 pounds for a 
generator of equal performance. 
And weight is an important—almost 
a deciding—factor in the engineer- 
ing of a compact car. 

The second factor is that Chrys- 
ler is in the process of expand- 
ing its 


Chrysler is cutting 
the volume of its purchases 
from Electric Autolite. 

Among the other advantages 
claimed for this alternator are 
its ability to: 

1. Gain in electrical output much 
faster than a generator does, For 
instance, a typical truck generator 
produces about 20 amps at 14 miles 
an hour, compared with the 80 
amps obtainable from an alternator 
at the same speed. 

* + oe 


Outlives 2-3 Generators 


- PERFORM trouble-free for as 
as much as 100,000 miles, or 
two or three times that of many 
generators, 

3. Produce bigger electrical loads 
which could be an important fac- 
tor if the trend to more electrical 
accessories resumes in the future. 
Even with their higher cost esti- 
mates for rectifiers, Delco-Remy 
predicted that the alternator would 
be economically feasible when 50- 
amp generators were needed. The 
four largest GM cars now use 45- 
amp generators for air-conditioned 
cars. Car electrical load require- 
ments have risen 600 percent in the 
last 20 years. 

4. Extend battery life by elimi- 
nating “deep cycling,” the radical 
ups and downs in power which 
are so hard on a battery. 

5. Operate without some kind of 
@ cooling system or technique. In 
contrast, the sillenium alternator 
and the germanium diodes do re- 
quire cooling. This is usually ac- 
complished by a system of fins or 
ee the rectifier in streams 

r. 


6. 


* + oF 
SUPPLY electricity to the bat- 
tery without the current being 








GM Veteran Honored— 


Twenty-five year service anniversary was 
observed at Pontiac as S. E. Knudsen, 
right, general ger, pr ted the 
traditional watch award to E. M. Estes, 
chief engineer. Estes, a graduate of Gen- 
eral Motors Institute and the University of 
Cincinnati, joined Pontiac in his present 
capacity in 1956 following various assign- 
ments of responsibility with GM research 





| discharged back to the alternator 
'when it stops, A current cut-out 
|relay is now required to prevent 
this from happening with a gener- 
ator, but this relay is eliminated 
with an alternator. 

A major difference between a 

generator and an alternator is 
| that the generator produces 
direct current while the alter- 
nator produces alternating cur- 
rent, AC could be used for every 
electrical job on a car except for 
battery charging. 

Some auto accessories, including 
the electroluminescent instrument 
panel on Chrysler and Imperial, de- 
mand AC power. The DC power is 
reconverted for this application. 

The job of converting the AC 
current in a Valiant alternator to 
DC current is accomplished by the 
rectifier which relies on six diodes. 
The diode is a tiny wafer—1/16 of 
an inch in diameter and 12/1000 of 
an inch thick—which acts as a 
check valve, permitting the current 
to flow one way only. ¥ 

o 


Economical Production 

f doves big significance of the Vali- 
ant alternator is that it has 

shown that semiconductors such as 

the diode can be made cheaply 

enough for large-volume usage in 

the auto industry. 

This has come as a mild surprise 
to many because of the austerity 
binge many engineering depart- 
ments have been on for the last 
two years. But they'll always go for 
better performance, if it doesn’t 
cost any more. 

Since it’s now been proven that 
the diode can be made cheaply 
enough, it’s only a matter of a 
short time before some electronic 
firm will automate sufficiently to 
produce the diode’s big brother— 
the transistor—at a low enough 
price. This is a big step, but not 
as big as the one taken. 

When this happens, and it’s in- 
evitable, transistor applications will 
begin popping up all over, Motor- 
ola’s Dr. Hogan predicts that every 
car will have 15 to 25 semiconduc- 
tors in the next few years. 

* oe om 


FT RANSITORISED ignition sys- 
tems will be the first important 
development once this cost barrier 
is broken. All Big Three engineer- 
ing departments have done a lot 
of work along this line, and it’s 
only a matter of a relatively short 
time before this breakthrough oc- 
c 


more suitable for a transistor igni- 
tion than a generator is. 

Before long the fully-transistor- 
ized radio will be standard equip- 
ment. Some makers now offer 

transistorized radios at 
extra cost. Almost every electrical 
accessory can be improved by the 
use of transistors and diodes. 

Among the possible applications 
are gas-tank fuel pumps, electric 
clocks, rear-view mirror flippers, 
phonographs, rear-approach warn- 
ing devices, starter switches, gover- 
nors, air conditioning and heater 
controls, horn relays, fuel injection 
systems, car TV and telephones and 
transmission controls. 

In the meantime, the top elec- 
tronic firms, realizing that the auto 
makers are serious about semi- 
conductors and that competition 
may force their hands, have begun 
spirited campaigns to sell their 
diodes and transistors. 

+ * * 


Sales Effort Gains 


| gp wedenacaapnted sales engineers are 
stepping up their visits to the 
Detroit engineering offices. Com- 
panies which have not already set 
up Detroit offices are now doing so. 
Many Big Three electrical engineers 
are being invited to visit the semi- 
conductor plants. 

An important byproduct of this 
whole situation, arising from the 
Valiant alternator, is that every 
industry in the country will have 
an opportunity eventually to buy 
diodes and transistors at a lower 
cost, 

Every American who uses elec- 
trical equipment may eventually 
benefit from this decision. 

* * * 


Delco Radio to Build 


Silicon Rectifiers 


KOKOMO, Ind.—Delco Radio di- 
vision has entered the silicon recti- 
fier field, it is announced by D. A. 
Sandberg, general sales manager. 

First rectifier offerings of the di- 
vision, long a producer of high 
power transistors, consist of four 
models each in two series—rated at 
40 and 22 amperes for continuous 
duty up to ambient temperatures of 
150 degrees Centigrade. 

“These rectifiers were designed 
to function perfectly at maximum 
capacity under conditions of ex- 
treme temperatures, humidity and 
mechanical shock,” Sandberg said. 
“They are an important addition to 
Delco Radio’s high quality semi- 





urs. 
Incidentally, the alternator is 


conductor line.” 








Technical PERSONNEL CHANGES 








of U. S. Graphite Co., Saginaw, 
Mich., was elected vice-president. 
G. G. Fellows, president of Ameri- 
can Powdered Metals, Inc., North 
Haven, Conn., is the new treasurer. 
Marshall E. Jetty, president of 
Brockway Pressed Metals, Inc., 
Brockway, Pa., was elected to the 
board of directors. 


Forbush Succeeds Thorne 


In GM Engineering Post 
Lothrop M. Forbush has been 
promoted from assistant engineer 
to engineer in charge of the ve- 
hicle-development group for the 
General Motors -.engineering staff. 
He succeeds Maurice A. Thorne, 
who has retired. 

Thomas Scott, head of the auto- 
motive ordnance section, has been 
named to replace Forbush. 


* * + 
Wesson Appoints Shrope 
Appointment of Henry V. Shrope 
as a service engineer in Michigan, 
Indiana and Kentucky has been an- 
nounced by Wesson Co., Ferndale, 
Mich. 


> oe * 
DuMont Promotes Accardo 
In Engineering Duties 
Nuncie A. Accardo has been pro- 
moted to engineering manager for 
automotive test equipment at Allen 
B. DuMont Laboratories, Inc. 
In his new post, Accardo will 
have supervisory responsibility for 





laboratories and car division engineering. 





design and engineering of the com- 





(Continued from Page 25) 


pany’s EnginScopes, IgnitionScopes 
and related automotive test equip- 
ment. 

* 7” * 


Associated Spring Names 


3 New Sales Supervisors 

Appointment of three divisional 
sales supervisors has been an- 
nounced by Associated Spring 
Corp. They are: 

N. J. Coulles, B-G-R division, 
Plymouth, Mich.; Troy L. Sorensen, 
Chicago sales and engineering of- 
fice, and John V. Gidley jr., Mil- 
waukee division. 

* * * 


Pontiac Names De Lorean 
To Engineering Post 
In one of three appointments 
announced by Pontiac, John Z, De 
Lorean, former advanced engineer- 
ing director, has been named as- 
sistant chief en- 
gineer in charge 
of advanced de- 
sign, body and 
paint trim sec- 
tions. 

Under the or- 
ganizational re- 
alignment, J. P. 

_ Charles, assistant 
chief engineer, 
assumes charge 
of administration, 
J. Z, De Lorean chassis, engine, 

electrical, and heating, ventilating, 


At Motorola's Semiconductor 





Plant— 


Dr. C. Lester Hogan, left, general manager of Motorola's semiconductor products 
division, and Donald Dickson, product manager for the silicon rectifiers, meet along 


Motorola's Chrysler rectifier line. 





Great Potential Seen ... 
Painting by Electricity 


(Continued from Page 14) 


sprayed the final coats on a car 
body electrostatically, largely be- 
cause the problem of changing 
colors from one car to the next 
has to be solved. 

This problem now requires that 
either a quick means of changing 
from one color to another be de- 
veloped or that a two-or-three-job 
gap be permitted on the line. 


* * * 


2 Electrostatic Systems 
HE latter solution isn’t economi- 
cally feasible, although one 
manufacturer is expected soon to 
have an automatic color changer 
that will solve the problem. 

There are two general types of 
electrostatic systems — pneumatic 
and nonpneumatic. The pneumatic 

system depends upon the atomi- 

zation of paint by air with a more 
or less conventional spray gun. 

The spray is then blown through 

an electric field, where it is 

charged and thus attracted to the 
body which is grounded. 

The nonpneumatic method de- 
pends on an electrical discharge 
to pull the paint from the spray 
gun. A particle does not leave the 
gun unless it is pulled off by the 
discharge, or in some cases spun 
off by centrifugal force, Then it 
goes to the closest ground to rid 
itself of its charge, 

The efficiency of this system is 
greater than that of the pneumatic 
system because some of the parti- 
cles blown through the electrostatic 
field do not receive a charge and 
they’ll miss the work if they’re not 
aimed at it since there is no force 
to carry them to the work. 

. * * ok 
J_OWEvER, the pneumatic meth- 

od is the only one currently 
usuable with the high metallic 
paints, which are now so popular, 
because the nonpneumatic tech- 
nique tends to be shorted out by 
the aluminum in the metallic 
paints. 

Since the distance an atom of 
paint travels from the electrostatic 
gun is considerably more than 
from a conventional spray gun, 





Frost Buys Hensley Motor 


CARLSBAD, N. M.—Hensley 
Motor Co. (Pontiac-Oldsmobile- 
Cadillac), 1201 S. Canal, has been 
purchased by Vern Frost, former 
Chevrolet dealer in Munday, Tex. 
The name of the firm has been 





and air conditioning sections, 


changed to Central Motor Co. 


there is more time for the paint 
particle to lose its solvent. So, it’s 
generally necessary to use a solvent 
that doesn’t evaporate so rapidly. 

However, this situation is com- 

pensated for somewhat by the 
fact that in conventional spraying 
large volumes of air are blown 
through the atomized paint which 
speeds up the evaporation of the 
solvent considerably. 

Halstead asserted, “Whenever we 
consider the possibility of using 
electrostatic painting we must ex- 
pect to spend a little time in mak- 
ing adjustments, We may change 
physical properties, such as vis- 
cosity, evaporation rate, surface 
tension, etc., but not the chemical 
properties which affect durability.” 

a a oe 


Airless Spraying 
PROBLEM with electrostatic 
painting — especially with lac- 
quer—which GM uses—is that there 
is a safety and fire hazard. 

Switching to a discussion of air- 
less spraying, Halstead said this 
process is a relatively new method 
or technique for painting which is 
applicable for bodies. 

“Here the atomized paint is 
propelled to the body by force 
due to hydraulic pressures that 
range from 600 to 1,200 pounds 
per square inch,” he said. “There 
is no large volume of air mixed 
with the paint that causes over- 
spray and bounce back that you 
get with conventional pneumatic 
spraying. This greatly increases 
the efficiency.” 

The big problem with this process 
concerns the spray gun nozzles 
whose openings must be kept to 
20/1,000 of an inch or less, This is 
extremely difficult since a highly 
pigmented primer will cut through 
a chrome-plated brass nozzle in 
about 30 minutes. 

* + * 

MANY types of material—includ- 

ing diamonds—have been tried 
in an effort to find one that doesn’t 
erode too quickly. The best known 
material for abrasive type paints 
at present is tungsten carbide, but 
its very difficult to work and ma- 
chine this material. 

Halstead concluded, “At present 
airless spray has to be limited to 
areas where the finish is not critical 
for appearance (where primer is 
used for corrosion protection only). 
Most of the spraying that we do 
in the body shop is done with air- 
less spray. This greatly reduces the 
hazard of spraying near welding 
operations.” 





—JosepH M. CALLAHAN 
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Used-Car Auction Prices 











(Continued from Page 24) 


(8) station wagon 2-dr., 


(6) station wagon 


Two-ten 
$590*; One-fifty 
2-dr., $515. 

54 One-fifty station wagon 4-dr., 
Two-ten (6) 4-dr., $310. 

CHRYSLER — '55 Windsor 
(ps). 

DeSOTO—’57 Firedome 4-dr. hardtop, 
370* (ps). 

DODGE—’57 Coronet 
$1,210* (ps). 

FORD— 59 Fairlane 500 (8) 2-dr. Victoria, 
$2,055*, $2,000* (ps). 

’58 Thunderbird (8) conv., $2,800* (ps); 
Fairlane 500 (8) conv., $1,460* (ps), 
$1,430* (ps); Country Sedan (8) 4-dr., 
$1,305* (ps). 

57 Fairlane 500 (8) 


Used Imported 


Cars 


$350; 
4-dr., $575* 

$1,- 
(8) 


4-dr. hardtop, 


4-dr. Victoria, $1,- 














ALBANY 
Triumph—' 56 conv., $785. 
BORDENTOWN, N. J. 
Datsun—'59 4-dr., $825. 
MG—’'57 2-dr., 2 at $1,175. 
Volkswagen—’'59 2-dr., $1,350. 
*58 2-dr., $1,180. 


CALDWELL, N. J. 
Hiliman—’58 Husky station wagon, $730. 
Mercedes-Benz—'55 (220) 4-dr., $1,425. 
Simea—’60 station wagon 2-dr., $1,470. 
Volkswagen—'57 2-dr., $680. 


CHICAGO 

"58 station wagon, $1,400. 
Renault—’59 Dauphine, $800. 

'57 Dauphine, $405. 
Triumph—’59 TR-3 roadster, $675. 
Vauxhall—’'59 4-dr., $955. 
Volkswagen—'57 Karmann-Ghia, $1,290. 

"6S 2-dr., $650. 
Volvo—’59 2-dr., $1,695. 


DETROIT 


(English)—’58 Anglia 2-dr., 


EBENSBURG, PA. 
Renault—'57 4-dr., $505. 


LOS ANGELES 
Austin—’'53 conv., $240. 
Goggomobil—’'59 Coupe de Ville, $490. 
—'57 XK140 MC roadster, $1,780. 

"52 XK120 2-dr., $660. 
Metropolitan—’59 2-dr., 

"58 2-dr., $950. 
Renault—'59 4-dr., $1,080. 

*58 Dauphine 4-dr., $1,000. 
Triumph—’59 TR-3 roadster, 
Volkswagen—'59 2-dr., $1,575. 

"58 sunroof, $1,425 

’56 2-dr., $900; sunroof, $900. 

’55 sunroof 2-dr., $800. 


MANHEIM, PA. 

Alfa Romeo—'58 conv., $1,885. 

DKW—’58 2-dr., $710. 

‘57 hardtop, $535. 

Fiat—’'60 2-dr., $835. 

’58 4-dr., $875. 

Ford (English)—’59, $94v. 

"58 4-dr., $1,085, $720. 
Isetta—'57, $250. 

MG—’'58 MGA conv., $1,340. 

"57 MGA roadster, $1,075. 

"56 MGA 4-dr., $950. 
Mercedes—'55 4-dr., $1,600. 
Metropolitan—’'56 2-dr., $600. 

’55 2-dr., $230. 
Moretti—’59 sport coupe, 
Opel—’59 2-dr., $1,500; 

435. 

Renault—’60, $1,320. 
’59 Dauphine, $1,175. 
*58 Dauphine sunroof, $700. 
"57 4-dr., $695. 

Simea—'58, $825; 

$525. 
ilies Rapier 2-dr. 


Opel- 


Ford $675. 


$1,050. 


$1,575. 


$1,325. 
station wagon, §$1,- 


station wagon 2-dr., 


hardtop, §$1,- 
Taunus—’59 station wagon, $1,435. 
Volkswagen—'59 conv., $1,660; 2-dr., 
550, $1,525, 3 at $1,500, $1,480. 
58 2-dr., $1,475, $1,220; sunroof, 
210; conv., $835, $775. 
Volvo—'59 (544) 2-dr., $1,625. 
"58, $975. 


OAKLAND, CALIF. 
Fiat—’59 Multipla 4-dr., $950. 
Goggomobil—’59 2-dr. hardtop, 
MG—’'59 MGA, $2,050. 

"58 MGA roadster, $1,695. 

’56 MGA conv., $1,200. 
Porsche—'57 speedster conv., 
Renault—’59 4-dr., $1,150. 

*58 Dauphine 4-dr., $1,005. 
Simea—'58 4-dr., $885. 

’57 Aronde 4-dr., $545. 
Volkswagen—’58, $1,100. 

56 2-dr., $975. 

"55 2-dr., $700. 

Volvo—’58 Deluxe 2-dr., $1,025. 


PORTLAND, ORE. 
Fiat—’58 2-dr., $700. 
Metropolitan—’56 2-dr., 
Volkswagen—’57 2-dr., 
55 2-dr., $800. 


SEATTLE 
Austin-Healey—’58 roadster, 
Borgward- 


$1,- 
$1,- 


$400. 


$2,220. 


$675. 
$950. 


$2,010. 
’58 station wagon, $1,405. 


VALDOSTA, GA. 
Volkswagen—’57 station wagon 2-dr., $965. 


WAREHOUSE POINT, CONN. 
Simea—'58 Verdett 4-dr., $790. 
Volkswagen—’58 2-dr., $925 


WEST PALM BEACH, FLA. 
Borgward—’59 Isabella station wagon 2- 

dr., $1,460; Combi 2-dr., $1,325. 

"5S Combi station wagon 2- dr., $1,070. 
Ford (English)—’'59 Escort station wagon 

2-dr., $975. 

"58 Squire station wagon, 
Hillman- "59 4-dr., $1,150. 

58 Minx conv., "$780. 
Jaguar—’57 conv., $1,550. 
Mercedes-Benz—(190) 4-dr., 
Morris—’52 Minor 4-dr., $190. 

nault—'59 Dauphine 4-dr., 

‘58 Dauphine 4-dr., $745. 
_'57 Dauphine 4-dr., $665. 
Volkswagen—’56 2-dr., $750 

"55 2-dr., $565; 4-dr., $545. 


$620. 


$1,400. 
$850. 





200* (ps), $1,115* (ps); Country Se- 
dan (8) 4-dr., $1,195* (ps), $1,185*; 
Custom 300 (8) 2-dr., $875* (ps); 
Ranch Wagon (6) 2-dr., $800. 

"56 Fairlane (8) conv., $815* (ps), 
$650*; 2-dr. Victoria, $650; Country 
Squire (8) 4-dr., $785; Ranch Wagon 
(8) 2-dr., $675; Ranch Wagon (6) 
2-dr., $650*; Parklane (8) 2-dr., $650* 
(ps); Custom (8) 4-dr., $605*, $585*; 
2-dr., $600, $595, $550; Main (8) 
2-dr., $600. 

‘55 Fairlane (8) 2-dr. Victoria, $725; 
Country Sedan (8) 4-dr., $675*, $570* 
(ps); Ranch by (8) 2-dr., $395*; 


Custom (8) 2- , $500. 
LINCOLN—’58 Continental Mark III 4-dr. 
hardtop, $3,000* (ps). 

’55 Capri 2-dr. hardtop, 
$540* (ps). 

MERCURY—’57 Colony Park 4-dr., 
295* (ps); Monterey 2-dr. 
$1,115". 

°56 Montclair 2-dr. hardtop, $750. 

55 Monterey 2-dr. hardtop, $690*; 
$650*, $605*, $530* (ps), $480* 
Montclair conv., $675* (ps). 

’54 Monterey 2-dr. hardtop, $500*. 

OLDSMOBILE—’57 (88) 2-dr. Holiday, 
$1,430* (ps); 4-dr. Holiday, $1,300* 
(ps); 4-dr., $1,200. 

*55 (98) 4-dr. Holiday, $920* (ps); 
$875; conv., $810* (ps); (88) 
Holiday, $860* (ps). 

ee ae —55 Packard Line 4-dr., 
(p 
PLYMOUTH—’60 Fury 

’57 Belvedere’(8) 4-dr., 

"56 Belvedere (6) conv. 

’55 Belvedere (8) conv. 
(6) 2-dr., $395; Savoy (6) 4- ar., 

’54 Savoy (6) 4-dr., $335, $320. 

PONTIAC—’57 Star Chief 2-dr., $1,295. 

’56 Safari 2-dr., $1,030* (ps). 

’55 Chieftain 2-dr. Catalina, $575*, $570* 
(ps); Star Chief 4-dr., $570* (ps). 

STUDEBAKER—’55 Commander (8) 2-dr., 


$670*; conv., 


$1,- 
hardtop, 


4-dr., 
(ps) ; 


4-dr., 
4-dr. 


$560* 
(8) conv., $2,700*. 


$1,025* (ps). 
$565* 


$340. 
MISCELLANEOUS—’56 Ford (8) pickup, 
725. 
’55 Chevrolet (8) panel, $310. 
’54 Chevrolet (6) pickup, $375. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Nov. 19. 
Prices better than ever on late model cars. 


Clean units always in demand, Sold 76 

from 89 consignments, 

BUICK—’56 Super 2-dr. Riviera, $720* 
(ps). 

’55 Century 4-dr, Riviera, $810*. 

’54 Special 2-dr. Riviera, $320. 
CADILLAC—’52 (62) 2-dr., $310*. 
CHEVROLET—’59 Impala (8) conv., $1,- 

805 (ps). 
’57 Two-ten (8) Delray, $380. 


’55. Bel Air (8) 4-dr., $635; Two-ten (6) 


4-dr., $525*; One-fifty (6) 4-dr., $290. 

"54 Bel Air 4-dr., $450*; Special 4-dr., 
$160. 

DeSOTO—'57 Adventurer conv., $1,445* 
(ps). 

"53 Power Master 4-dr., $165*. 

DODGE —’56 Royal (8) 2-dr. hardtop, 
$630*. 
FORD—'60 Falcon (6) 2-dr., $1,925. 

*5S Ranch Wagon (8) 2-dr., $1,335. 

’57 Custom (8) 2-dr., $790*, $785; Cus- 
tom (6) 4-dr., $790. 

’56 Custom (8) 2-dr., $635*, $555; Fair- 
lane (8) conv., $620* (ps); 2-dr., 
$500*; Ranch Wagon (8) 2-dr., $535*. 

’55 Custom (8) 2-dr., $625; 4-dr., $475; 
Fairlane (8) conv., $525* (ps); Ranch 
Wagon (8) 2-dr., $460*. 

’54 Country Sedan (8) 4-dr., $400, $340*. 

MERCURY—'58 Commuter 4-dr., $1,710* 
(ps). 

’55 Monterey 2- =. hardtop, $605*, $575* 
(ps); 4-dr., 

NASH—’56 aiaamedas (6) Super 4-dr., 
$405". 

’55 Ambassador (6) 4-dr., $385. 

OLDSMOBILE—’56 (98) 2-dr. Holiday, 
$910* (ps). 

PACKARD—’56 Clipper 2-dr. hardtop, 
$525* 

PLYMOUTH—’57 Savoy (8) 4-dr., $700*. 


’55 Belvedere (6) 4-dr., $475; Savoy (6) 
2-dr., $400; Plaza (6) 4-dr., $375. 
PONTIAC—'56 Chieftain 4-dr. Catalina, 


$440. 
55 Star Chief 4-dr., $675* (ps); 
tain 4-dr., $500*, $415*. 
’54 Chieftain station wagon, $400* (ps). 


FARGO, N. D. 


Tri-State Auto Auction Company, Inc. 
Sale every Thursday, Prices are for sale 
of Nov. 19. Really good on really nice 


Chief- 


cars. Sold 83 cars from 154 consignments. 

BUICK—’59 LeSabre 2-dr. Riviera, $1,- 
150* (ps). 

’57 Special Estate ee 4-dr., $1,100. 

’56 Special 4-dr., $855 

55 RM 4-dr., $685* (ps); Special 2-dr., 
$550*; 2-dr. Riviera, $300*. 

'54 Special 4-dr., $430*. 

CADILLAC—’59 de Ville 4-dr. hardtop, 
$4,830* (ps); 2-dr. hardtop, $4,580* 
(ps); (62) 4-dr., $4,525* (ps). 

CHEVROLET—’59 Impala (8) 4-dr., $2,- 
095* (ps); Bel Air (8) yey $1,760; 
Brookwood (6) 4-dr., $1,7 

’58 Brookwood (8) 4-dr., 2 os $1,600*; 
Bel Air (8) 2-dr., $1,500* (ps); Bis- 
cayne (8) 4-dr., $1,250; Yeoman (8) 2- 
dr., $1,185*. 

’57 Bel Air (8) 4-dr., $1,350*, $1,310*; 
One-fifty (8) 4-dr., $905; Two-ten (8) 
station wagon 4-dr., $855. 

"56 Bel Air (8) 2-dr., $900*; One-fifty 
(6) 4-dr., $850; Two-ten (8) 2-dr., 
$760. 

’55 Two-ten (8) 4-dr., $610*, $585*. 

*54 Bel Air-4-dr., $325*. 

CHRYSLER—’57 Windsor 2-dr. hardtop, 
$1,350* (ps). 

DeSOTO—’'55 Firedome 2-dr. hardtop, 
$645* (ps); Fireflite 4-dr., $600*. 
DODGE—’53 Coronet (8) 2-dr,. hardtop, 

$130. 

FORD—’59 Fairlane 500 (8) 4-dr., §$1,- 
985*, $1,900* (ps); Fairlane (8) 4-dr., 
$1,850* (ps); Fairlane (6) 4-dr., $1,- 
485. 

58 Fairlane (8) 4-dr., $1.430* (ps). 

"57 Country Sedan (8) 4-dr., $1,350*; 
Fairlane (8) 2-dr., $1,015; Custom 300 
(6) 2-dr., $835*. 

’56 Fairlane (8) 4-dr., $980; 2-dr., $980*; 
Country Sedan (8) 4-dr., $940* (ps). 

"54 Crest (8) 2-dr. Victoria, $355*; 
Main (8) 2-dr., $260. 








HUDSON—’56 Hornet 4-dr., $550*. 
MERCURY—’58 Park Lane 4-dr., $1,875* 
(ps). 


hardtop, $505*. 
(88) 4-dr., $1,390", 


"54 Monterey 2-dr. 
OLDSMOBILE—’57 
$1,280". 
"56 (88) Super 4-dr., (ps), 
"54 (88) Super 4-dr., ° 
PACKARD—’'56 Clipper 4-dr., $605. 
PLYMOUTH—’'56 Plaza (8) 4-dr. hardtop, 


$990* 
$490* 


'55 Savoy (8) 4-dr., $550. 
'52 Cranbrook 4-dr., $105. 
PONTIAC—’57 Super Chief 4-dr, Catalina, 
$1,225* (ps). 
"56 Chieftain 2-dr., 
"55 Star Chief 4- dr., 


$605*. 
$750* (ps). 


MISCELLANEOUS—’58 Dod ge %-ton, 

’57 Chevrolet 2-ton, $1,125. 

’56 Ford %-ton, $580*. 

’54 Ford 2-ton, $490. 

DETROIT 
Aptco Auto Auction, Sale every Wednes- 
day, Prices are for sale of Nov, 18 
or ~57 RM 2-dr. Riviera, $1,275* 
ps). 

56 Century 4-dr. Riviera, $750*; Special 
4-dr. Riviera, $650*. 

‘55 Special 2-dr. Riviera, $475*. 

CADILLAC—’56 (62) 4-dr., $1,075*. 
'55 (62) 4-dr., $875* (ps). 
CHEVROLET—’60 Corvair (6) 4-dr., $2,- 
150, $2,050. 

58 Impala (8) conv., $1,730*; conv., 
$1,675* (ps); Yeoman (6) 2-dr., $1,- 
425. 

7 Two-ten (6) station wagon 4-dr., 
$1,125°. 

’56 Two-ten (8) 2-dr., 080", $650; Two- 
ten (6) 2-dr., $450 

’55 Bel Air (8) conv., $055°, 


(8) 2-dr. 
$840*; Fairlane 
$940*; Custom 


Victoria, 
(8) 
(8) 


$2,500* 


’57 Firedome 4-dr, hardtop, $1,100* 
$1,525* (ps); 2-dr. hardtop, $1,300*. 
EDSEL—’'58 Pacer 2-dr., 
$2,060, 
’59 Fairlane 500 (8) conv., $2,050*; 
‘58 Thunderbird (8) 2-dr, hardtop, $2,- 
toria, $1,390* (ps); Custom 300 (6) 
$1,075*; 2-dr., 
’56 Fairlane (8) 2-dr. Victoria, $835*, 
Custom (8) 4-dr., $555*; Fairlane (8) 
2-dr., 
(ps). 
500* (ps); 4-dr., $1,370*; Monterey 


DeSOTO—’'58 Firedome 2-dr., $1,525* (ps). 
'55 Fireflite 4-dr., $550* (ps). : 
DODGE—’58 Coronet (8) 4-dr. hardtop, 
'57 Coronet (8) 4-dr., $975* 
’56 Royal (8) 2-dr. hardtop, $665*, $560*. 
$1,075 (ps). 
FORD—’60 Falcon (8) 2-dr., $1,- 
910". 
Galaxie (8) 4-dr., $2,025*; Custom 300 
(6) 4-dr., $1,785* (ps). 
650* (ps); Country Sedan (8) 4-dr., 
$1,445*; Fairlane 500 (8) 2-dr. Vic- 
2-dr., $1,085. 
‘57 Fairlane 500 
2-dr., $940*; 4-dr., 
2-dr., $680. 
$775*; 2-dr., $630*%; 4-dr., $655*. 
‘55 Ranch Wagon (8) 2-dr., $560* (ps); 
2-dr., $420; 4-dr., $220*. 
MERCURY — '59 Parklane 
’58 Monterey 4-dr., $1,475* (pa), $1,325*. 
‘57 Turnpike Cruiser 2-dr, hardtop, $1,- 
2-dr, hardtop, $1,060*; Montclair 2-dr., 
$990*; 2-dr. hardtop, $880* (ps). 





’56 Montclair 2-dr, hardtop, $790* (ps); 


J J s 
Monterey 2-dr. hardtop, $630* (ps); 4- Auctions tm Brief 


dr., $610*; Custom station wagon 4- BORDENTOWN, N. J. 
dr., $450°*. National Auto Dealer’s Exchange. Sale 
"55 Monterey 4-dr., $600*, $585*. every Wednesday (Nov. 18). Prices and 
OLDSMOBILE—’59 (88) Super 4-dr. Holi-| sales again were good. Clean, sharp cars 
day, $2,475* (ps). were bringing top dollar and average cars 


"58 (88) Super 4-dr. Holiday, $1,975*|took a slight dip. Early model cars are 
(ps); (88) 4-dr., $1,725* (ps); (98)/| still in great demand. Sold 80 percent of 
4-dr., $1,910* (ps). 411 consignments. 

‘57 (88) Super 4-dr. Holiday, 1,475* 

(on). = , ding CALDWELL, N. J. 
°56 (88) 4-dr., $840*. ‘ Skyline —_ — ae me A a 
PLYMOUTH—'58 Belvedere (8) 4-dr. hard- | ‘%Y ‘Si’. ng 57 models holding fem "56 
. . , . 
oe (ps); Plaza (8) 2-dr., and ’55 off slightly and older cars finding 

"ST Belvedere (8) 4-dr., §$940°; Savoy| yer orton ne Told 116 care from 
(8) 4-dr, hardtop, $810*. S . 

"56 Savoy (8) 4-dr., $525*. CHICAGO 

——— (8) 2-dr., $510*; conv., Greater Chicago Auto Auction. Sale every 

5 ? Thursday (Nov. 19). Good weather, stimu- 
PONTIAC—’57 Safari 4-dr., $1,410* (PS); | lated action. Plenty of buyers on hand. 
Chieftain 4-dr., $1,350* (ps), $1,200*,| sold 439 cars from 718 consignments. 


$1,055*. 
"56 Chieftain 4-dr, Catalina, $740*. 
RAMBLER—’59 Super (6) 4-dr., $1,835*. 
"55 Custom (6) 4-dr., $425*; Super (8) 
4-dr., $300*. 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (Nov. 20). Weather: Clear, Cold 73 
percent of 758 consignments. 
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with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Ceryfic and aff present-day finishes. 


AVAILABLE TO ALL CAR DEALERS 

















DON’T FORGET! 








I am ready to franchise 25 to 30 Dealers in NEW YORK, NEW JER- 


SEY and CONNECTICUT 

8-Passenger Car Made By CHECKER Motors Corp. 

THE SUPERBA SEDAN ° 
THE CHECKER TAXICAB 

I'll be happy to have you for cocktails and lunch and, of course, 


this party is on me. I look forward to seeing you. 


THANKS A LOT Vala Kuulee 


To Sell America’s First Compact 


THE STATION WAGON 





CHARLES KREISLER, Inc. 


241 Park Avenue, at 46th St., New York, N.Y. 


MU 9-6262 
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Experts Flay Tax Setup, 
But Can’t Agree on Cure 





By William Ullman 
Washington Bureau Chief 
EALERS and their accountants have done a lot of cuss- 
ing over Federal taxes, but nobody appears to pay much 
attention to their griping. Now it turns out that the tax | 





experts don’t think much of‘ 
our tax structure, either. This 
high-level griping may bring some 
results. 

As the House 
Ways and Means 
Committee open- 
ed hearings on 
overhaul of Fed- 
eral tax laws, the 
big-shot econo- 
mists proved as 
adept at name- 
calling as the 
typical taxpayer. 
The words they 
used may have 
been less profane 





William Uliman 
than the ones we hear around Apr. 
15, but it was satisfying to hear 
them, nevertheless. 

The first witnesses, all of whom 
had distinguished economic pedi- 
grees, described the income-tax 


laws as inequitable, damaging, 
enormously complicated, unmaneu- 
verable, ill-suited to our economic 
needs and destructive to incentives. 

Car merchants and their fellow 
businessmen have been saying the 
same thing for years. 

The solidarity with which the 
economists denounced the tax laws 
vanished, however, when they were 
asked to suggest cures. 

* * ok 


Surtax Reduction Asked 


ee MAGILL, president 
of the Tax Foundation and a 
former undersecretary of the 
Treasury, wanted surtax rates low- 
ered, with all rates above 20 percent 
eliminated. If we did this, said Ma- 
gill, the Treasury would lose only 
$4.6 billion a year in revenues, but 
incentives would be increased enor- 
mously. 

Magill didn’t think much of the 
idea of doing away with special 
exemptions and deductions that 
many individuals and groups en- 
joy. 

But Prof. Stanley S. Currey, for- 
mer tax law counsel for the Treas- 
ury, said that if all those who are 
exempted from paying income 
taxes were required to pay, the 
Government would receive another 
$12 billion a year. He liked that 
idea. 

Several witnesses favored some 
sort of uniform excise tax or na- 
tional sales tax. They would amount 
to about the same thing. 

* * 


Sales Tax—Pro and Con 


OE proponent was John C. Dav- 
idson, vice-president of the Na- 
tional Assn, of Manufacturers, an 
organization that has advocated a 
flat excise tax on all goods for some 
time. 

“The adoption of a uniform ex- 
cise,” testified the NAM spokesman, 
“would resolve the problem of un- 








fairness and leave no remaining 


“4 


significant impediment to applica- 
tion of available tax reduction dol- 
lars to income-tax rate reform.” 

On somewhat the same track 
was William Fellner, professor of 
economics at Yale. Fellner called 
for a retail sales tax of 7 percent 
on the things Americans buy— 
with the exception of food, rent 
and other items significant in the 
low-income budget. 

At the same time, he called for 
an across-the-board cut in income 
taxes of 15 percent, along with a 
$100 increase in personal exemp-| 
tions. Fellner also recommended a} 
ceiling of 50 percent on any bracket 
rate. 

But John F. Due, a University of 
Illinois professor, differed. He ar- 
gued that a general sales tax would 
impose burdens on those people 
who have to devote most of their 
income to living expenses, such as 
pensioners and lower wage earners. 

Due also asserted that the Gov- 
ernment would be invading the 
principal tax-getting field of the 
states. 

ak * + 


No Itemized Deductions 


N UNUSUAL stand was taken 

by Samuel H. Hellenbrand, of 
the New York Centra] Railroad. He 
called for elimination of personal 
income-tax deductions, including 
allowances for state and local 
taxes, interest and charitable con- 
tributions. 

Itemized deduction would be re- 
placed by one standard deduction, 
under the Hellenbrand plan. At the 
same time, he suggested a general 
reduction in tax rates. 

At present, testified the railway 
economist, personal deductions 

from taxable income add up to 
$39 billion a year. 

Strange bedfellows were Ray- 
mond Munts, an AFL-CIO econ- 


Kenny Elected 
NADA Director 


WASHINGTON. — Arthur H. 
Kenny (Chevrolet), Vallejo, Calif., 
has been elected to represent 
Northern California on the NADA 
board of direc- 
tors. He will serve 
out the unexpired 
term of the late 
Hanford A. Crock- 
ard, Berkeley. 

A new-car deal- 
er since 1946, 
Kenny served two 
years as president 
of the Northern 
: California Motor 

‘. Car Dealers Assn. 
A. H. Kenny He also is a di- 
rector and past president of the 
Oakland Zone Chevrolet Dealers 








omist, and Roy Wentz, attorney for 
duPont. Both suggested that ap 
employe’s Social Security deduction 
be tax exempt, but that retired 
people and the unemployed pay 
taxes on their Social Security pay- 
ment checks. 

So began five weeks of hearings 
on the nation’s tax structure. Be. 
fore it ends, we shall probably hear 


|every conceivable suggestion for 


| 





|dealings in 





Assn. 


taking a cut of our-paychecks and 
profits. So far, however, there is 
an encouraging note: Not one wit- 
ness has suggested a general in- 
crease in income taxes. 

* ao * 


Another U. C. Probe 


“— recent expose of shady used- 
car selling practices in the na- 
tion’s capital has gone a step far- 
ther. The District (of Columbia) 
Council on Law Enforcement has 
begun an investigation of unethical 
the uSed-car business 
and will seek remedial action. 

Officials agree that there is a 
lack of both law and regulation 
in Washington to prohibit chican- 
ery by car retailers. 

Witnesses heard by the law en- 
forcement committee, several of 

whom had been trapped into the 
worst kind of crooked deals, seemed 
to bear out the complaints of Dis- 
trict officials. 

Meanwhile, NADA came out 
strongly in favor of virtuous deal- 
ing, and pledged its support to 
clean-up efforts. 

* * . 
Big Things Seen for ’60 
_ nation’s output of goods and 
services fel] off $6 billion during 
the third quarter, according to the 
Department of Commerce. The 
steel strike was blamed. 

But Federal economists at the 
Department of Agriculture’s annual 
outlook conference saw big things 
ahead for 1960. 

They foresaw a gross national 
product of half a trillion dollars; 
a 4 to 5 percent increase in in- 
comes; more spending by consum- 
ers—especially for hard goods like 
automobiles—and more spending by 
state and local goverments. 

It all added up to “an exceed- 
ingly prosperous year,” in the 
opinion of Louis J. Paradiso, 
chief statistician for the Office of 
Business Economics. 

Paradiso saw auto sales rising to 
seven million in 1960. 

The farm outlook was not so 
bright. Agriculture forecasters pre- 

dicted cash profits of farmers next 
year may be the lowest since 1942. 
They also foresaw more farm debt. 

On the other hand, they explained 
that more farmers have jobs in 
town than ever before, and that 
the total income picture of rural 

people looks pretty good. As many 
car dealers in rural areas have 
learned, farmers frequently have 
more cash in the sock than they 
pretend. 


* * * 


Inventors Seek Inventions 


A NEW list of technical problems 
which baffle our armed forces 
has been published by the National 
Inventors Council, clearinghouse 
for civilians with inventions of in- 
terest to the military. Included are 
several knotty questions involving 
auto transport, fuels and lubricants. 

Amateur inventors should ask for 
“Inventions Wanted by the Armed 
Forces.” Write NIC, U. S. Depart- 
ment of Commerce, Washington 25, 
D.C. 





Canadian Dealer Group Elects Directors— 


New directors of the Federation of Automobile Dealers Assns. of Canada, elected at the group’s annual meeting in Montreal 
are: Front row, from left, Howerd B. Moore, Toronto; W. Ledingham, Regina; W. R. Newell, Montreal; Sam J. Parkinson, Calgary 
(newly-elected president); A. E. Stedelbaver, London, Ont.; Alden R. Clark, Fredericton, N. B.; Harry D. Harrison, Nelson, B. C. 
Back row: R. Pouliot, Quebec City; R. S. Picard, Lachine, Que.; Leslie Stiles, Woodstock, N. B.; O. W. Andreason, Brantford, Ont.; 
J, L. Cooke, Orangeville, Ont.; M. E. Wolfe, Edmonton, Alta; C. R. Howell, Toronto; G. W. Snelgrove, Hamilton, Ont.; Tom Trainof, 
Halifox, N. S.; Clarke Simpkins, Vancouver; Edword Vickar, Melford, Sask.; E. B. Seedhewse, Toronto; W. R. Jenkins, Charlotie 
town, P. E, 1.; C. T. Thompson, Newfoundionds R. P. Roblin, Winnipeg, and Early Murray, Neepawa. 
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The viscose tire cord as advanced as the new Valiant! | oday’s new kind of car calls for tires to match. Chrysler 
Corporation shows it by putting tires made with TYREX viscose cord not only on the new VALIANT, but all of its 1960 
cars. This means tires tougher than steel— stronger, longer wearing than any other cord tire in existence; cooler 


running, smoother riding, quieter, too...as proven by test. TYREX? Naturally. It’s just like Chrysler Corporation to 


aoe: 
$ 
# 
i, 





want the best. The Valiant, Plymouth, Dodge Dart, Dodge, DeSoto, Chrysler and Imperial 


all come equipped with tires containing TYREX viscose tire cord... for more tire power. 


NEW TIRE POWER 2: NEW cxtstee VALIANT 








TYREX Inc., Empire State Bldg., New York 1,N.Y.*TYREX is a collectivetrademarkof TY REX Inc. for viscosetire yarn and cord. TY REX viscose tire yarn and cord is also produced andavailablein Canada. 
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TURNTABLES 


PORTABLE 











TURNTABLES 


PARAVANE for big cars 
PARAVANETTE for small 


No tools required 





SEND FOR FREE CATALOG 
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MACTON MACHINERY COMPANY, INC. 
STAMFORD 9% CONNECTICUT 
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START 1960 RIGHT 


Join a national system. 
Enjoy progress and growth with 


CARS RENTAL SYSTEM 


P.S. For new car dealers only 





WRITE TODAY 


Drawer 7126 
Sunrise Station 


Fort Lauderdale, Fla. 
apemrees ee Be 


163 CAR DEALERS 


CAN’T BE WRONG 
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ALL 1960 FACTORY $ 
INVOICE PRICES ONLY 


CAR FAX, since 1955, has been providing 
comprehensive new-car price service to a 
growing number of dealers, banks, fi- 
nance companies and similar firms in- 
terested in accurate and complete new- 
ice facts. CAR FAX FOR 1960, just 
. is even more complete and 

valuable. {t contains: 
° invoice costs and retail prices 
_ on ALL U. S. makes and most im- 


iled Ba nr raged and accessory 


esale and retail, 
e listing, standard and op- 


Send $4 for yeorty epewtoties which in- 
cludes 


‘wo years $7; three 
years $10, Re PB 
antee. 





Praise for Dailies .. . 





By Martin L. Whitmyer 
Staff Writer 

Only the metropolitan newspaper 
has the resources, flexibility and 
heritage for providing the informa- 
tion so essential today for purpose- 
ful living and constructive citizen- 
ship, according to Arthur E, Hall, 
general manager of the Chicago 
Daily News. 

Speaking before the Mid-Amer- 
ica Periodical Distributors Assn. 
in Chicago, Hall said “the metro- 
politan newspaper is the only 
daily force that can be counted 
upon to serve consistently as the 
watchdog of public interest in the 
affairs of neighborhood, city, 
county, state, region, country, 
world and universe.” 

A second vital function of the 
metropolitan newspaper is serving 
as interpreter of the news, Hall 
said. 

“Radio and television occasion- 
ally do magnificent jobs in explain- 
ing what lies behind and beneath 
the news, but only the newspaper 
has the facilities, the persistence 
and the independence to cover the 
news in depth every day,” Hall 
said. 

Among the newspaper’s most 
important assets is space, Hall 
said. It can increase the number 
of columns required for the full 
treatment of a crucial event, 
while radio and television can do 
this only in a limited way, he 
said. 


Hall said he believes 1960 will see 
an expansion of the newspaper's 
role as interpreter of significant 
events. “I believe we will develop 
greater talents in making the news 
more interesting and more percep- 
tive in recognizing events, trends 
in conditions that hit our readers 
right where they live,” he said. 

“We must do these things be- 
cause our changing and shrinking 
world can overwhelm our citizens 
unless the newspaper stands be- 
tween as counsellor and guide in 
their behalf,” Hall said. 

It will not be an easy task, Hall 
cautioned. “Hard work, serious 
thought and considerable ingenuity 


Chevrolet Dealers 
Get New Finish 
For Brightwork 


DETROIT.—A durable finish of 
synthetic material simulating the 
appearance of chome is literally 
“shoe-shined” on to worn and cor- 
roded bumpers, grilles and other 
car brightwork in a new process 
developed by Chevrolet service 
technicans. 

Result of 4% years of research 
and testing with a number of ma- 
terials, the method is the first of 
its type ever made available by an 
automotive manufacturer, accord- 
ing to E, L. Harrig, Chevrolet na- 
tional service and mechanical man- 
ager. 

The process, which has stood up 
under a stiff testing program, has 
been released to Chevrolet dealers 
for used-car reconditioning, Harrig 
said. It is not being made available 
directly to consumers. 

The company’s reconditioning ex- 
perts said test cases involving 
many cars as much as 10 years old 
proved the application not only 
durable and comparable to original 
chrome in appearance but also ex- 
tremely economical. Cost, they said, 
is only about one-tenth that of a 
chrome re-plating job with labor 
reduced proportionately. 

Requiring only about a half-hour 
of work in normal cases, the pro- 
cess calls for a preparatory sand- 
ing of surface; a spray coat of a 
resinous black material of special 
formula; application of a powdered 
aluminum metal rubbed in with 
sheepskin and absorbent cloths, 
and a clear weather-resistant top 
coating. 

The black undercoat contains a 
rust inhibitor, The aluminum pow- 
der has lead content removed and 
particles have been treated with a 
coating to prevent oxidization. 

At Chevrolet Engineering labora- 
tories, the coating has passed in- 
fra-red, salt spray, heat, humidity, 














CAR FAX, 550 Sth Ave., N. Y. 36 


impact and abrasion tests. 


Auto Advertising 


are going to be required to achieve 
the goals we are setting for our- 


selves,” Hall said. 
* * * 


Hertz Hikes Ad Budget 


Hertz Rent A Car System’s 1960 
national advertising budget will hit 
an alltime industry record of $6.5 
million. 

The expenditure, a 30 percent 
increase over Hertz’ $5 million ad 
budget this year, calls for in- 
creased scheduling in newspa- 
pers, expansion of a regional 
television “spot” campaign, con- 
tinued participation in major 
consumer and trade magazines, 
and construction of additional 
“spectacular” signs in key U. S. 
cities. 

The Hertz national ad program 
began in 1947 with a budget of 
$242,000. 

The consumer magazine schedule 
for 1960 includes: Life, Look, Sat- 
urday Evening Post, Time, Busi- 
ness Week, U. 8. News & World 
Report, Newsweek, Holiday, New 
Yorker, Sports Illustrated and, for 
the first time, Fortune. 

Additional schedules in metro- 
politan dailies and business and 
trade publications are part of the 
program, Other plans include con- 
struction of several “spectacular” 


signs. Hertz “spectaculars” are 
presently located in four U. S. 
cities. 


Budget for the car and truck 
lease portion of the 1960 Hertz pro- 
gram amounts to more than 
$700,000. Schedules feature leading 
trade and business publications. 

7s * * 


McCandless Agency Moves 


The public relations firm of 
James W. McCandless has an- 
nounced an expansion program 
coupled with a move to larger of- 
fices in the First National Building, 
Detroit. 

McCandless also announced the 
appointment of two account execu- 
tives, Frank Snyder and Margaret 
Smith. Snyder is former Detroit 
bureau chief for International 
News Service, and Miss Smith has 
been associated with McCandless 
for the past five years. 

sd + ” 


General Kinetics Rep 


General Kinetics Corp., Engle- 
wood, N. J., manufacturers of P-K 
Paul valves and other industrial 
control equipment, has appointed 
Fuller, Miele, Inc., New York, as 
public relations counsel. 

+ + - 


Curtis Sells Magazine 


Curtis Publishing Co. has sold 
Science & Mechanics Publishing 
Co. to Davis Publications, Inc. 
Science & Mechanics, with a cir- 
culation of an estimated 537,000, 
was established 29 years ago. All 
capital stock of the company plus 
handbooks the firm has published, 
have been turned over to Davis. 

* * + 


GM Signs Danny Kaye 


General Motors announced last 
week it has reached an agreement 
with Danny Kaye for his exclusive 
services on television for a three- 
year period. 

The comedian will star once each 
year in a full hour show. His first 
production will be in the fall of 
1960. 


* * * 


Renault Ad Cited 


One of Renault’s advertisements 
—the one showing a red Dauphine 
in the rain—has been selected as 
an award winner in the first ex- 
hibition of achievement in the art 
of photoengraving sponsored by the 
Photoengravers Board of Trade of 
New York. 

Renault’s full-page, four-color 
entry was exhibited with other 
winning entries at the New York 
School of Printing. 

Cited for its “excellence of crea- 
tion and design,” the ad was cre- 
ated by Needham, Louis and Bror- 
by, Renault’s advertising agency. 

* * * 


Personnel Changes 

Ray D. Moore from advertising 
staff of Farm & Ranch magazine 
to Midwest advertising manager 
for Petersen Publishing Co., suc- 





ceeding John Wick, who becomes 


Eastern advertising manager .. . 
George A. Stapleton from Dodge to 
account executive on Dodge dealers 
accounts at Grant Advertising, Inc., 
New York. 

Norman D. Parmenter from Mac- 
Manus, John & 
Adams Inc., to 
the Detroit sales 
staff of True 
magazine... 
James B. Loner- 
gan from adver- 
tising staff mem- 
ber to advertising 
manager of Ethyl 
Corp., New York 
” .. Three changes 

es at TV Guide: 
N. D. Parmenter Frank G. Wolf 
from West Coast advertising man- 
ager to beverage ad manager; Ed- 
ward H. Patterson from Philadel- 
phia manager to West Coast 
manager, and Ronald A. Krancer 
from manager of St. Lawrence and 
Lake Ontario editions to Patter- 
son’s post in Philadelphia. 





Trico Patent Suit 
Set for Retrial 


BUFFALO.—The retrial of the 
suit filed by an Indiana inventor 
against Trico Products Corp., alleg. 
ing patent infringements, has been 
set for Feb. 9 in Federal Court. 

The retrial date was set at a 
conference among Judge John 0, 
Henderson; attorneys for Trico; 
John W. Anderson, Gary, Ind., who 
claims Trico infringed on patent 
rights for a curved-windshield 
wiper, and attorneys for the Ander. 
son Co, and Productive Inventions, 
Inc., both of Gary. 

In January of 1958, the late Fed- 
eral Judge Justin C, Morgan dis- 
missed Anderson’s suit. His decision 
was upheld in April, 1959, by the 
Second U. S. Court of Appeals but, 
two months later, that court re. 
versed itself and ordered a new 
trial. 











Engineering Briefs 








south of the structure to be occu- 
pied by Chrysler. 
* +* 


Pressure-Locked Filters 


Announced by Purolator 

RAHWAY, N. J.—New light- 
weight filters with media elements 
locked together mechanically by a 
specially developed high-pressure 
process have been announced by 
Purolator Products, Inc. 

Purolator said the new process— 
using special dove-tailed construc- 
tion—locks together all components 
of the filter element (including 
media, end caps and center tube) 
so securely that the filter medium 
is imbedded in the parent metal of 
the end caps to form a leakproof 
seal. Since the new process re- 
quires no welding, aluminum and 
dissimilar metals can be used in 
filter designs. 

* > 
Space Research Facility 
Opened in Mass. by Ford 
DETROIT.—Ford Motor Co. has 
announced it has opened a new of- 
fice in Newton, Mass., for advanced 
research and development work in 
space sciences, ics and 
range instrumentation. 

Gerald J. Lynch, general man- 
ager of the Aeronutronic division, 
said the new facility will be as- 
signed to the division’s range sys- 
tems operations, Dr. Eric Durand 
will manage the office, which is in 
the Boston org 


Sicasiiihiaial Saiery Firm 


Is Purchased by Autolite 
CONSHOHOCKEN, Pa.—C & D 
Batteries, Inc., has been purchased 
by Electric Autolite Co., according 
to John F. Rittenhouse, C & D 
president. He did not reveal the 
purchase price. 

The company will become the 
C & D Batteries division of Auto- 








A ‘Deadly’ Visitor— 


When George Averitt (Ford), came 
across this copperhead near his back door 
in Dora, Ala., he grabbed the first thing 
he could reach—an insect spray — and 
killed the three-foot snake. Authorities say 
three feet is as long as a copperhead 
will grow. Averitt, who is mayor of Dora, 
turned the poisonous snake over to the 





(Continued from Page 16) 


lite, with Rittenhouse as general 

manager and Henry E. Jensen as 

head of engineering and marketing. 
* * *” 


AC to Expand Facilities 


FLINT.—Three building projects 
have been announced by AC Spark 
Plug. They are a 400,000-square-foot 
shipping and warehouse center 
here, a 61,500-square-foot addition 
to the Flint automotive engineering 
building, and a 215,000-square-foot 
addition to its Oak Creek (Wis.) 
missile-guidance plant. 

= . + 


Four New Rust Preventives 


Are Introduced by Techline 


VICKSBURG, Mich.— Four new 
rust-preventive additives and com- 
pounds, listed under the trade 
name of Anarust, have been intro- 
duced by Techline division, Wheel- 
abrator Corp. 

The additives, known as Type B 
and Type G, are used principally 
in wet blasting abrasive slurry, the 
firm said. Leaving a film on parts 
being cleaned, Techline added, the 
additive prevents rust from air or 
moisture. The other two types— 
Types D and S—are compounds 
used after the cleaning and finish- 
ing process and are applicable 
equally in barrel finishing and wet- 
blasting operations, the firm said. 

a a 
Michigan Tool Acquires 
Gear Grinding Assets 

DETROIT.—Acquisition by Mich- 
igan Tool Co. of the assets of Gear 
Grinding Machine Co, relating to 
gear grinding machines and pro- 
cesses has been announced by M. R. 
Anderson, president of Michigan 
Tool. 

At the same time, Anderson an- 
nounced the establishment of a new 
Gear Grinding Machines division 
with headquarters at 7171 E. Mc- 
Nichols Rd., Detroit 12. The new 
division will be responsible for en- 
gineering, manufacturing, service 
and sales of gear grinding equip- 
ment, 

a ok * 


Antifreeze Theory Explained 

NEW YORK.—A new theory otf 
how antifreeze polar film inhibitors 
protect automotive cooling systems 
against rust and corrosion was ex- 
plained in a recent article in Indus- 
trial & Engineering Chemistry. 
The article was based on a paper 
presented before the annual con- 
ference of the American Chemical 
Society by Union Carbide Corp. 
researchers. 

+ + * 

Autos Dominate Use 


Of Galvanized Sheet 


NEW YORK.—Shipments of gal- 
vanized steel] sheets during the first 
half of 1959 rose to a record total 
of 1,876,683 tons, for an increase of 
nearly 50 percent over the same 
period in 1958, the Committee on 
Galvanized Steel Sheet Research 
announced. 

The most striking increase, ac- 
cording to the committee, occurred 
in the automotive field, where ship- 
ments rose to over 100,000 tons for 
an increase of 111 percent over the 





science class at Dora High School. 


same period in 1958. 
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Solve Your Christmas Gift Problem . . . Right Now! 


Give AUTOMOTIVE NEWS To Your Friends In The Industry 


$16.00 .... Two Years 
$9.00 .....One Year 


This letter will be sent in your name: 






Please send your gift subscription list to us 
with the following information for each person 
you wish to receive AUTOMOTIVE NEWS: 





























Gift subscription to be addressed to: Your name and address: : 
Name : 
Street Address he 
City State : { 
Trade Affiliation a Sy ee : y 7 

ONE YEAR [_] TWO YEARS [| if 
Automotive News : 
965 East Jefferson Detroit 7, Michigan i 
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HIGH-LIFT ADAPTER—A high-lift adapter 
which converts the No, 99 jack into an 
under-lift service jack has been announced 
by Walker Mfg. Co., 1201 Michigan Bivd., 
Racine, Wis. The AD-13, with a high lifting 
point of 79% inches, a low lifting point of 
56% inches, a 5 by 5-inch lifting cap, and 
@ capacity of 1% tons, attaches to any 
series of the No. 99, it is said. The adapter 
provides fast, easy, and efficient under-lift 
servicing for removal of exhaust systems, 
changing shock absorbers, springs, and 
motor mounts, or operations requiring en- 
gine support, it is claimed. 

* 8 © 





WAGON MATTRESS — Custom designed 
mattresses especially fitted to cover floor 
area of station wagons have been an- 
nounced by Travel-Ease Corp., 2185 E. 
Fourteenth St., Cleveland 15, O. Mattresses 
are available for every station wagon built 
since 1954, it is said. Available in brown, 
red, aqua-blue and green woven patterns, 
Travel-Ease mattresses are made of thick 
spun fiberglass covered with an easily 
cleaned material, completely free of tufting 
buttons, it is claimed. Offering two piece 
construction, the mattresses may be used 
singly in the rear section or doubly with 
the second seat in the down position. 

“RE Bs 








AIR SANDER—Faster finishing of metal, 
wood, plastics and other materials is 
claimed for an Orbital air sander an- 
nounced by the Aro Equipment Corp., 
Bryan, O. Operating at 8,500 r.p.m., the 
sander is powered by the Aro air motor. 
Aro officials point out that the sander op- 
erates on normal air line pressure, and 
that it hi hal a dect , light- 
weight and compactness of size to make 
it easy to use “over a wide variety of fin- 
ishing operations. Uses standard 3% by 
9-inch abrasive sheet. 

Oe. ei 








TIMING LIGHT—The MT-215 timing 
light is said to be designed entirely from 
the professional mechanic's viewpoint. 
More concentrated light is said to be pro- 
vided by means of a new, electrical cir- 
evit, and light is equally bright when used 
on either six-volt or 12-volt systems. High 
impact plastic case is said to withstand 
hard usage and will not break if dropped. 
Net weight of the entire unit is 2% 
pounds. Snap-on Tools Corp., 8082 Twenty- 











NEW PRODUCTS 











CLUTCH ASSEMBLY—The friction master 
clutch bly is designed for instant 
engaging and releasing without distortion. 
Cover assembly has special springs which 
exert an instantaneous 3,000-pound pres- 
sure, it is said. A steel retaining ring will 
allow speeds over 8,000 r.p.m. and elimi- 
nates possibility of breakage, it is claimed. 
Designed to fit Chevrolet, Corvette, Olds- 
mobile, Cadillac, Pontiac and all Chrysler 
products. Moon Equipment Co., 10820 S. 
Norwalk Bivd., Santo. Fe Springs, Calif. 








STOOLS—Twenty models of steel stools, 
plus an adjustable leg extension for exist- 
ing models, have been announced by Lyon 
Metal Products, Inc., 9 Plant Ave., Aurora, 
il. The company now manufactures 100 
different models of steel stools. The 20 
models feature adjustable feet, permitting 
the overall stool height to be increased 
up to 3 inches in 1-inch increments. Stools 
are available with or without adjustable 
back rest, and with plain steel or pressed 
wood over steel seats, Stool heights range 
from 18 to 33 inches. The adjustable leg 
extension can be added to any current 
model Lyon stool, it is said. 

ik aa 





OIL CONDITION INDICATOR —Gerin 
Corp., Avon, N. J., has announced a 
model of its oil condition indicating meter 
which serves all engines—gas, gasoline, 
and diesel. Model DG takes the place of 
model D which was used for diesels, and 
model G which was used for gasoline en- 
gines. The indicator is a gauge type meter 
which, in the lubricating system of any 
engine, reveals at a glance the condition 
of the engine oil, with respect to whether 
it is time to change oil or filter, and de- 
tects hidden engine defects that affect the 
oil, it-is said. This meter not only warns 
promptly when the oil is going bad, it 
also shows-up any engine that is spoiling 
the oil by fuel or water leakage and other 





eighth Ave., Kenosha, Wis. 


conditions, it is claimed. 





REPLACEMENT PANELS—An addition to 
its line of autobody replacement panels has 
been announced by Schofield Mfg. Co., 
1130 E. 222nd St., Cleveland 17, O. The 
panel replaces the lower rear and center 
sections of the rear fender on all 1956 
Chevrolet models. These die-formed panels 
are furnished in right hand (P-702-R) and 
left hand (P-702-L) styles. The manufacturer 
states that these panels provide the solu- 
tion to repair of rusted-out and badly dam- 
aged Chevrolet rear fenders. 





O1LER—Guaranteed to be leakproof, 
Valvespout oilers feature a patented knuri- 
ed shut-off valve at the tip of the spout. 
A twist of the valve either opens or her- 
metically seals the spout. When shut, the 
valve prevents oil leakage, and, because 
it is air-tight, also prevents evaporation 
of the contents; it is said. In addition, the 
valve eliminates the need for separate 
caps. Industrial Promotion Service, 1182 
Broadway, New fork. 1. N. . 3 





BATTERY HOLD DOWN—-A plastic- 
coated battery hold down, especially de- 
veloped to eliminate corrosion problems, 
has been announced by Accurate Products, 
Inc., 135 North Spring St., Indianapolis, 
Ind. The Accurate plastic-coated hold down 
has a strong steel frame, heavily coated 
with vinyl that makes it impossible for bat- 
tery acid to contact steel, it is claimed. 
Available in seven sizes for 95 percent 
coverage of the avio and truck market. 





RADIATOR CAP—The Safe-T-Cap pres- 
sure rf cap, ¢ ed by Truckstell 
Mfg. Co., Union Commerce Bidg., Cleve- 
land, O., is designed to eliminate the 
scald hazard in the servicing of automotive 
pressurized cooling systems. To remove the 
cap from a cooling system under pressure, 
you depress the cap's button and the pres- 


Aint, 











IGNITION ANALYZER—The Empire ig- 
nition analyzer flashes ignition malfunc- 
tions on picture scope screen is said to 
eliminate all guesswork from tuneups. The 
unit produces easy-to-read primary and 
secondary patterns without changing leads, 
pinpoints troubles in seconds. Analyzer is 
designed to accurately locate defective ig- 
nition wiring, spark plugs, gaps, misfir- 
ings, voltage irregularities, condensers at 
all motor speeds, faulty coils, worn cam 
lobes and bearings, defective breaker 
plates and breaker points on any four, 
six or eight-cylinder engine. Empire Elec- 
tronics, Inc., 304 Mt. Pleasant Ave., New- 
ark, N. J. 


—_ 





BENCH GRINDER—Ram Tool Corp., 411 
N. Claremont Ave., Chicago 12, Ill., has 
announced its R600, %4-horsepower bench 
grinder. The unit features an adjustable 
tool rest; 3400 r.p.m., 110 volts, AC 
motor; base set toggle switch, and ad- 
justable plexiglass eyeshields. Grinders 
have three-conductor, 10-foot cords and 
come with two 6-inch grinding wheels. 

. © se 





NUT CRACKER—A universal nut-cracker, 
the NC-50, has been announced by the 
Craft Tool Co., 1524 Fairmount Ave., Phila- 
delphia 30, Pa. Weighing 1 pound, 5 
ounces, and sized to fit into the palm of 
a hand—6% inches overall—the unit is 
capable of reaching and cracking every 
size nut on a car body or frame, it is said. 
It handles every size from 5/16 to 13/16- 
inch (across the flats) without d to 





TIRE CHANGER — Development of an 

tt tic tire ch has been announced 
by May Brothers Mfg. Co., Inc., 21300 
Eureka Rd., Taylor, Mich. The unit, called 
the “Tire-Matic" model 62, is a fully pow. 
ered, air-electric changer. Several special 
design features are said to include: Dov. 
ble-disc action that loosens both tire beads 
at the same instant without damage to 
white walls; a power turntable that auto- 
matically rotates the tire for mounting and 
demounting; a builtin air hose for infia- 
tion; and two controls on only one side 
that allow the operator to stay in one posi- 
tion during the entire changing operation. 
The unit will handle all domestic and 
standard foreign car tires—both tubeless 
and tube type, including 14-inch safety 
wheels. 








FUEL FILTER—The Wells Capac fuel filter, 
a one-piece filter-and-gasket unit that is 
inserted in the sediment bowl, has been 
announced by Wells Mfg. Corp., Fond du 
Lac, Wis. The Capac maximum-capacity fil- 
ter utilizes the two-stage principles of duo- 
cron oil filtering developments to filter out 
impurities, it is said. Five Capac models 
service 90 percent of cars and trucks. 








BRAKE BOOSTER—A Power Brake Inten- 
sifier Hydroease power brake intensifiers, 
distributed nationally by Frank-Dewey Co., 
Inc., 12334 Stark Rd., Livonia, Mich., comes 
in three models and sizes. They are: Model 
A-2 for cars, model B for one to two-ton 
delivery trucks, and model C-2 for trucks 
from two to five-ton capacity. The unit is 
installed directly into the hydraulic brake 





the bolt. The Craft NC-50 works by chisel 
action, building up to 25,000 pounds of 
cracking Pressure, it is said. 





steering linkage. 








sure vents out the radiator overfiow. 


or conditions, it is said, 


system behind the master cylinder, giving 
positive braking power at any speed, it 





is said. 





PORTABLE WHEEL ALIGNER—The Alemite ‘‘Cross-Sight" portable wheel alignef, 
which is said to provide requirements for checking and correcting caster, camber and 
toe-in of all domestic and foreign cars and of light trucks, has been announced by 
Alemite Division, Stewart-Warner Corp., 1826 Diversey Pkwy., Chicago 14, Ill. The 
aligner uses surveyor-type optics to obtain alignment angles on all four wheels and 
Thus, it needs no ramps or special level floor area, and can be 
used indoors or out. Diagnosing and correcting is done under actual driving pressures 


. 
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The Man Behind the Wheel... 





_—_ 


Sales Testing the Corvair 700 


(Continued from Page 6) | 
where service will be no trouble. 
On automatic transmission cars, 
the dipstick is right on top with 
the rest, Changing spark plugs| 
would be a breeze. 

The controversial fan belt, which | 
wanders all over the engine, is 
mounted over well-constructed idler | 


pulleys, Early Corvairs had some| 
trouble with flipping belts, but as| 
soon as fan-belt makers provide a} 
pelt that doesn’t stretch so much,| 
this should be a problem no longer. 

There’s an unusual system of 
baffles and sound chambers built 
into the engine lid. I noticed the 
engine is grounded to the battery 


Ontario Police | 
Return 6 Fords | 
In Width Rhubarb | 


DETROIT. — The car-width con- 
troversy spread to Canada last 
week as the Ontario Provincial 
Police returned six Fords to the 
manufacturer because they exceed 
width limits in the Highway Traf- 
fic Act. | 

Meanwhile, a Tennessee judge 
declared that he would not fine any 
motorist brought into his court on 
a charge of violating the State’s 
width regulation. 

Chattanooga Judge N. B. ‘Har- 
greaves asserted that the law speci- 
fying special lights on vehicles over 
80 inches wide was intended to 
apply only to trucks. He said he 
would levy no fines, whether or not 
the car had reflecting tape on its 
sides. 

In Ontario, Attorney General 
Kelso Roberts warned auto makers 
that they must keep their cars 
within the 80-inch limit or they will 
be classed as trucks and have to 
carry special lights and equipment. 

He hinted that failure to comply 
would mean that the Province 
would buy only cars less than 80 
inches wide. 

A police official said he thought 
Chevrolet was within the limit, but 
a transport department spokesman 
said Chevrolet is oversize, too. He 
noted that there is much misunder- 
standing about car measurements 
and said that his department’s 
Measurements do not correspond 
with those claimed by the auto 
makers. 


Olds Safety Director 
To Serve Opel Hitch 


LANSING.—Bob Stone, director 
of safety at Oldsmobile, will leave 
with his wife Dec. 3 for a six- 
month assignment as safety con- 
sultant with Adam Opel A. G., 
the General Motors subsidiary at 
Russelsheim, West Germany. 











with a heavy-duty cable. This pro- 
vides higher electrical efficiency 
than is commonly found where 
grounding is through body sheet 
metal. 


* a * 


Trunk Called Adequate 
HE much-abused front trunk has 
capacity for the purpose for 
which the car was designed— 
around-town shopping. The spare 
* + * 





The Flat Six— 


The rear engine of the Corvair is an 
adequate power plant and easy to service, 
| Bill Carroll, Automotive News staff corre- 
spondent, found in his sales test of the 


new GM compact car. 
* * 





Up-Front Trunk— 


Luggage space in the Corvair, which is 
up front, is adequate for what the car is 
intended—all around city shopping, ac- 
cording to Bill Carroll, Automotive News 





staff correspondent, who test-drove the car. 


tire, mounted inside the trunk, 
is at an angle which could prove 
an excellent shock absorber in event 
of an accident. 

Heater, windshield-wiper motor 
and washer are in the trunk, The 
master brake cylinder and steer- 
ing-gear box are lubricated 
through stoppered holes, The lid 
is well braced with an under- 
section of stamped metal. 

Though Corvair has unitized body 
construction, it is obvious that ex- 
tensive consideration has been given 
repair items. Front fenders may 
appear large, but actually they are 
small stampings, as are doors, hood 


and roof. There are plenty of part- 


ing seams and lead work has been 
kept to a minimum. 

Happily, the Corvair has a num- 
ber of “best” points, each of which 
can be used as a complete sales 
pitch. Remembering that it was de- 
signed for the average city family, 
this is where it shines, There’s space 
for parents and children, There’s 
room in the front luggage space for 
most anything we usually carry. And 
a roof rack would be great for the 
once-a-year vacation. 

The engine in back is extremely 
quiet. As mentioned, at 50 miles 
an hour it is almost inaudible. The 
Corvair is a simple car, one that 
should have a low maintenance fac- 
tors and lend itself to home serv- 
icing. 

+ 


* + 


| Should Last Long Time 


r- SHOULD last a long time pro- 
viding you don’t turn it into a 
truck or beat it over rugged dirt 
roads for the next 36 months, Gas 
mileage of 21.6 miles per gallon is 
indicative of the engine’s overall 
efficiency. It is powerful enough to 
keep up with modern traffic, easy 
to park, and a delightful car to 
snake through traffic. 

A basic market seems to be city 
or suburban dwellers needing 
socially acceptable transportation. A 
car enabling him (or her) to carry 
friends a short distance, in moder- 
ate comfort, while providing econ- 
omy and low maintenance of the 
smaller car. 

In short, Corvair is a well-design- 
ed package directly targeted on a 
large segment of the metropolitan 
automotive market. 














For Virginia Dealer .. . 





Community Service Pays 


(Continued from Page 8) 


they had one employe; now they 
have 70. 

Although Watkins died in 1931, 
he lived to see the firm well on its 
feet and handling new vehicles. One 
of the first 1923 models introduced, 








S-P Christens New Paint System— 


The first Studebaker Lark body to go through the new 1% million dollar paint sys- 
tem at the Studebaker-Packard plant in South Bend is christened by Helen Madick. 
Witnessing the ceremony are A. D. Whitmer, left, general manufacturing manager, 
Gnd R. A. Hudson, paint department superintendent and Miss Madick's boss. The sys- 
tem features the latest in auto paint application equipment. Improvements include 
greater light intensity, higher air filtration and an increase of air volume in overspray 


in the paint booths, according to S-P. 





a touring sedan selling for about 
$400 f.o.b. Flint, is kept in first- 
rate running order and draws much 
curiosity in parades. 

As Hutchens prospered, so did 
he share himself with the local 
citizenry. In 1937, he was elected 
to his first term as a Newport 
News representative to the House 
of Delegates, and his community- 
minded decisions and service 
have won his reelection each 
term since. Seven times he was 
elected without opposition. 
Besides his activity in Newport 

News and Hampton Automobile 
Dealers Assn., he has also sought 
improvement as vice-president and 
director of Tidewater Automobile 
Assn. (AAA) and as a director and 
former president of Peninsula 
Chamber of Commerce. 

Other business connections in- 
clude directorship of a bank and 
home savings association. 

Long concerned with health and 
welfare, he was building chairman 
for the Riverside Hospital nurses 
home in 1951, later hospital treas- 
urer, and finally was elected presi- 
dent of the board of managers in 
June, 1953. 

Hutchens holds the longest 
continuous membership in New- 
port News Rotary Club and is 
active in the Moose, Elks and 
three branches of Masons. 

One way he maintains employe 
happiness is to give a new car to 
each who chalks up 21 years of 
uninterrupted service with the firm. 
Seven have received the gifts and 
five of these persons are still with 
the organization. 








Looking into Corvair's Interior— 
This is an interior view of the Corvair, with the rear seat folded down to provide 


more luggage space. Bill Carroll, Automo 


tive News staff correspondent who sales- 


tested the car, found the instrument cluster ideal. 





Colorado Cracking Down 
On Lax Vehicle Checkups 


DENVER.—A crackdown on ve- 
hicle-inspection stations which pro- 
vide checkups has been launched 
by the Bureau of Motor Vehicles. 

At least 18 examining stations 

in Denver have been summoned 
to answer charges of violating 
Colorado’s vehicle inspection law, 
according te William A. Cassell, 
bureau chief. 

He said the stations were charg- 
ed with failure to conduct proper 


376 Mass. Dealers 
Attend Seminar 


On Management 


BOSTON. — A business manage- 
ment seminar sponsored by NADA 
and the Massachusetts State Auto- 
mobile Dealers Assn. attracted 376 
dealers, bringing to 800 the attend- 
ance at two such conferences this 
year. A session last February drew 
424 members. 

Harry B. Scott jr.. MSADA presi- 
dent, said the attendance shows 
that Massachusetts dealers “have 
become increasingly aware of the 
need for analysis and improvement 
of their management practices and 
policies.” 

Speakers at the November meet- 
ing were Harold D, Draper (Chev- 
rolet), Saginaw, Mich.; George H. 
Thornton (Dodge-Plymouth), Phil- 
adelphia; J. Ronald Lansinger 
(Chevrolet), Baltimore; Dr. Char- 
les E. Irvin, of General Motors, and 
Dr. Rowland F. Kirks, NADA leg- 
islative counsel. 

In a closing address, William H. 
Mitchell jr. pointed to the need for 
an improvement of ethics in the 
business with special emphasis on 
sound and believable advertising. 
Mitchell, a Chevrolet dealer in 





Waltham, is NADA director for 
Massachusetts and an NADA re- 


gional vice-president. 
. 


* * 





Dealers Hear Draper— 


Harold D. Draper, a Chevrolet dealer 
in Saginaw, Mich., was one of the speak- 
ers at a business g t semi in 
Boston sponsored by NADA and the Mas- 
sachusetts State Automobile Dealers Assn. 
The meeting attracted 376 dealers. 








inspections. The bureau will ask 
that their inspection licenses be 
suspended for the maximum period 
of one year, he added. 

The crackdown was ordered after 
a two-day check of Denver-area 
inspection stations by a Denver 
Post reporter and Frank Mansheim 
jr., assistant chief of the vehicle 
bureau, They were driving a defec- 
tive car. 

They reported that the car was 
rejected by only 13 of the 30 sta- 
tions visited, 

Cables on the test car’s emer- 
gency brake were disconnected 
intentionally before the survey, 
but the first 11 inspectors didn’t 
notice the defect, they said, 

Three examiners spotted the de- 
fect but passed the car anyway, 
Mansheim said, and others didn’t 
notice the disconnection. 

The average time for each in- 
spection was 11 minutes, Mansheim 
said, adding that an adequate 
checkup should take 15. One station 
made the examination in one min- 
ute and another in two, he added. 

Vehicle inspections are required 
biannually and the motorist pays 
$1.50 for the examination. The 
inspection station sends 10 cents 
to the State and keeps the bal- 
ance, 

The State licenses 2,966 private 
stations—new-car dealers, inde- 
pendent garages and filling stations, 
according to Cassell. 

Robert A, Theobald, director of 
the State Revenue Department, said 

State operation of inspection sta- 
tions would be too inconvenient for 
vehicle owners. 

“Travelling distances between the 
smaller number of State-operated 
stations would be too great and 
would work a real hardship on 
some people in remote regions,” he 
said. 

More money for stronger en- 
forcement of the law is the only 
answer, he added. He said the 
number of inspectors keeping 
tabs .on the inspection stations 
has been increased from 10 to 20. 

Theobald estimated that the aver- 
age examiner in Denver makes 600 
to 1,000 inspections a year. 

“Suspension of a license would 
mean a loss of from $840 to $1,400 
in fees, plus revenue from repairs 
a defective vehicle would require 
to pass the inspection,” he added. 


Chicago Ford Dealers 
Name McAdam President 

CHICAGO.—G. W. McAdam has 
been elected president of the Metro- 
politan Chicago Ford Dealers Assn. 

Other new officers are T. P. 
Mack, vice-president; R. L. Ander- 
son, secretary; H. S. Brody, treas- 
urer; Fred Emich jr., R. E. Schu- 
macher and Phil Contant, direc- 
tors. 
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_DTM to Liquidate; 
Owns 12 Percent 
Of Oliver Shares 


NEW YORK.—Shareholders of 
DTM Corp. have voted to liquidate 
the company and distribute its as- 
sets and securities, worth about 
$13.8 million, among themselves. 

DTM Corp., now a corporate 
shell, formerly was Diamond T 
Motor Car Co. It sold its automo- 





tive assets to White Motor Co, in 
1958. 

There are about 500 shareholders, 
with some 60 percent of the 385,882 
common shares being held by A. L. 


| Mailman, chairman; J. L. Mailman, 


president, and members of their 
families. 

The assets include 281,694 shares 
of Oliver Corp., about 12 percent of 
the farm equipment producer’s out- 
standing shares. Oliver and Stude- 
baker-Packard have been engaged 
in merger negotiations recently. 











If you handle Pontiac, Olds, Buick, DeSoto, Dodge, 4 
Mercury, Chrysler or other lines in this class, Detroit’s 
compact cars are going to intensify the problems al- : 
ready posed by imported and American economy cars... q 
YOU'LL NEED A GOOD, LOW-PRICED 

CAR TO STAY COMPETITIVE! 


We invite your consideration of the SKODA. This fine car, 








Sy eee 


priced from $1575, has many, many features usually found 


only in higher priced cars. 
e 54 H.P. All-Aluminum Engine 
e Dual Carburetors 

e A solid 2,050 Ibs. 


We have an exceptionally interesting proposition for aggres- 
sive, foresighted, ethical dealers. Phone or write in complete 


confidence for full details. 


AMSKO DISTRIBUTORS 


y 
f 
© 94% inch wheelbase a) 
¢ 40 Miles per Gallon 
e Vinyleather interiors 
acy 
es 
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IMPORTERS & DISTRIBUTORS OF THE SKODA AUTOMOBILE 


30-15 35th Ave., Long Island City, N. Y. EMpire 1-8860 


villi 
ui 








THIS MATTRESS 


WILL HELP YOU 


CLOSE STATION WAGON SALES 























it's true. You can close more station wagon sales by selling 
@ Travel-Ease mattress as an accessory. They are custom 
made to cover every inch of floor in any model wagon you 
sell. Your prospects will notice the superior, comfort-giving 
construction and functional qualities of a Travel-Ease mat- 


tress . . . 


a must for today's large families. In the hands 


of your salesmen it's a potent EXTRA sales weapon that'll 
induce buying . . . close more station wagon sales! 


SOLD ONLY THROUGH NEW CAR DEALERS. Write 


Trave/ Ease Cx. 2185 tast ith t, Cleveland, Ohio 





Salesmen: A few exclusive territories are available. 








In Magazine Reader Survey . . . 





Imports Lead in Buying Choices 


(Continued from Page 6) 


Dodge, Mercury, Rambler and 
Chrysler. 

Runner-up to Austin-Healey 
among imported cars being consid- 
ered for next purchase was Tri- 
umph, 14.1 percent, Volkswagen 
had 12.9 percent; MG, 11.9; Porsche, 
11.5; Volvo, 11.2, and Mercedes- 
Benz, 7.2. 

Import ownership percentages 
were as follows: MG, 6; Volks- 
wagen, 5.7; Triumph, 3.1; Austin- 
Healey, 2.7; Renault, 2.3; Jaguar, 
2.2; Porsche, 2.1; Volvo, 1.8; Mer- 
cedes-Benz, 1.7; Fiat, 1.2, and Sim- 
ca, 1.2. 

Owner loyalty came near the half- 
way mark on imports, with 44% 
percent declaring they would buy 
the same make of foreign product 
they now have. Only 6 percent 
would replace an import with a 
U. S. compact, while 42.8 percent 
would switch to another import. 

Thirty percent of the maga- 
zine’s readers said they were un- 
interested in new American com- 
pact cars because of inferior 
quality compared with imports. 

Among makes recommended by 
readers to prospective car buyers, 
VW led both domestic and imports 
with 249 percent. Triumph was 
recommended by 14.4 percent; MG, 
14.1 percent; Volvo, 12.7 percent; 
Porsche, 12.4; Austin-Healey, 12; 
Renault, 9.3; Mercedes-Benz, 8; 
standard Chevrolet, 7.4; Peugeot, 
5.9; Fiat, 5.6; Jaguar, 5.3; standard 
Ford, 5.2, and Rambler, 5. 

Mercedes-Benz and Porsche dom- 
inated the category of cars consid- 
ered for purchase with overseas 
delivery in the next year, Mercedes 
got 34 percent and Porsche, 32.7. 

Standard transmission was rated 
over automatic by 82.2 percent to 
13.7; standard equipment over 
power equipment by 83.7 to 11.9; 
flat windshield over wraparound by 
46.9 to 42.2; aircooled motor over 
water-cooled by 47.7 to 34.6, and 
front motor over rear motor by 
43.4 to 28. 

Of the magazine’s readers not 
now owning sports cars, 82.6 per- 
cent said they one day intended to 
buy one. 

* +. 


Renault 
ENAULT sales for October in- 
creased 30 percent over the pre- 
vious month in New York, New 
Jersey, Pennsylvania, Maryland, 


Delaware and the District of Co- 
lumbia, according to Victor El- 
maleh, president of Magna Motors 
and Dolphin Motors, eastern distri- 
butors for Renault and Peugeot. 

Speaking at the opening of the 
Philadelphia International Auto 
Show, Elmaleh said, “October was 
the best month we have ever had 
for Renault.” 

Renault is now first in import 
sales because it is the largest im- 
port car advertiser in the U. S., he 
explained. 

Secondly, according to Elmaleh, 
Renault dealers have developed 
into an effective team who do a 
quality job of selling and servic- 
ing. 

* + . 
Hillman 
| type MOTORS has unveiled a 
new Hillman Minx air condi- 
tioning system, Price is $299 in- 
stalled, according to John T. Panks, 
managing director of Rootes Mo- 
tors in the U. S. 


Volkswagen 


EPRESENTATIVES of Volks- 

wagen are expected to visit 
North Carolina before the end of 
February for a first-hand look at 
the port facilities at Morehead City 
and Wilmington, with a view of 
possibly using the ports. 

On the East Coast, Volkswag- 
en has made deliveries to New 
York and Florida ports. It is 
understood that New Jersey was 
under active consideration as a 
VW port but the idea was aban- 
doned because of what was con- 
sidered unsatisfactory labor con- 
ditions. 

Volkswagen officials attended a 
luncheon in Hamburg recently 
staged by Gov. Luther H. Hodges 
and a group of touring North 
Carolina industrialists seeking to 
interest European industrialists in 
North Carolina, It is understood 
that they promised at this luncheon 
to inspect North Carolina ports. 

* + * 


Rootes Group 

IXTEEN new dealers have been 
appointed for Rootes Group 
cars, according to John T. Panks, 
managing director of Rootes Mo- 

tors, Inc. They are: 
Hillman-Sunbeam: Illinois — Ral- 
lye Motors Ltd., Springfield; New 
York—Road-Air Enterprises, Inc., 








Indiana, Indianapolis Eye 
U.S. Compacts to Cut Costs 


By David G. Watson 
Staff Correspondent 

INDIANAPOLIS.—Indiana’s pur- 
chasing director and the mayor of 
Indianapolis, the Hoosier capital, 
have ordered department officials 
to consider the purchase of Ameri- 
can-made small cars as an econ- 
omy measure. 

The State spends more than $1 
million a year on cars and trucks. 
Records show the City bought 11 
new cars in 1958 and has bought 
five so far this year. 

Indiana officials have experi- 
mented with smaller models. The 
City has not. 

Clarence T. Drayer, State direc- 
tor of purchasing and supply, said 
the State bought 34 ’59 Studebaker 
Larks and reports have been re- 
ceived that smaller cars are ade- 
quate for many transportation re- 
quirements. 

Drayer said the smaller cars 
introduced by the Big Three also 
“may be adequate and satisfactory 
from the standpoint of economy 
and over-all operation.” 

He also noted that the price 
paid by the State for convention- 
al cars was increased about $400 
per unit last year when the 
manufacturers eliminated a dis- 
count given to State govern- 
ments. 

Drayer said the State’s require- 
ments for passenger cars for the 
1959-60 fiscal year probably will be 

bid at one time next month under 
a quantity purchasing contract, 


| with purchase orders based on 
| contract prices written three times 
a@ year. 

Highway Department purchases 
; are handled independently of Dray- 
|er’s office, but William Higburg, 

| highway purchasing director, indi- 
|cated he might work with Drayer 
if money can be saved on the cars. 

Mayor Charles H. Boswell of 
Indianapolis estimated the City 
could save several thousand dol- 
lars a year by purchasing the 
smaller cars for city officials, 

He announced plans for a grad- 
ual replacement of standard models 
now in City use with small Ameri- 
can-made cars. 

He said the small cars would cut 
the City’s gasoline bill in half, in 
addition to saving several hundred 
dollars on the purchase price of 
each car. 

“Our parking garages are crowd- 
ed and the cost of gasoline is at 
an all-time high,” Boswell said. 
“The most economical thing we can 
do is to start buying these small 
cars.” 

He said he will ask the Ford 
division, Chevrolet, Chrysler 
Corp., Studebaker-Packard Corp. 
and American Motors Corp. to 
submit bids when the City makes 
its next purchase. 

The smaller cars will not be used, 
however, for the police and fire de- 
partments, Boswell said. 

“A police car averages 50,000 
miles a year, and for this type of 
work we need heavier and faster 





cars,” Boswell asserted. 


Bayside; Bob Grossman Foreign 
Cars, Inc., Spring Valley. 

H u m b e r-Hillman-Sunbeam: 
Massachusetts — Malden Foreign 
Cars, Inc., Malden; New Jersey— 
Paul Whiteman’s British Imports, 
Trenton. 

Singer: Connecticut—Chase Park. 
way Garage, Inc., Waterbury; Mor. 
lee Motors, Inc., Greenwich; For. 
ida—British & Continental Motors, 
Inc., Treasure Island; Taylor Im. 
ported Motors, West Palm Beach; 
Iowa—Dave Ostrem Imports, Inc, 
Des Moines; Mississippi — Fewel’s 
Import Sales, Meridian; New Jer. 
sey—Capital Rambler, Trenton; 
New York—Milano Motors, Inc, 
Mount Kisco; Phil’s Auto Sales 
Patterson; Ohio—McMillen Motor 
Sales, Toledo; Rhode Island—Baker 
Auto Co., Inc., Warwich. 

+. * * 


NSU Prinz 


COAST-TO-COAST sales and 

service network for the NSU 
Prinz is now in operation, accord- 
ing to Fadex Commercial Corp, 
New York. Price of the ’60 model 
is $1,398, New York p.o.e. 











New York's Largest 
WHOLESALER of ALL 


FOREIGN CARS 


100 VOLKSWAGEN 


All Models and Colors 
ON HAND AT ALL TIMES 


Mercedes: 
Benz 


ALWAYS AVAILABLE 


PLUS EVERY OTHER MAKE OF 
FOREIGN CAR AVAILABLE 











We Sell 1 or 100 


Contact MIKE BORAS 
SEBRING 


YIOTORS. INC. 


1632 BEDFORD AVE., BROOKLYN, N. Y. 
Phone: PR 8-9500 — Wire: SEBRINGCAR 

















MR. EXECUTIVE! 


For a memorable business or sales 
meeting, ST. CLAIR INN offers 
complete conference facilities in a 
delightful resort atmosphere. Only 
50 miles upriver from Detroit! 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 


St. Clair Inn and Country Club 
OPEN ALL YEAR... ON THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN « dial FA 9-2222 
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Ready Made Auto Headlinings 
eas . fe & 





Send samples you want matched. 
Henaeeg of factory ——— sphere 
A repai ir 
COLOR $10.50 c.0.D. 
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ALEXANDER AUTO HEADLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 
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Approach to Sales Quotas... 





Dealer Projects Profit 
Instead of Units 


(Continued from Page 8) 


ber, this is variable gross from sale 
of new and used cars only. 

When visited by AUTOMOTIVE 
News, Feltmann’s chart showed 
that 60 percent of the year’s total, 
$42,878, was required to meet the 
year-end quota for 1959 and it was 
virtually on the nose. 

The third quarter’s objective was 
$12,385 gross profits, and actual 
gross profits were $12,076, Remem- 
ber that these are actual] figures 
supplied by Feltmann and that at 
the beginning of the model year, 
the monthly gross quota was $4,000. 

Here are some actual figures. 

For the first and second quarters, 

the gross-profit quota was $25,777, 
and actual gross profit was $23,- 


For the first three quarters a 
gross profit of $35,210 was the goal. 
Actual figures were $34,988. 

Speaking of gross profits and 
their importance, Feltmann said: 

“Gross profits do not seem to be 


Ex-Distributor 
For Delco Wins 
$100,000 Verdict 


ST. PAUL.—A _ $100,000 verdict 
against General Motors was re- 
turned Nov. 19 by a jury in Federal 
District Court here in favor of 
Vern E. Nelson of Minneapolis. The 
suit was initiated in 1954. 

Nelson is president of General 
Corp., which operated in the Twin 
Cities from 1939 to 1949 as a whole- 
sale distributor of Delco heating 
products manufactured by GM. 

Eugene A. Rerat, attorney for 
Nelson, alleged in the three-week- 
long trial before Judge Edward 
Devitt that General Motors was 
guilty of fraud and misrepresenta- 
tion in connection with cancellation 
of Nelson’s wholesale distributor’s 
contract. 

Rerat introduced evidence show- 
ing that Delco began to _ short- 
circuit the wholesale distributors 
late in 1949 and to deal directly 
with the retail dealers. While this 
arrangement was being developed, 
it was alleged, Nelson was assured 
his wholesale arrangement would 
be continued for several years. 

A few months later, Nelson 
claimed, he was told by GMC of- 
ficials that his status was being 
reduced to that of a retailer. Mean- 
while, Nelson charged, he had lost 
opportunities to become a whole- 
saler for a competitive line of 
heating equipment. 


S-P Appaints 
25 Dealers for 
DKW-Auto Union 


SOUTH BEND.—Appointment of 
25 DKW-Auto Union dealers in 
major U. S, markets has been an- 
nounced by Studebaker-Packard 
Corp. They are: 

Center Motor Sales, Manchester, 
Conn.; S. & W. Sales Co., Inc., 
Ridgewood, N. Y.; Packard-Stude- 
baker Phoenix Motor Co., Phoenix, 
Ariz.; Trammel Motor Co., Fort 
Lauderdale, Fla.; Tom Milan, Palo 
Alto, Calif.; Frick Motor, Michi- 
gan City, Ind. 

Ferrall Motor Sales, Grand Rap- 
ids, Mich.; William G. Vey & Sons, 
Hackettstown, N., J.; Trans-Atlantic 
Foreign Car Co., Dorchester, Mass.; 
Chatham Motor Co. Chatham, 
N. Y.; Karls Garage, Stony Point, 
N. Y.; Stone Buick, Inc., Bedford, 
O.; Amos Post, Inc., Catskill, N, Y. 

Stevens Buick Corp., Yonkers, 

. ¥.; Downtown Studebaker & 
Packard Sales, Inc., Toledo; George 
Buick Corp., Hempstead, N. Y.; 
Hawaiian Auto Exchange, Ltd, 
Honolulu; Birmingham Imported 
Cars, Inc., Birmingham, Mich.; 
Marathon Motors, Inc., San Rafael, 
Calif. 

Chron Motors, Inc., Anchorage, 
Alaska; Koepke Motor Sales Co., 
Lakewood, O.; Columbus Buick Co., 
Columbus, O.; Nelke Motor Co., 
New Haven, Conn., and Milano Mo- 
tors, Inc., Mount Kisco, N. Y. 








always easily understood, but gross 
profit is the same as the income of 
a man working for wages. I think 
it is vastly more important and a 
better step toward net profit for a 
dealer to work for gross profit 
instead of pinching pennies on ex- 
penses.” 

Units are not forgotten in this 
system. When the gross-profit 
objective is figured out, Feltmann 
figures out how many units it 
will take in each of the three 
divisions to make that profit so 
that salesmen can work for both 
units and gross profits. 

For instance, here was the objec- 
tive for the third quarter in units 
and by divisions: Chevrolet 29, 
Oldsmobile 9, Cadillac 2. 

Here are the standings for the 
same period in actual sales: Chev- 
rolet 28, Oldsmobile 9, Cadillac 3. 

Another chart shows gross per 

unit. These figures are shown with 
comparative figures for two previ- 
ous years. The figures are: Gross 
profit for new unit in 1957, $329; 
gross profit for new unit in 1958, 
$248, and gross profit for new unit 
in 1959, $336. 

These charts point up some 
hitherto unknown facts in the in- 
dustry. For example the work of 
each salesman is charted by con- 
tacts, appraisals, demo rides and 
sales, 

These figures are cumulative on 
the chart so that at the period 
about which this article is writ- 
ten, some salesmen had made 
more than 1,917 contacts. By 
checking the chart it was appar- 
ent that the salesman who had 
made the most trades had most 
gross as well as the most in- 
come, The chart is made to re- 
cord up to six trades, including 
the new car as No. 1. 

Conversely, the salesman making 
the fewest contacts and the fewest 
demo rides made the fewest sales, 

the fewest trades and the least 
income. 

Incidentally, the compensation for 
salesmen is 30 percent of the gross, 
less $100 make-ready for new cars, 
$25 on used cars, Salesmen are 
guaranteed $75 weekly. 

There also is a nonprofit division 
to take care of sales to employes. 
These are called house deals, but 





actually no house deals are made 


to the public and John Feltmann 
does not sell. 


The September tabulations show 
that a gross profit of $336 was 
made on each new unit, For the 
firm’s Chevrolet division, the per- 
unit gross was $300. Feltmann is 
going to separate the cars and 
trucks and make separate new di- 
visions next year. 


The actual washout gross per 
unit per new car, this includes 
sale of the trade, was $336. 

Here is a same tabulation of 
actual figures by one salesman: 
Contacts 1,917, demo rides 351, 123 
appraisals, 21 new units sold, 99 
used units sold. 

Feltmann got out his balance 
sheets. His net-sales profit for the 
first six months is 4.2 percent, or 
10.5 percent for six months, or 21 
percent for 12 months on net worth. 
Operating net per car is $274. 

Because of advice from factory 
Sales experts that Feltmann was 
not properly keeping competitive 
in new cars price class, he decided 
for his own experience to change 
his method to volume operation for 
one year. The goals were new-car 
units to be sold to get the deal, 
he said. 

He said he sold 20 percent more 
new cars but the net profit that 
year dropped from $27,000 to $7,000. 
Since then, he added, there have 
been no changes in method except 
improvement of present methods. 








Service and Sales— 


There's a lot of new-car sales in the 
service department. That's the feeling of 
John Hondus, center, general manager, 
O. R. Haan Plymouth Center, Santa Ana, 
Calif. He estimates that at least 10 new- 
car sales per month come from the service 
department. Here, he turns over keys to 
a Plymouth buyer, while Bill Leonhardt, 
left, service manager who steered the 
prospect to Hondus, looks on. 








More Car Types Coming, 
Ford’s Petersen Believes 


HARTFORD, Conn.—“The auto- 
mobile customer hasn’t changed 
and doesn’t change with the times. 
He merely responds to the buying 
demands that have been within him 
all the time. Today has offered a 
more diversified market, and I pre- 
dict that in future production we 
will have more and more varieties 
of cars.” 


So spoke Donald Petersen, car 
plan manager for Ford, who hav- 
ing missed a plane was forced to 
drive half way to Hartford in a 
Chevrolet. He spoke before the 
Hartford Advertising Club. 


He laid great emphasis on the 
established “segments” of the motor 
car industry which have now iden- 
tified themselves and probably will 
do so even more in the future. 

At the present time, he asserted, 
this future anticipation is based on 
nine definite segments: (1) the 
small economy car now almost tot- 
ally imported and produced solely 
for economy sake; (2) the compact 








Rambler Dealer Finds... 





Wholesaling Tradeins Pays 


By Benn Oliman 
Staff Correspondent 


MILWAUKEE, — According to 
Don Rohn, a Rambler dealer who 
has found it profitable to wholesale 
his tradeins, the key question today 
is, “How far are the compacts 
going?” 

He doesn’t claim to know the 
entire answer. But, of one thing 
he feels certain: “There is bound 
to be a pronounced swing to the 
compact car as long as taxes 
and inflation continue to take a 
big bite out of the average man’s 
take-home pay.” 

The surprising thing, adds Rohn, 
is that the demand for smaller, 
more economical cars didn’t make 
itself evident much sooner. 

“How many times does the aver- 
age family nowadays go out for a 

Sunday joy ride?” he asks. 

“Cars are becoming more and 
more just a means of transporta- 
tion. 

“But the American public has 
been spoiled, While it wants a 
cheaper car, it doesn’t want to set- 
tle for a car without any of the 
luxuries to which car owners have 
grown accustomed, Primarily, they 
want a good, comfortable ride at 
lower cost.” 

Rohn, who is chairman of the 

Rambler dealer group of Milwau- 





kee, has been heading his own 


deal here since 1941, He started 
as a Hudson dealer. 

All Rohn tradeins are wholesaled. 
The firm does not maintain a used- 
car department. “I prefer it that 
way,” says Rohn, 

Despite the absence of a used-car 
department, Don Rohn Rambler 
has been making out pretty well. 
Its books showed a $15,000 boost in 
net profit last year. Rohn attributes 
this gain in a large part to the 
switch to wholesaling tradeins. 

These are some of the advantages 
in wholesaling tradeins, according 
to Rohn: Capital is more fluid than 
if it were tied up constantly in 
used-car inventory. Dealers can tell 
more accurately just what their 
financial standing is each month, 
since they turn tradeins regularly 
into cash. 

No “comebacks.” This method 
of operation is simpler, cleaner 
than running both new and used- 
car departments, 

The minds of the salesmen are 
not occupied constantly with used- 
car deals that have to be cleared 
to close new-car sales, They know 
just what they can offer on a 
tradein and their deals are more 
profitable al] the way around, It 
speeds up deals. 

Two key factors are required, 
says Rohn, before any deal can be 
truly successful. “First, you have 
got to make money in the back 
shop; and secondly, you must have 
a hot line.” 





car, still based on economy but ex- 
tended to accommodate a maximum 
of six passengers; (3) the basic 
family transportation car; (4) the 
style-conscious car; (5) the luxury 
car, which while only one percent 
of the car market at the moment, 
is, nevertheless, stabilized and a 
promising outlet; (6) the functional 
station wagon; (7% the convertible; 
(8) the sports car; (9) the specialty 
car, such as the Thunderbird. 


Petersen believes these classifi- 
cations will expand and that most 
manufacturers will study, ana- 
lyze and observe buying responses 
to determine how to best supply 
these individualized desires, 

The changing profile of motor 
cars and the style explosion was 
retarded by wars. Now “product 
actions” are taking place reflecting 
considerably in sales comparisons 
among producers, 

During the question-and-answer 
period, Hartfordites inquired: 
“What is Ford doing to simplify 
car design so that minor dents 
and accidents will not be over- 
expensive and continue to zoom 
up insurance premiums?” 

“We're already meeting that,” 
Petersen replied, “in the bolting of 
fenders in some of our new models 
rather than in welding as hereto- 
fore. It is a condition in car manu- 
facturing which we have all been 
slow to recognize but which from 
now on must and is having more 
constructive attention.” 





NASCAR Plans 
2 Compact Races 


Buick to Be Pacer 
For Month of Events 


DAYTONA BEACH, Fila—Bill 
France, president of Daytona In- 
ternational Speedway, has an- 
nounced further details for the 
1ith annual NASCAR safety and 
performance trials and the second 
annual Daytona International 
Speedway’s winter stock car races. 

Buick has been selected as the 
official pace car for the entire pro- 
gram, starting with practice Jan. 
15 and climaxed with the second 
500-mile International Sweepstakes 
late model stock car race Feb, 14. 

A total purse and point fund of 
$143,970 is being posted for the 

winter activities. 

The purse and award fund for 
the second annual 500-mile has 
been increased to $83,745, a new 
record high for any 500-mile 
stock car race ever staged in the 
U. S., according to France. 

An international compact car 
race will be held, open to the new 

Valiant, Corvair and Falcon cars 
along with the Larks and Ramblers 
of American production plus for- 
eign cars of similar rank, Two 
races are scheduled for Jan, 31, 
with a total purse of $15,850. 

The first event will be a 100-kil- 
ometer race over the 3.81 mile 
sports car course that links the 
high banked 2%-mile banked track 
with an infield asphalt surface road. 
The second compact car race will 
be a 100-mile event over the same 
course, but slated as an extra event 
between these races will be a 25- 
mile, 10-lap event for entries in 
the NASCAR Sweepstakes 500-mile 
race. This event will determine pole 
position for the Feb. 14 race, 

An extended six-day program has 
been scheduled by NASCAR for the 
beach straightaway mile, including 
flying mile runs and acceleration 
tests for 1960 model cars plus the 
usual Century Club runs open to 
NASCAR members and presented 
in cooperation with the Daytona 
Beach Chamber of Commerce, The 
beach runs are scheduled Feb. 6- 
Feb, 11. 

Additional activities scheduled 
for Daytona Beach during this 
period include midget car races 
at Memorial Stadium Feb, 10-12, 
with Kart Club of America races 
at Volusia Jai-Alai Fronton di- 
rectly across the highway from 
the speedway for these same 
three nights. Drag races are also 
slated for Ormond Beach Airport 
Feb, 7-Feb. 11. 

In addition to the racing activi- 
ties, Pure Oil Co, will again spon- 
sor the economy runs to be staged 

over the 3.81-mile sports car course 
Feb. 1-3, with $6,100 being posted. 

Pure Oil officials are also spon- 
soring the NASCAR safety trials at 
the speedway Feb. 4-5, with $2,800 
posted for the two events, The stop 
and go contest will be staged Feb. 
4 and the traffic passing contest 
Feb. 5. 





Daytona Ready for Races— 





This aerial view of the $3, million Daytona International Speedway shows the high 
banked 2%-mile speedway built in a trioval shape with pit access road shown in 
infield and 45-acre lake on .backstretch. The track will be the scene of major winter 


racing activities Jan. 31-Feb. 14, climaxed 


with the second annual NASCAR 500-mile 


International Sweepstakes late model stock car race. 
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Biggest Change Limits Picketing . . . 





NLRB Explains Reform Law 


(Continued from Page 8) 


recognized another union and its 
bargaining status is not open to 
challenge, and (2) where within the 
preceding 12 months a valid NLRB 
representation election has been 
conducted among the employes in- 
volved. 

The “no-man’s land” in labor- 
management relations that has so 
long plagued employers and em- 
ployes in small business appears to 
be eliminated by the new amend- 
ments. 

According to Rothman, the old 
law barred states from taking juris- 
diction over labor-management con- 
flicts if the business had a relation 
to interstate commerce. 

af * * 


States to Handle Cases 


T THE same time, the NLRB, 

which administers the Federal 
law, could not take these cases for 
lack of funds or other reasons of 
administration, Rothman explained. 
This created the “no-man’s land,” 
which the new law is designed to 
eliminate. 

According to Rothman, the new 
law says states may take “juris- 
diction over labor disputes over 
which the board declines . . . to 
assert jurisdiction,” but it does 
not say how to determine which 
cases the NLRB will take and 
which it will decline. 

Rothman said the board has 
fashioned two means of meeting 
this problem. One is its published 
“jurisdictional standards.” There 
are eleven of them. 

The other, according to Rothman, 
is a set of procedures through 
which parties to a state case—or 
the state court itself—can get an 
official advisory opinion from the 
NLRB. 


“The published standards state 
in dollar volume of business the 
categories of cases that the board 
will take,” Rothman said. 

“For example, the standard for 
retail concerns is $500,000 gross 
volume of sales a year, The NLRB 
will take cases involving companies 
which have that much actual busi- 
ness, 

* 


Law Covers Association 


D Dipearg involving retail compan- 
ies with less business go to 
state courts or whatever agency the 
state has established to handle 
labor relations matters,” Rothman 
stated. 

Another important NLRB juris- 
dictional standard is that for non- 
retail concerns. 

“The: board takes jurisdiction in 
cases involving one of these con- 
cerns if it buys or sells, directly or 
indirectly, goods or services out- 
side its home state to the value of 
$50,000 a year,” he said. “This 
standard applies to manufacturing 
companies and wholesalers.” 

Associations of employers are 
treated as a single employer in 
computing their business volume 
for jurisdiction purposes, Rothman 
said. 

Employers who refuse to supply 


* * 





data for computing jurisdiction are 
taken without regard to the dollar 
standards if their company is in- 
volved in interstate commerce to 
any substantial degree. And in 
secondary boycott cases, the busi- 
ness of secondary employers as well 
as the primary employer is counted, 
Rothman said. 

Plugging loopholes in the “sec- 
ondary boycott” provisions of the 
Taft-Hartley Act, according to 
Rothman, was clearly a major ob- 
jective of Congress in adopting the 
new amendments. 

“This is one of the most compli- 
cated sections of the new law, but 
there is no doubt that major 
changes are made in what consti- 
tutes illegal secondary boycott ac- 
tion by a union,” he said. 

a * os 


Loopholes Plugged 


OTHMAN said the broad ban 
against “hot cargo” agreements 
is tied closely to these changes. 
“In essence the changes broaden 
the secondary boycott ban to out- 
law almost any effort to embroil 
a neutral employer into a union’s 
dispute with another employer. 
“Under the law before the 1959 
amendments,” Rothman explained, 
“a union wag forbidden only to 
urge employes at a neutral em- 
ployer’s place of business to take 
any kind of strike or boycott action 
because of a dispute with another 
employer. Such as, for example, 
asking employes to refuse to handle 
goods that came from an employer 
the union had tabbed as unfair.” 
According to Rothman, the draft- 
ers of the new law made it clear 
in the Congressional debates and 
reports that the new amendments 
were meant to outlaw in addition 
at least the following conduct: 
1. Boycott appeals to an individ- 
ual employe, or to railway workers, 


Wide —_— Seen 
For Predecorated 
Coils of Steel 


ALLENTOWN, Pa, — A method 
for producing predecorated steel 
which is expected to be used widely 
in the auto industry has been de- 
veloped by Enamelstrip Corp., a 
division of National Steel Corp. 

Prospective uses of the metal in- 
clude instrumént panels, other in- 
terior trim items, decorative side 
panels on station wagons, such 
simulated wood panels that once 
appeared on wagons and in buses 
and truck trailers. 

The process calls for applying an 
abrasion-resistant plastic coating 
to long, continuous rolls of strip 
steel. The plastic can be decorated 
in a manner suitable for the final 
use of the steel. 

Use of Miracoil, as the steel has 
been named, will be limited in the 
auto industry in the near future. 
The product cannot be welded at 
present but research on methods of 
joining the decorated metal is 
being pushed. 








Outside Reception Area 
Averts Shop Traffic Jam 


ATLANTA.—Taber Pontiac, Inc., 
a downtown “resident” for 11 years, 
has moved into a new 30,000- 
square-foot building in the subur- 
ban Buckhead area. 

The dealership is owned by 
Earl M. Taber, president, and his 
son, Earl F. Taber, vice-president. 
The elder Taber was Pontiac na- 
tional service manager until 1947, 
when he resigned to 


dealership. 

He and Earl C. Gouldman opened 
Gouldman-Taber Pontiac on Jan. 
1, 1948. Gouldman sold his interest 
in the business the following Octo- 
ber and the firm’s name was chang- 
ed to Taber Pontiac. 

An authority on service, Taber 
is especially proud of his new shop’s 
facilities. 

“The latest in service equip- 
ment has been installed,” he said, 
“including 10 twin-post lifts, Bear 
front-end rack and Auto-Rol, 

“A new spray booth, plus other 





new equipment in keeping with the 
new building, also have been in- 
stalled,” he added. 





municipal and government em-) 
ployes and others outside the act’s 
definition of employes. 

* * * 


Law Is Defined 


APPEALS to foremen and 
* other supervisors to direct em-| 
ployes under them not to use or| 
work on another employer’s product | 
or goods. 

3. Secondary consumer picket- 
ing. The standard example of this 
is picketing before a retail store 
to urge customers of the store not | 
to buy the products of a manu- 
facturer with which the union 
has a dispute. 

4. Threats of picketing or oer! 
economic pressure on an employer | 
in order to get him to refuse to do| 
business with another employer. 

5. The making of “hot cargo” 
agreements by an employer and a 
union. 

Under the old law, all these types 
of union conduct were held law- 
ful, according to Rothman. 

“The new amendments, however, 
specifically permit truthful union 
publicity about a labor dispute with 
an employer. This publicity does 
not include picketing at another 
employer’s place of business, but it 
was said in the debates to include 
passing out handbills there,” he 
said. 

“Radio and newspaper advertise- 
ments also were mentioned as per- 
missible.” 

Rothman explained such publicity 
may advise “the public, including 
consumers and members of a labor 
organization, that a product or 
products are produced by an em- 
ployer with whom the labor organ- 
ization has a primary dispute and 
are distributed by another employ- 
er.” 

“But the publicity may not inter- 
fere with the pickup or delivery of 
goods at the secondary employer's 
business by individuals other than 
employes of the employer involved 
in the primary dispute,” he said. 

+ * a 


Bans ‘Hot Cargo’ Pacts 

HE new provision which is usu- 

ally tagged as the ban on “hot 
cargo” clauses appears to go far- 
ther than that, according to Roth- 
man, 

The most common type of “hot 
cargo” or “hot goods” clause pro- 
vides simply that employes will 
not be discharged or otherwise 
penalized for refusing to handle 
goods from an employer designat- 
ed by the union as “unfair,” he 
said. 

“Congress apparently meant to 
make this type of clause void and 
illegal, And the actual words of the 
new law go on to forbid an em- 
ployer and a union “to enter into 
any contract or agreement, express 
or implied” for the employer to 
boycott the products or services of 
any other employer. 

“This would appear to outlaw not 
only oral or written agreements but 
also arrangements indicated only 
by what the parties do,” Rothman 
said. 

Exemptions from some of these 
provisions, however, are given the 
building and construction industry 
and the clothing and apparel indus- 





try, he stated. 





Georgian Wins Dodge Contest— 


Jack Rutledge, center, salesman for John A. Pope Motor Co., Columbus, Ga., won 
out over 3,915 other Dodge salesmen in a nationwide contest to determine the best 


showroom presentation to car buyers. 


From left are Hanley Taylor, Detroit Dodge 


dealer; John B. Naughton, Dodge general sales manager, who helped judge the com. 
petition; Rutledge; Paul J. Landry, vice-president, Commercial Credit Corp., another 


judge, and Dodge General Manager M. C, 


* * * 


Patterson. 


* * * 


Georgian’s Sales Pitch 
Wins Dodge Contest 


DETROIT. — Dodge salesmen, 
throughout the nation are tipping 
their hats to Jack Rutledge, of John 
A. Pope Motor Co., Columbus, Ga. 

Rutledge walked off with the 
grand award here in a nation- 
wide contest to select the Dodge 
salesman with the most pleasing 
and efficient showroom presenta- 
tion to car buyers. He was one of 
18 regional finalists selected from 
a total of 3,916 entries. 

Rutledge will receive a check 
and an all-expense trip for himself 
and his wife to California. He will 
repeat his winning presentation 
Dec. 12 on the Lawrence Welk tele- 
vision show, 

Rutledge, a 39-year-old former 





Waite, Foerster 
Promoted in Sales 


By Oldsmobile 


LANSING.—Harvie L. Waite has 
been appointed assistant general 
sales manager for Oldsmobile in 
the Western half of the U. S., ac- 





F. L, Foerster 
cording to S. F. Mehring, general 
sales Manager. 

Frederic L. Foerster has been 
named to succeed Waite as South- 
west regional sales manager in 
Dallas. Foerster had been Detroit 
zone manager for three years. 

Waite joined Oldsmobile in 1933 
as a clerk in the New York zone. 
In 1949 he was appointed assistant 
zone manager in Los Angeles and 
later was zone manager in Oak- 
land, Calif.. and Los Angeles. 

Foerster has been in Oldsmobile 
sales for 25 years, joining the divi- 
sion as a clerk in the Pittsburgh 
office. He also worked in the De- 
troit and Buffalo zones before being 
named Philadelphia zone manager 
in 1952. 


H. L. Waite 





The service side of the building 


has an overhang under which cars | 


can be parked while repair orders 


are written. This eliminates a traf- 
fic jam inside the building, Taber 
said. 

He said the firm used television, 
radio, newspapers and 20,000 pieces 
of direct mail to tell the public 
about the move to the new loca- 
tion, Only one day of shop work 
was lost during the move, he added. 

Taber described the as 


fice walls facing the showroom.” 
There are three private offices 
and nine closing rooms back of 
the showroom. 

There are 65,000 square feet of 
well-marked parking space for new 
and used cars and for vehicles 
brought in for service. 


New Suburban Home of Taber Pontiac— 


This is the new home of Taber Pontiac, 


This sketch of the service side of the building shows the overhang for the service 
It enables cars to be parked there for repair-order writeups, elim- 
inating traffic jams inside the building. The property also has a well-marked park- 


reception area. 


ing area. 





Inc., in Atlanta's suburban Buckhead area. 





Army captain, started his automo- 
tive career following his discharge 
from military service in 1946, 

Contestants were judged in five 
categories: Creation of a friendly 
atmosphere; the overall impression 
they gave car buyers of styling and 
design; the “driver’s eye-view,” cov- 
ering comfort and roominess; “all 
the way around the car,” explain- 
ing body construction, suspension, 
rustproofing processes and conveni- 
ence of trunk space, and the engine 
story, ending with a demonstration 
drive. 

Runners-up were: 

Dan Schmidt, Herbee Motors, 
Babylon, L. L, N. Y.; Richard 
Welker, Brost Motors, Inc., Buf- 
falo; Robert C. Brennand, Wayne 
Lovelady Dodge, Inc., Albuquer- 
que, N. M.; Joseph Topor jr. 
Topor Motor Sales, Chicopee, 
Mass; Bruce Butler, H. J. Coop- 
er Co., Kalamazoo, Mich.; Merle 
McKinney, Bitzer Auto Sales Co., 
Salem, IIL; Austin Fraser, S. L. 
Savidge, Inc., Seattle, and W. R. 
Mumpower, Kelly Motor Co, 
Big Stone Gap, Va. 

R. F. Hesley, Berl Berry Dodge, 
Inc., Kansas City; Chuck Lowery, 
Glenn E. Thomas Co., Long Beach, 
Calif.; John Poelstra, Braley’s 
Stockton, Calif.; William H, Mc- 
Glone, Button Motors, Inc., Koko- 
mo, Ind.; Robert ‘E, Hedican, E, A. 
Rogers Co., Inc., Eau Claire, Wis.; 
W. F. Baumeister jr., Cumberland 
Motor Co., Nashville; John MclIn- 
tyre, Allum Motors, Sharon, Pa.; 
Ryland Hall, Nealis Motors, Wil- 
mington, Del,, and Dougg Mayne, 
Mayne Motors, Marion, Wis. 


AMC’s American 
Wins Race for 


Compact Cars 


CASTLE ROCK, Colo.—A Ram- 
bler American took first place in a 
119-lap race for compact-economy 
stock cars over a 2.8-mile sports-car 
track here, 

The car was driven by Johnny 
Mauro, Denver auto dealer, and 
Tommy Rice, Denver midget and 
sprint car driver. The American 
covered 333.20 miles in the six-hour 
run at an average speed of 55.5 
miles per hour, 

A Volkswagen, driven by Joe 
Doubek of Littleton and Don South- 
wick of Denver, finished second, 
while Ford Falcons took third and 
fourth places. 

Fifth place went to a Volvo, sixth 
and seventh to Chevrolet Corvairs, 
eighth to a DKW (the only front- 
wheel drive entry), ninth to 4 
Volkswagen and tenth to a Riley. 

A Class D production Porsche 
Carrera averaged 67.2 m.p.h. to win 
a 45-minute sports-car race. 

A Corvair and a Volvo flipped 
over during the race. 

There were 23 compact cars in 
the race. The largest engine (3,001- 
3,500 c.c.) was in the winning 
American, and the smallest were 
in the 500 c.c. and under class, 
which included the Citroen 4-CV, 
Fiat 500 and Vespa. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 











Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Nov. 28, Week, Nov. 21, November, Nov. 29, Nov. 28, 
1959 1958* 1959* To Date 1958** 1959 

AMERICAN MOTORS 
BPS vcsetensvbgnreesecesseee 6,400 6,396 32,407 185,832 357,422 
CHRYSLER CORP. ...... 12,000 17,655 16,493 62,136 539,598 676,209 
IONE cccerserscccesocecsceece 1,300 1,649 1,307 5,218 45,388 63,584 
IEED® istdscipesusseveronerncevesee 500 1,360 472 2,020 33,475 39,349 
BOGS - f0 sec nccersevccveesosercecense 5,300 4,323 7,249 25,616 106,874 173,876 
SOIL: scinccaseccevecsvccnsees svccuasece JA 1,180 11,601 18,792 
Plymouth Total .......... 4,900 9,823 7465 28,102 342,260 380,608 
Plymouth. .................. 4,900 9,823 6,276 23,729 342,260 371,846 
PRE E suddinvccbecertcesiens sevens —-aevenntnd 1,189 a ee 8,762 
FORD MOTOR .............. 26,520 34,771 40,178 125,567 1,045,476 1,571,584 
ti hntccictvearewesetvenyeooeess drocnnsons 1,376 91 190 18,499 29,677 
Ford Division .............. 23,600 28,326 35,599 111,246 898,436 1,375,657 
FREED; onecseresctcesencecvece SF a 9435 31,181 ........... 61,546 
Ford (Standard) .... 14,700 27,107 24,462 73,691 851,133 1,245,854 
Thunderbird. ............. 1,455 1,219 1,702 6,374 47,303 68,257 
EEL senievorsetoestvreccseusese 770 672 911 3,377 22,239 26,469 
en 2,150 4,397 3,577 10,754 106,302 139,781 
GENERAL MOTORS .. ........... CD vestansace 11,798 1,833,773 2,342,186 
Vineisteee 2,876 213,773 209,201 
Cccunsies) > Sipummoas 108,202 126,651 
err 8,922 1,065,894 1,309,061 
ousieviaits 6,928 aiecteciire 57,013 
soommipist 1,994 1,065,894 1,252,048 
OEE sitssrvecesenetl serrate A eee 264,967 337,120 
SPEED Gucieedssevectdnleeciuchen ~ Ssitteters WED \Wedbcusict | “Shleibdons 180,937 360,153 

S-P CORP. 

Studebaker .................. 1,004 1,020 3,246 10,178 39,824 138,961 
Total Cars, U, S.** .... 45,924 123,088 68,476 242,086 3,646,248 5,086,362 





*Revised. 


**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U, S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Nov. 28, Week, Nov. 21, November, Nov. 29, Nov. 28, 
1959 1958" 1959* ToDate 1958* 1959 
CHEVROLET 1,235 536 7,333 239,194 305,243 
63 258 5,220 5,092 
83 205 2,576 3,186 
Sailer 486 51,211 66,554 
4,583 16,127 214,984 304,250 
303 974 53,064 71,250 
2,296 9,115 79,486 132,446 
300 1,082 12,952 15,829 
15 111 8,694 10,695 
425 1379 15,819 18,216 
3,184 7,467 82,509 104,850 
70 253 4,101 4,036 
Total Trucks, U. S..... 7,414 20,626 11,858 44,790 769,810 1,041,647 
Total Cars, Trucks, 
TAG cata scaetcnsbarvtcs 53,338 143,714 80,334 286,876 4,416,058 6,128,009 
Total Cars, Trucks, 
UE ETA 3,470 9,480 4,319 15,904 315,904 338,786 
Grand Total, 
Cars and Trucks, 


U. S. and Canada.... 56,808 153,194 


84,653 302,780 4,731,962 6,466,795 





*Revised 


**Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals, 


N.B. All U. S. totals include cars and trucks for military orders. 





Continued Gains in Sales 
Reported by Factories 


(Continued from Page 8) 


in the comparable period of 1958, 
according to J. W. Watson, sales 
manager. Deliveries in the period 
totalled 409, against 256 a year ago, 
he said. 

Watson reported that Metropoli- 
tan sales so far in the calendar 
year total 13,223, a gain of 19.5 per- 
cent over the 11,066 sold in the like 
Period of last year. 

* *” * 


Studebaker 


ETAIL deliveries of new Stude- 

baker Larks during the first 
Month following 1960 model intro- 
duction Oct. 15 were 46.6 percent 
Over deliveries during the compar- 
able month a year ago, S. A. Skill- 
man, Studebaker-Packard sales 
vice-president, announced. 

Studebaker’s market penetra- 
tion for the month was 2.87 per- 
cent, in comparison with 2.25 per- 
cent a year ago, he said. 

Skillman said that dealers’ re- 
Ports indicate that 9.6 percent of 
S-P’s retai] deliveries during the 
first 10 days of November were 
Lark convertibles, almost double 
the industry average for softtops. 

Advance orders for the ’60 line 
of Larks are the largest received 
for Studebaker models in the past 
five years, he said. Orders for V-8 








engines have increased from 25.84 
percent during the 1959 model year 
to 45.12 percent of current produc- 
tion, he continued, “Four-door mod- 
els now account for 47.38 percent 
of current Lark orders, compared 
to 37.59 percent of 1959 production.” 





Howe Appointed 
To P-D-V Post 


DETROIT. — Edward Victor 
Howe, 50, has been named national 
used-vehicle manager on the staff 
of Edward P. 
Letscher, general 
sales manager of 
Plymouth- 
DeS oto - Valiant 
division. 

With Chrysler 
Corp. 25 years, 
Howe formerly 
Was used-car 
manager for the 
corporation’s cen- 

— tral sales area. 
Edward V. Howe As head of the 
used-vehicle department he will be 
responsible for that phase of auto- 
motive retailing in all Plymouth, 
DeSoto and Valiant dealerships 





Chevrolet First to Roll... 





working full schedules before we 
can expect to deliver cars in vol- 
ume.” 

The industry will have only one 
full work week to get out a volume 
production before the Christmas- 
New Year's holiday weeks put a 
dent into assembly operations. 

GM, as of today, will have re- 
called an estimated 53,000 of the 
162,000 hourly workers laid off due 
to steel shortages, and corporation 
divisions supplying components and 
accessories for the car and truck 
divisions will recall employes on an 
accelerated schedule during the 
next two weeks in order to have 
enough materials on hand to main- 
tain a continuous assembly of cars. 

* * * 


Amer operations at Chrys- 
ler Corp. that had been halted 
by the steel strike will resume early 
in December, starting with some of 
its Detroit car and truck assembly 
plants by Dec. 9. The remainder of 
the company’s assembly operations 
will be resumed shortly thereafter. 
Currently some 23,000, of the 
company’s 75,000 hourly-rated em- 
ployes in U. S. plants have been 
laid off due to steel shortages. 

This number will be temporarily 

increased by approximately 15,000 

by Dec. 2, with the suspension of 

car assembly at Detroit Plymouth 
plant on Dec. 1; the St. Louis as- 
sembly plant on Dec, 1, and the 

Chrysler-DeSoto-Dodge plant in 

Detroit on Dec. 2. 

First callbacks of employes at the 
company’s parts manufacturing 
plants will start today (Nov. 30) 
with the recall of 450 employes at 
the Eight Mile parts and equipment 
plant in Detroit. 

A shuffling of materials from one 
division to another has been all 
that has kept the remaining three 
Chrysler assembly units working. 

Chrysler’s Imperial plant in De- 
troit was forced to halt production 
during the week ended Nov. 14, 
while the steel shortage curtailed 
output at the Valiant plant in 
Hamtramck on Nov. 20. 

Dodge assembly operations at 
Hamtramck; Dodge-Plymouth out- 
put at Newark, Del., and Dodge- 
Plymouth, DeSoto and Chrysler 
production at Los Angeles were 
halted last week. 

* * * 

w= “big” Ford, Mercury, and 

Studebaker on three-day sched- 
ules and the remainder of the in- 
dustry on short workweeks due to 
Thanksgiving, car output slumped 
to an estimated 45,924 units last 
week, compared with 68,476 assem- 
blies a week earlier and 123,088 
units produced during the week 
ended Nov. 29 last year. 

Due to the steel strike, Novem- 

ber production will reach only 
255,000 cars, compared with 507,530 
in October. November output was 
lowest since the 238,773 cars turned 
out in August. 
Compact-car output totalled an 
estimated 14,849 units or 32.3 per- 
cent of total industry assemblies 
last week, compared with 22.429 
units and 32.8 percent of total in- 
dustry production a week earlier. 

Highlight of compact-car oper- 
ations last week was Falcon’s 
passing of Corvair in total as- 
semblies. 

Ford worked its Falcon plant at 
Lorain five days and its Kansas 
City unit four days to pick up 7,445 
assemblies for the week and run 
its model-run total to an estimated 
61,546 units. Corvair, which has 
been down due to steel shortages 
for two weeks, has turned out 57,013 
cars to date. 

In other compact-car operations, 
Rambler worked four days and 
turned out 6,400 cars last week, 
compared with 8,559 units a week 
earlier, and Studebaker, working 
three days, was off from 3,246 to 
1,004 assemblies. Valiant, which did 
not work last week, turned out 
1,189 cars a week earlier. 

o* * * 


HORT workweeks due to the 
Thanksgiving holiday plus ces- 





across the country. 


Volume Shipments 
Due by First of Year 


(Continued from Page 1) 


Dodge and Studebaker cut commer- 
cial-car assemblies to an estimated 
7,414 units last week. 

That compares with the 11,858 
trucks turned out a week earlier 
and the 20,626 commercial ve- 
hicles rolled from U. S. assembly 


lines during the week ended Nov. 
29 a year ago. 

Truck output in November is es- 
timated at 47,000 units, compared 
to 93,000 in October. 

Canadian vehicle assembly oper- 
ations took another tumble last 
week as Chrysler Corp, was forced 
to halt output Tuesday and GM’s 
idleness continued. 

Vehicle output in Canada totalled 
an estimated 3,470 units last week, 
compared with 4,319 cars and 
trucks a week earlier, and 9,480 as- 
semblies during the week ended 
Nov, 29 last year. 

Last week’s output included 2,860 
cars and 610 trucks. A week earlier 
the Canadian industry turned out 





3,597 cars and 722 trucks. 





By Ken Musson 
Staff Correspondent 

TAMPA, Fla.— Auto dealers here 
have given an 11-point set of stand- 
ards to govern advertising of their 
wares, as drawn up by the better 
business division of the Greater 
Tampa Chamber of Commerce. 

The purpose of the set of adver- 
tising rules, say chamber officials, is 
to build “greater public confidence 
in the automobile business and ad- 
vertising in general, as well as to 
promote fair competition among 
dealers.” 

The standards were to apply 
not only to newspaper advertis- 
ing but also to that carried by 
broadcast or telecast programs, 
billboards, direct mail, signs, win- 
dow cards, cards on cars, circu- 
lars and handbills. 

The standards were: 

Accuracy. Urging that advertis- 
ing “shall be accurate and truthful 
in every respect .. .” and should be 
“free from deceptive tactics, tricks 
and devices .., ” and include the 
street address as well as the name 
or firm style of the advertiser. 

Availability and condition. “Ad- 
vertised new cars shall be in the 
possession of the franchised dealer 
at the address given in the copy, at 
the time the advertisement appears, 
and shall be willingly sold or or- 
dered from the factory at the ad- 
vertised price.” All cars advertised 
for sale must be in operating con- 
dition unless otherwise stated. 

Specific new-car advertising. I- 
lustrations shall be of the actual 
car offered. Extra-cost accessories 
pictured must be noted. Standard 
equipment not included in any 
car must be noted, 

Demonstrators, officials’ and ex- 
ecutives’ cars. “Demonstrator” shall 
refer only to a car used by an au- 
thorized dealer of the make car 
being offered or by his salesman. 
“Executive’s” and “official’s” cars 

must have been used by a bona 
fide executive or official of the 
manufacturer or dealer. 

General advertising. ‘“Undersel- 
ling” claims banned because “it is 
obvious no dealer can be fully in- 
formed about every competitor’s 
dealings at all times.” Claims such 
as “We pay more,” “We pay West- 
ern prices,” “We pay above the 
limit,” “We pay $200 above market 
price,” are banned. “We pay highest 
possible prices,” is permissible. 
“Would you take .. .” cards are 
banned. Offers on circulars and 
cards must be bona fide. 

General advertising rules also 
ban reference to “wholesale” in ad- 
vertising automobiles, trucks or 
trailers for sale to consumers. “Free 
trial” or “free driving trial” must 
not be used if the customer is re- 
stricted in any way, including de- 
positing the title to his car. “For 
unpaid balance” shall not be used 
unless such balance actually is due 
and in evidence, 

Derogatory or superlative state- 
ments. Derogatory statements 


Goodrich to Build 
High-Speed Track 


AKRON.—B. F. Goodrich Co., 
which recently opened the world’s 
shortest tire-test track, has an- 
nounced that it will build the 
world’s longest test track near 
Pecos, Tex, The track will be used 
for testing tires at higher-than- 
legal speeds. P 

The new high-speed track will be 
a circle nine miles around, accord- 
ing to E. F. Tomlinson, president of 








sations of all output at Chevrolet, 





the company’s tire division. 


Tampa Ad Code Stresses 
Accurate Auto Claims 


which reflect upon a competitor 
or his product shall not be used. 
Claims such as, “World’s largest 
dealer” shall not be used unless 
proof of the accuracy is readily 
available. 

Used cars. If a group of cars are 
advertised at a range of prices, the 
number of cars of each make as 
well as the range of prices for each 
make shall be stated. Cars shall 
not be advertised as “repossessed” 
unless they are bona fide repos- 
sessions for failure to adhere to the 
terms of the purchase contract. 

Terms and financing. When any 
reference is made to the amount of 
weekly or monthly payments, then 
the amount of cash down payment 
required, the amount of each in- 
stallment and the total number of 
payments shall be stated. “No down 
payment” shall not be used if cash 
or other security from any source 
is necessary to close the deal. 
“Name your own terms” and simi- 
lar statements are banned. “Bank 
financing” shall mean the financing 
will be placed with a regular bank. 

Itemization of costs in install- 
ment sales. The finance charge, 
insurance costs and other charges 
must be listed before an install- 
ment sale is consummated. 

Guarantee and warranty. Explan- 
ation shall be given in clear and 
concise language as to the time 
and coverage of each guarantee or 
warranty. 

Liquidation or quitting business. 
“Liquidation sale” shall not be used 
unless the advertiser is going out 
of business. Going-out-of-business 
advertising must, for 30 days prior 
to the date, carry the date on which 
the business will be terminated. 


Valiant Dealer 
Warns Factory 


On Distribution 


McALLEN, Tex.—Chrysler Corp. 
is discriminating against the 
smaller Valiant dealer and by so 
doing is hurting both the car maker 
and the dealer, charges F. L. Burns, 
DeSoto-Plymouth-Valiant dealer in 
a thickly populated area of about 
150,000 people. 

“The manufacturer has adver- 
tised the Valiant nationally and has 
created a tremendous demand, and 
yet when our prospects come in 
response to the advertising to see 
and try out a Valiant, we have 
nothing but pictures to show them,” 
Burns said. 

“This Valiant promotion has 
brought us more inquiries than any 
automobile show we ever partici- 
pated in, and yet we haven't @ 
single car to show. We have had 
at least 1,000 persons come in spe- 
cifically to see the new car, Some 
of them left confused and dissatis- 
fied. That reflects unfavorably on 
us and the manufacturer alike.” 

Burns complained that he read 
in the automotive press that metro- 
politan dealers are getting Valiants, 
selling them and getting more. 

“We in the smaller towns are 
caught in the squeeze,” he said. 
“We can’t get even one Valiant to 
show. Our supply of Plymouths and 
DeSotos has ‘been curtailed and 
we’re losing sales here, too.” 

He suggested that the only fair 
thing for Chrysler to do is to see 
that every dealer, large and small, 
receives one Valiant from which to 
sell When every dealer has a 
demonstrator, orders should be 
filled in the order of their receipt 
or on some equitable allotment 
basis, he said. 
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Okla. Dealer Expands Shop to Offset Shortage of 60s... 





Service Seen Savior in Car Pinch 


By L. H. Houck 
Travelling Correspondent 


VINITA, Okla.—This is the time 
to expand service and train sales- 
men to sell service because pros- 
pects of full stocks of new cars are 
getting dimmer, according to C. R. 
Moore, president of C. R. Moore 
Motor Co. (Chrysler-Imperial- 
Dodge-Plymouth), who started this 
business in 1930 with Chrysler- 
Plymouth, 

He is supporting this view with 
a new building for a new service 
department in the rear of his 
present salesrooms and offices. He 
also has increased his front foot- 
age by 75 feet. 

“T’ve always been service-mind- 
ed,” Moore told Automotive News, 
“but I am convinced after 30 years’ 
experience that the dealer who has 
a top-notch service department in 
good times and bad, is not only 
making himself more secure with 
his customer, but has the best setup 
for profits in the highly competitive 
retail automobile business.” 

In addition to the shop expansion, 
Moore said he is sending more of 
his service employes to various 
schools for special training. Getting 
and training good mechanics is a 
problem in small towns, he added. 

The new service department will 
have new entrance and exit drives, 
new lifts, new steel work benches, 
and any new labor-saving equip- 
ment needed, although his present 
shop facilities are modern. 

The new facility has been plan- 
ned to increase service jobs and 
special attention will be given to 





Obituaries 


Clare A. Walker, 56, 
Head of Idaho Dealers 


KELLOGG, Id.—Clare A. Walker, 
a Chevrolet dealer here and presi- 
dent of the Idaho Automobile Deal- 
ers Assn., died Nov. 17 at the age of 
56. 


An IADA member for 16 years, 
Mr, Walker was elected president 
during the group’s convention last 
May. He also had served as IADA 
vice-president. 





Melvin C. Mayberry 
GALAX, Va.—Melvin C. Mayberry, a 
used-car dealer here, is dead. 
* * * 


D. Cox 
DETROIT.—Harry D, Cox, former gen- 
eral manager of the motor accounting de- 
partment of General Motors’ sales section, 
died Nov. 20. He served with the section 
from 1927 until his retirement in 1955. 
* * * 


doe H. Jackson 
MURFREESBORO, Tenn.—Joe H. Jack- 
son, of Jackson Bros. Chevrolet & Oldsmo- 
bile Co., died Nov, 12 after suffering a 
heart attack, He was 73. 
* a 


John C, Roberts 
Png 4 SPRINGS, Okla.—John C. Rob- 
erts, 77, operator of Roberts Used Car 
Co., died Nov. 18. Mr. Roberts was shop 
foreman for a Ford dealership here before 
opening his used-car firm in 1938. 
* * * 


Harry Parsons 
WASHINGTON.—Harry Parsons, 49, an 
auto dealer, died Nov. 18. He headed Par- 
sons Motors, Inc., and Benning Auto Sales, 


Inc., a Studebaker dealership which he 
acquired six months ago. 
-. “ae - © 
Gorden Lee Hight Sr. 


ROME, Ga.—Gordon Lee Hight sr., 69, 
@ veteran auto dealer and civic leader, 
died Nov. 18. He had operated G. L, Hight 
Motor Co. (Chevrolet) since 1928 and also 
was president ba Simpson Grocery Co. 

* * 


Donald G. Hart 
OKLAHOMA CITY.—Donald G, Hart, 
67, retired Oklahoma City zone manager 
for Chevrolet, died Nov. 17, Mr. Hart was 
with Chevrolet 27 years. He was zone 
manager here from 1946 until he retired 


in 1957. 
7. * * 


William Bullock Waterman 
HARTFORD, Conn. — William Bullock 
Waterman, 70, a realtor and a former auto 
dealer, died Nov. 9. He operated a Ford 
dealership in New London, Conn., from 
1920 to 1927. Harlier, he was employed by 
a Ford dealer = Coeiantewn, Pa. 


contin “ + Yin 
BUNKER HILL, Ill.—Lester H. Ray- 
mond, 59, owner and operator of Ray- 
mond’s Pontiac Garage here, died of a 
heart attack at his home Oct. 29. He had 
been a dealer here for 36 years, handling 
Chevrolet, International and GMC trucks 
before becoming a Pontiac dealer in 1938. 
* 


L. Aubrey Lancaster 
EARLE, Ark.—L, Aubrey Lancaster, 55, 
former manager of Critt-Cross Motor Co. 

(Chrysler-Piymouth), died Nov. 19. 





@ program which will make the 
“do over’ job a rarity, Moore 
said. Increased mechanic effi- 
ciency will reduce “comebacks,” 
he added. 

Moore is now the only Chrysler 
Corp. dealer in this town of 7,000. 
But during his 30 years here, he 
said, 10 or 15 other dealers have 
come and gone. He bought out the 
Dodge outlet about two years ago. 

Moore said he has sold a num- 
ber of ’60 models and still has some 
stock, but that supplies are drying 
up and color choices are almost im- 
possible to get. 

He said the ’59 models have re- 
quired less service warranty work 
than those of other years, And this 
year his firm hasn’t had one cus- 
tomer complaint about a ’60 model, 
Moore added. He attributed this 
to Chrysler’s new quality manufac- 
turing supervision. 

W. E. Jones, of Chrysler Corp.’s 
service department, assisted in 
laying out Moore’s new service 
department. He said he had 
checked people with the firm’s 
60 models to ask if they had any 
service complaints. He did not 
receive a single complaint, he 
added. 

“When we sell a Chrysler prod- 
uct,” Moore said, “we are almost 
certain of making a repeat cus- 
tomer, and one of the best ways 

is to be sure that a modern and 
competently manned service de- 
partment is available for the time 
when he needs tuneups and repairs. 
We also intend to use our service 
department to attract owners of 
other makes.” 

Selling in small towns is entirely 
different than in larger cities, ex- 
plained Moore, and you learn many 
things by experience. 

For instance, he said, one of the 
most important things here is color. 
He told of a woman with an an- 
tique shop who bought a car col- 
ored to match the building which 
houses her shop, She admonished 
him not to sell another car that 
color, he said. 

“T’ve been told by the buyer of 
a white car that he wants the only 
white car in town,” he said. 

When a customer selects a 
color which he has been asked 
not to sell again, Moore said he 
usually only has to comment: 





Sales by Dealers 


Exceed °58 Level 
By 19 Percent 


WASHINGTON.—Sales of new- 
car dealers totalled $2,305 million in 
September, off 17 percent from the 
August figure but 19 percent ahead 


of the total for September of last| p. 


year, the Commerce Department 
reported. 

Volume of all retailers in the 
U. S. in September was placed at 
$17,570 million, down 3 percent 
from August but up 8 percent from 
the September, 1959, figure. 

Tire, battery and accessory deal- 
ers had sales of $210 million in Sep- 
tember, down 9 percent from Au- 
gust and up 12 percent from Sep- 
tember of last year. 

September wk. somal of service sta- 
tions was $1,419 million, a drop of 
6 percent from the August total 
but a gain of 5 percent from the 
September, 1958, figure. 

Sales of automotive wholesalers 
in September were $517 million, off 
one percent from August but up 
12 percent from September of last 
year. 





Former Dealer Fined 


In Used-Car Sale 


KANSAS CITY.—A circuit court 
jury assessed a $1,000 fine against 
James Watts, a former used-car 
dealer, after finding him guilty on 
a charge of stealing by means of 
deceit. Watts is appealing the ver- 
dict. 

Watts, who was a salesman at 
the time of the alleged theft, was 
accused of taking $430 toward the 
purchase of a 1957 Cadillac and 
failing to deliver the vehicle. Watts 
formerly operated Watts Motor Co. 
He went out of business in 1956. 


“You don’t want a car the same 
color as Mrs. Jones do you?” 

The customer usually changes to 
another color immediately since he 
doesn’t want the same color that 
someone else has, Moore said. 

Another tough problem in the 
smaller town is qualification of cus- 
tomers, Moore continued. Usually 
the dealer knows about what the 
customer can buy, he said, but even 
then snap judgment. can be dis- 
astrous. 

“It’s especially bad if a dealer 
starts playing God and selecting 
the car for a customer, or even 
concludes that the first car selected 
is the car the customer will buy 
and pushes it.” 

He then told of the day when he 
“sold” four cars but only delivered 
one. 

A middle-aged couple, known to 
be of substantial means, came in 
and asked for price on the lowest- 
priced Chrysler Windsor. 

Then they picked out acces- 
sories, and started comparing 
prices with the Saratoga. This 
took until noon. They went to 
lunch, came back and then start- 








Ex-Dealer Sues Willys 
For Breach of Contract 

TOLEDO.—Burt McMillen, Mc- 
Millen Motor Sales, has filed a 
$54,000 suit against Willys Sales 
Corp., charging breach of con- 
tract. He said a contract he sign- 
ed in 1958 made him exclusive 
Willys Jeep dealer in the Toledo 
area. 

He said his contract was can- 
celled when he complained after 
finding other area firms handling 
Jeeps and parts. A spokesman for 
Willys said the firm doesn’t issue 
exclusive territorial dealer fran- 
chises, 





ed comparing prices with the 
New Yorker, 

“I knew right away that I'd bet- 
ter not try to sell any particular 
model, but merely try to give them 
all the information they wanted 
until they had worked all the de- 
tails out of their minds,” Moore 
said, “but I was totally unprepared 
for what happened.” 

After wrangling an hour or so 
on the New Yorker’s details, they 
suddenly decided to find out what 
an Imperial cost and how its worth 
compared with the others. In an- 
other hour they had signed up for 





an Imperial and picked out a bate) 
of accessories. 

Moore said they make it a Selling 
practice to quote basic prices to 
every customer, explaining that the 
base price is without any acces. 
sories at all, or in the case of mod. 
els in which power steering and 
power brakes are standard equip. 
ment, to mention that these items 
are included as standard equipment 
in the base price. 

“When you sell at the basic 
price you give the customer the 
opportunity of selecting his own 
accessories,” Moore said. “While 
you may be selling him accesso- 
ries that you know are on cars 
in stock, at the same time, the 
customer is making the selec- 
tions. 

“After this is done you can show 
him a car in stock or on the floor 

with the comment that ‘Here is a 
car with your list of accessories but 
not your color unless you'd prefer 
this color,’ and this makes closing 
a lot easier,” Moore said. 

“Today you can’t tell what a man 
will buy and dealers should spend 
more time doing a good job of sell- 
ing and less time looking for a deal 
for an order taker.” 

Moore’s two sons, Jim and Ralph, 
are active in al] departments from 
service and parts, to management 
and sales. 











HELP WANTED 


WANTED—SALES MANAGER for volume 
Oldsmobile and Rambler dealership with 
financial stability and low overhead in 
southwest, now grossing approximately 
two million dollars sales per annum and 
going into expansion, Excellent oppor- 
tunity for right person, Must be experi- 
enced, young, married, aggressive, with 
ability to hire, train and supervise sales- 
men, Send resume and recent photo- 
graph. All inquiries confidential. Box 894, 
c/o Automotive News, Detroit 7, 











Earn $15,000 or More! 
Key Territories Open 


H odo, are a top salesman now earning 

you can earn $15,000 or more the 
Hae year as exclusive agent selling Childers 
Carports to car dealers, National advertising 
and direct mail support, No investment. 300 
car dealers already using. Agents will be 
apqeutes in these key territories immedi- 
ately: 


California Cleveland New York 
Florida Philadelphia New England 
Indiana Nebraska Georgia 
Tennessee Louisiana Alabama 
Colorado Kentucky 
Airmail your sales background with — 
ences to b Childers, r 


hilders Mf . Se 

Box 7467, Houston 8, Texas. We will 
send you complete information immediately 
with names of recently appointed agents who 
are already proving what can be earned by 
men who can qualify. Our references: First 
City National, Houston; Dun & Bradstreet 
rating B+1. 





USED CAR SALES MANAGER for south- 
ern location capable of handling volume 
of 2,000 to 3,000 units annually, Serve 
as dealership appraiser, Must be experi- 
enced, young, married, aggressive, with 
ability to hire, train and supervise sales- 
men, Include detailed resume and refer- 
ences. Box 958, c/o Automotive News, 
Detroit 7. 


SALES MANAGER wanted—A high caliber 
man who can acquire top notch, hard- 
hitting sales force to get utmost of 800 
new car potential, Best new and used 
car facilities in metropolitan central Ohio 
city, with best GM product, Only the 
highest caliber, experienced man will be 
considered, Compensation is not even a 
consideration if the right man is avail- 
able. Box 959, c/o Automotive News, 
Detroit 7, 


PARTS MANAGER 
Rootes Motors, Inc. 


require the services of a thoroughly ex- 
manager to head up 
Applications in 








perienced parts 
their western division. 
writing, marked confidential to: 

Mr. Henry Henkel, General Manager, 

Western Division, 

Rootes Motors, Inc., 

9830 West Pico Bivd., 

Los Angeles 35, Calif. 




















GENERAL MANAGER, If you are a dealer 
seeking a competent and trustworthy 
general manager, who can assume com- 
plete charge without upsetting your pres- 
ent employes and policy, we believe we 
have the man, This applicant has a real 
outstanding recerd in automobile man- 
agement. Former dealer, age 40, married, 
college graduate, sober, very conservative, 
personable. Our background check re- 
veals character and habits above re- 
proach, Promotional type but very profit 
minded, Can train and organize all de- 
partments and obtains results easily. 
Salary expected reasonable and on in- 
centive basis. Twelve years’ experience 
in metro and single point GM dealerships. 
Former and present employers have high- 
est praise for ability and work habits. 
Has excellent reason for change, Now 
employed southwest, but will relocate. 
Wire or write at once for lifetime resume 
and recent photo, All replies confidential 
and no obligation to you, Executive 
Placement Co., 312-A Euclid Ave., St. 
Louis, Missouri—or Southwestern Execu- 
tive Placement Co., 704 N. Rice, Bell- 
aire, Texas. 


ASSISTANT TO MANAGER or owner— 





western location, No promises, Middle 
age. Character references unlimited. 
Write Box 943, c/o Automotive News, 
Detroit 7, 


EXECUTIVE SERVICE MANAGER or 
service director for General Motor’s deal- 
er, with 20 years’ experience in Chevro- 
let, Pontiac, Oldsmobile and Cadillac, All 
phases of mechanical functions, Familiar 
with entire operation of service depart- 
ment, including paper work and factory 
relations, Have State Industrial Teach- 
er’s License, have attended General Mo- 
tors Institute, Presently employed, Ex- 
perienced handling dual dealerships, De- 
sire change to Florida, Pompano, Ft. 
Lauderdale, Hollywood preferred. Box 
960, c/o Automotive News, Detroit 7. 

POSITION WANTED AS SALESMAN- 
AGER, 45, married, one child, 13 years 
experience in sales and sales manage- 
ment, presently employed at DeSoto, 
Plymouth, Valiant dealership, Can hire, 
train salesmen, appraise used cars, Hull- 
Dobbs-Oakley training, Will relocate for 
right deal and moving expenses, Box 
969, c/o Automotive News, Detroit 7. 

CARS, TRUCKS DELIVERED, Anywhere. 
Rubbish, ambulance, etc. Tow-bar, 3-way. 
Carl's, 6381 Ellsworth, Detroit, UNiver- 
sity 2-4895. 

BUSINESS MANAGER — Accountant, di- 
versified large dealer experience in all 
phases of dealership, Can furnish operat- 
ing control and complete analysis of 
statement. Box 963, c/o Automotive 
News, Detroit 7. 

ATTENTION CHAIN OPERATIONS and 
metropolitan points! Internal auditor, 
operations and business management an- 
alyst, experienced Ford, GM, Chrysler, 
available De b ist, R ible in- 
dustry references will confirm qualifica- 
tions, Will travel and relocate. Reply to 
a 964, c/o Automotive News, Detroit 




















POSITION WANTED 


FORMER VOLUME CHEVROLET DEAL- 
ER, 25 years’ experience all phases auto- 
mobile retailing, would like connection 
with progressive dealership as general, 
new or used car manager. Box 961, c/o 
Automotive News, Detroit 7. 


YOUNG MAN with extensive automotive 
experience, including sales, sales man- 
agement and car buying, wants position 
as car buyer or sales manager, Midwest. 
a 962, c/o Automotive News, Detroit 











DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DODGE, Dart 
and Dodge trucks with 200 to 300 car 
potential, Located in San Francisco Bay 
area, Few facilities in any location of 
comparable quality, Under present own- 
ership and management 28 years, Will 
sell at actual inventory, Also would con- 
sider partial financial interest for right 
party, Building and facilities available 
for long term lease. Box 928, c/o Auto 
motive News, Detroit 7, 

ESTABLISHED DEALERSHIP handling 
Buick, Opel and Rambler in northeastern 
Pennsylvania, 150 car potential, located 
in the county seat. Consistently profit- 
able, an excellent opportunity for right 
person, Must move quickly as I plan 
to take on larger franchise, Box 900, 
c/o Automotive News, Detroit 7, 

LONG ESTABLISHED DEALERSHIP han- 
dling Chrysler Corp. makes, Excellent 
building and used car lot facilities avail- 
able for lease, Low overhead operation 
located on main thoroughfare in automo 
bile section. Four to five hundred poten- 
tial. Single point industrial city on Lake 
Erie adjoining rich farming area, About 
$20,000 will handle, Includes modem 
furniture and shop equipment as well as 
tools, signs, supplies and parts, No fe 
ceivables, used cars, liabilities or real 
estate to buy, Owner has other interests. 
- 972, c/o Automotive News, Detroit 














NORTH GEORGIA — DEALERSHIP NOW 
HANDLING M-E-L-Rambler, located in 
county seat with trading aren of 300,000 
people. Box 968, c/o Automotive News, 
Detroit 7, 

EASTERN KENTUCKY, Industrial “Ohio 
Valley, now handling Dodge. Doing busi- 
ness same location 27 years, Annual 
sales around $1,000,000. Owner had heart 
attack, Will sell at actual inventory, No 
blue sky. Box 970, c/o Automotive News, 
Detroit 7, 

DEALERSHIP NOW HANDLING FORD. 
Small Southern deal in rapidly expanding 
industrial area. Will sell half to man 
capable of eventually assuming ful! re 
sponsibility, Box 971, c/o Automotive 
News, Detroit 7. = . 

SOUTHWEST—O 14d established dealership 
handling Buick, average sales $370,000. 
Parts and equipment, reasonable lease 
on building. Buy-in or buy-out, Dealer 
wishes to retire. Box 965, c/o Automotive 
News, Detroit 7. = 














AGENCY HANDLING CHRYSLER-PLYM- 
OUTH in growing Southern California 
city, 10,000. Same ownership over 20 
years, Stock and equipment $35,000. Will 
sell or lease building. Box 966, c/o Auto 
motive News, Detroit 7. 


——, 








FOR QUICK RESULTS 
TRY AUTOMOTIVE NEWS 
CLASSIFIED ADS 
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DEALERSHIPS AVAILABLE 


DEALER SERVICES 


CARS FOR SALE 


CARS FOR SALE 




















nf HANDLING 

the Ey . 

“Mercury - Lincoln, 

od- . 

“f English Ford 

D- 

ms d location, will lease building for 

ent onable amount. 400 new car sales po- 
ic!. Single dealership city, Northern 

ic > crea. Will sell at actual inventory. 

ne iture, fixtures, equipment and parts, 

m oximately $22,000. 

le ire to move quickly to take on larger 

0- chise. 

rs 973, c/o Automotive News, Detroit 7. 
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AS—Olds, Cadillac, Rambler, small 
li located dealership, annual sales over 
$1,000,000. Over 200 new units retailed, 
used units wholesaled, Approximately 
0,000, Factory approval of buyer re- 
red. Box 967, c/o Automotive News, 
oit 7, 
















= IMPORTS—FLOOR PLAN 

petition Cars—High-Profit Used Sport 
. We consider floor planning for exclu- 
dealers, Guaranteed factory overhaul. 
ati, Ferrari, Alfa, classics, etc, If we 
't got it in stock, we can get it for you. 


an By 


ll W can supply new, custom-made Italian 
al Beemnetition or sports bodies for any make, 


aaler installation. Set up your own business. 
Waite now AIRMAIL: International Sports 
Associates (ISCA), II Champel, 
a, Switzerland. 


ter, 








Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay grades E5 
and above . . . on a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 5-6756 
"Worldwide Financing for Military Personnel" 
(USAA Insurance available 
to qualified officers) 





TRIS SR EN 
HAVE CREW, WILL TRAVEL! 


Specially trained ALLIED men give you .. . 
* Certified physical inventories of parts, 








Model year reports for obsolescence 
and return parts plan. 

Bin space for new model parts. 

Reports for dealer terminations. 


Certified reports for tax, insurance and 
bank. 


The Service That Counts 


ALLIED INVENTORY CO., INC. 
7508 So. Cornell Ave. Chicago 49, Illinois 
TE jOrmal 7-0065 
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Sedans-Sunroofs-Ghias 





IMMEDIATE DELIVERY | 





MERCEDES 


’ { 
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YORK IMPORTS, 
INC. 

; 29-11 35th Avenue 

>) Long Island City 6, N. Y. 


EMpire 1-1690 
tht ttatteell ) 




























~ DEALERSHIP WANTED 
deal. Lease or buy facilities for cash. 


* 
__ GM, FORD, RAMBLER 

4 AGENCY 

fe mic area, including Chicago suburbs. 
H factory approval. Box 910, c/o Auto- 


your price plus some blue sky for profit- 
News, Detroit 7. 





D: 100-150 CHEVROLET AGENCY. 
El Paso or Dallas 
assured, Pay 
confidentially. 
Detroit 


oma City, 
Factory approval 
Replies answered 
940, c/o Automotive News, 





WANTED 


Ford or Chevrolet Deal 

















AUTOS REPOSSESSED, Problem accounts 
serviced, N. C., northern 8S, C, Reason- 
able rates. Auto Claims Service, Box 57, 
Lumberton, N. C, REdfield 9-3745. 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Furniture—Equipment—Machiner y— 


Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


























i Southern area, 1,000 units up, Ample capital. a 

= Factory approval assured 

: Sex 927, </o Automotive News, Detroit 7. 
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: VOLKSWAGENS 

_ DEALER SERVICES 

: 1960s-1959s 

rn 1960 Auto Costs! Fully Americanized 

~ [Discover how much your competitors’ cars Immediate Delivery 

i tally cost. The book, "AUTO COSTS," gives ° 

: te factory invoice prices of all 41960 Ghias—Buses—Convertibles 
tican cars, 25 foreign cars, 4 American 

Y ae, and all their saciomat. Used. by WILL SHIP TO ALL PORTS 

- and banks nationwide. Order your Wire—Write—Call 

ll & @ edition today for only $i0—th ar 

BE sabscription $i8 {including all suppiements)., EBEN TRADING CORP. 

le AUTO COSTS, Box 224, Dept. 6, New York |, 2061 Broadway New York 23, N. Y. 

> BMY. TRafalgor 7-8767 

7 

4 OARS FOR SALE 
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7 Dealers! Here’s how to sell the “/-don't-like-the-color” prospects— 

‘|BUY THE CAR YOU NEED 
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OR 
CONTACT: 


Tel. DE 2-0420 





Late-model cars are available to used car 
dealers now. A Hertz office near you may 
have the car you’ve been looking for! 


Hertz has Chevrolets, Pontiacs, Fords, 

. Oldsmobiles, Plymouths, Buicks, Cadillacs — 

| wagons...convertibles—all featuring automatic 
7 transmissions, power steering, radios and 
heaters...many with power brakes. 


Low mileage 1958 and 1959 models now available 
at Hertz offices across the country. 


For more information call your local Hertz office 


Mr. I. E. Spatig o~, 
Hertz Car Leasing Division 
125 N. 


Wabash, Chicago 4, Ill. 


Dealers Attention!! 


1960 
VOLKSWAGENS 


Now available in Cleveland, 
Ohio. Fully American models 
at wholesale prices to dealers. 
All colors, all models available. 


100 CAR SELECTION 


Contact: 
SPORTS CAR 
DEVELOPMENT CO. 
4350 Mayfield Rd. 
Cleveland, Ohio 
EVergreen 2-1017 























VOLKSWAGENS 


All Body Styles 
*60—Sedans, Sunroofs ........$1,459 


"59—Sedans, Sunroofs ...... ow Vener 
*58—Sedans, Sunroofs ........ 1,129 
*60—VW Conv.'s ............. wee 1,738 
*60—Ghia Cpe.'s .............- -- 2,066 
"*60—Ghia Conv.'s ............-- 2,320 
"BO—MiICrO'S  .....ecccceeeeneeeennsee 1,788 
"*60—Micro-Deluxe .............. 2,095 
“COP GIONS cecccsnesesecssesnstnsnes 1,550 
"60—PICKUPS ......ceccceseeceenenee 1,490 
"60—Kombi's ...........2-----000e0 1,620 
Freight, insurance, etc. paid to any 


East or Gulf Coast port—add $50 per 
unit to West Coast... 

BANK REFERENCES EXCHANGED 
Also Available 
MERCEDES- 
PORSCHE-OPELS 

















Write-Phone-Wire: 
CIRCLE DISCOUNT CORP. 
4505 Wisconsin Ave. N. W. 
WASHINGTON, D. C. 

U. S. A. Agents For 
Rudi ‘Arons International 
Agencies 
Hamburg, Germany 
CABLE ADDRESSES 


CIRCLE WASHINGTON 
RARONS HAMBURG 


VOLKSWAGENS "60" 
Ghias @ Fiats @ Opels @ Simcas 
Renavits @ Volvos @ Porsches 
Immediate Delivery—Continuous Supply 
ALL COMMERCE & TRADING CORP. 


79 Wall St. New York 5, N. Y. 
BO 9-0636 























VOLKSWAGENS 


Sedans, Convertibles, Ghias, 
Karmann Ghia Convertibles 
"59 — "60 
Buses—Deluxe Buses 
Wholesale—To Dealers 
Write or call 


CULBERTSON USED CARS 
5621 Clinton Dr., Houston, Texas 
Phone: WAlnut 1-4939 
(Will ship to all ports.) 





CARS FOR SALE: 1956 Lincoln Mark II, 
black, driven approximately 2,000 miles. 
This car has been in garage since pur- 
chased and like new in every way, T. D. 
Taylor, 803 Gervais, Columbia, 8, C. 
Telephone ALpine 2-4391. 





Buy Your 


MERCEDES 


in New York 


All Models from 1955 
to 1959 in Stock! 


Let us put you on our mailing list! 
FOREIGN AUTO 
WHOLESALERS, INC. 


1501 Jerome Ave. Bronx, N. Y. 
LU 7-4036 











1960 Volkswagens 


IMMEDIATE DELIVERY 
From NEW YORK and NEW ORLEANS 
New car dealers. Fill up your depleted 


stocks with Volkswagens. 


U. N. Commercial Corporation | 


| 
277 Clinten Ave., Newerk, New Jersey 
ESsex 1-2880 





CARS WANTED 
WANTED: USED VOLKSWAGENS, 1959s- 





1958s. Will pay top prices. Write or 
phone: F & M Motors, 2027 No, Main 
St., Danville, Virginia. Dial: SWift 
3-7136. 





PARTS FOR SALE 


LLOYD PARTS: Large stock available. 
Immediate shipment. J, C, Lewis Motor 
Co., Savannah, Georgia. 


LLOYD PARTS—complete stock, Prompt 
shipment. Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York. Phone: 2000. 











CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


BERKELEY PARTS: Largest selection of 
Berkeley parts — immediate delivery. 
Write or wire: Lee Circle, Inc., 1063 
Boston Post Road, Milford, Connecticut. 


AUCTION SCHOOLS 


BE AN AUCTIONEER—World’s largest 
school, Internationally recognized di- 
ploma, Free catalog. Reisch Auction Col- 

















BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.O.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ ‘SPECIAL Fos. Factory Net) 


$44.8 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 














Eastern: Western: 
Five Wheels Ltd. Five Wheels 
599 Y St. (Western) Ltd. 
Toronto, io 525 Main > 
wi 








AUTO SHOW TRIM—2,340 square yards— 
220 count satin drape material, yellow 
gold, burgundy, light green, Used Pitts- 
burgh, Pa. Auto Show three years—good 
condition, $700—-Entire yardage, Phone: 
MOntrose 1-4232, Pittsburgh Automobile 
Dealers’ Association, 


SHOP EQUIPMENT WANTED 
SHOP EQUIPMENT WANTED: Brake 
drum lathe, State make and price. Beach 
Auto Service, P. O, Box 4052, Columbia, 
8. Cc. 


BRAKE DRUM LATHE in good condition. 
Lincoln Way Motors, Massillon, Ohio, 


ANTIQUE, CLASSIC CARS FOR SALE 


1948 LINCOLN CONTINENTAL sport 
coupe. Original owner, reconditioned 
throughout. Engine completely over- 
hauled. New tires with Life Guard tubes, 
radio, overdrive. $2,500.00. 
Joe Ballenger, 211 Wyoming St., El Paso, 
Texas. KEystone 3-4911. 

















heater and 








REWARD—REWARD, 1953 Oldsmobile 4- 
door, 88 sedan, being driven by man who 
calls himself John Poncott, This man 
does Front End work only. Car has 
1959 Texas license CD 7836, Motor num- 
ber R253084, serial number 537K1398, If 
located, call collect El Paso, Texas, 
5-6786. 








lege, Mason City 77, Iowa. 


SEE PAGE 18 
for the nation's 
TOP AUTO AUCTIONS 
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Send Automotive News to Address Below 
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In billiards 
CONTROL 


is imperative! 


TaxclamelateMiatla @n-valellalst 


OIL CONTROL 
Exclusive design of is imperative! 


Sealed Fower 


stainless steel oil rings controls oil 


offers these key features! 










‘ Sealed, Power -patented, 3-piece stainless steel oil ring stops 
smoking, controls‘oil better and longer because of new design, 
and a completely new oil ring material. 

















- Here you see a section of Sealed Power’s 
stainless steel oil ring after fifty thousand miles 
of service. Note how clean the surface, how 
open the vents. 

The stainless steel used in this Sealed Power 
oil ring is not affected by the acids and gases of 
internal combustion; does not pit or corrode; 
carbon does not cling to it, sludge doesn’t build 
up. Thus the main cause of carbon build-up and 
consequent oil ring plugging is eliminated. 

Because of the self-expanding design, the oil 
vents in Sealed Power,stainless steel oil rings 
are not blocked by springs in back of them. 
They permit the free flow of oil back to the 
crankcase. 
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Other key features 


¢ They hold their fit in the 
cylinder * They stop smoking 
even under high vacuum op- 
eration * They are side-sealing 
* They are quick seating 
* They are chrome-plated for 
long life. 






























SEALED POWER CORPORATION, MUSKEGON, MICHIGAN «+ ST. JOHNS, MICHIGAN + ROCHESTER, INDIANA + STRATFORD, ONTARIO + Detroit Office + 7-236 General Motors Building » Phone Trinity 1-3440 


Sealed Power Piston Rings °::* ..... 


Leading Manufacturer of Automotive and Industrial Piston Rings Since 1911» Largest Producers of Sealing Rings for Automatic Transmissions and Power Steering Units 





